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At the International Auto Show— 


More than 400 models representing every type of passenger car available in this 
country were displayed last week at the fifth annual International Automobile Show 
in the New York Coliseum. The exhibits covered three floors and seven acres of space 
and included models from all five domestic manufacturers and producers in nine for- 
eign lands. (Show sidelights are on Page 46.) 


That’s Import Show Theme .. . 


‘Serve to Survive’ 





tion models from manufacturers in 
10 countries, There were 62 makes 
represented, with the total exceed- 
ing 80 nameplates if U.S. com- 
pacts and various special models 
were counted separately. 

All five American auto makers 
displayed their wares, as did manu- 
facturers from England, Germany, 
France, Italy, Sweden, Japan, The 
Netherlands, Israel and Czechoslo- 
vakia. 


By John K. Teahen Jr. 
Associate Editor 

EW YORK.—The speakers rep- 

resented many makes, but the 

topic was generally the same— 
parts and _ service—as importers 
discussed the United States market 
during last week’s International 
Automobile Show at the New York 
Coliseum. 

Import executives agreed that 
the makes which will survive in 
this country are those who, 
through their dealers, offer top- 
flight parts and service facilities 
in every city and town in which 
they are represented. 

The question of survival also led 
to speculation about which import- 
ed makes might disappear from the 
market by year’s end. It was al- 
ways “the other guy” who was des- 
tined to go home. Every maker 
questioned insisted that he is in the 
U.S. to stay. 


* * a 
area other exhibitors rep- 
resented the parts, accessories, 
(Continued on Page t9, Col. 1) 


Teams Appointed 
For Task-Force 
NADA Hearings 


ASHINGTON, — The National 

Automobile Dealers Assn. last 
week announced the personne] of 
teams which will conduct its task- 
force hearings on the current deal- 
er crisis and ways to revitalize the 
franchise system. 

Team members and the cities in 
which they will serve follow: 

M. H. Yager and J. L. Rowlett, 
Portland, Ore., April 17; San Fran- 
cisco, April 19, and Los Angeles, 
April 21, 

Lee Butler and William S. 
Spreen, Detroit, April 17; Chicago, 
April 19, and Kansas City, April 21. 

James C, Downing and Paul E. 
Ruch, Baltimore, April 17; Rich- 


* * * 


eee the paradox farther, 
most importers expect their 
1961 sales to equal or exceed last 
year’s totals, but they also believe 
that overall import registrations 
will fall short of last year’s 498,785. 

Estimates for 1961 ranged from 
350,000 to 500,000. The average 
was about 425,000. 

The fifth annual international 
show brought together 400 produc- 





Top Cars 


New-car registrations for one month, 
plus two states for February: 


1961 1960 | mond, Va., April 19, and Charles- 
Pos. Make Pos. | ton, W. Va., April 21. 
1—111,218 Chevrolet 106,438— 1 Dean Chaffin and Bill Hermann, 
2— 95,447 Ford 106,088— 2 | Butte, Mont., April 17; Carl E. 
3— 28,155 Pontiac 25,487— 5 | Fribley and Hermann, Minneapolis, 
4— 25,940 Rambler 27,386— 4 | Apri] 19, and Fribley and Hermann, 
5— 24,883 Oldsmobile 24,487— 6 | Omaha, April 21. 
6— 22,952 Plymouth 28,087— 3 Ernest Kinsel and Joseph B. 
7— 20,995 Buick 19,607— 8 | Paul, Boston, April 17; New York, 
8— 16,627 Dodge 20,798— 7 | April 19, and Pittsburgh, April 21. 
9— 12,209 Comet ea Kenneth Kent and A. W. Bart- 
10— 12,021 Cadillac = 11,296—10 | jett, Atlanta, April 17; Charlotte, 
1l— 9,467 Mercury 12,228— 9 Iw. C., April 18, and Louisville, 
12— 6,836 Chrysler 5,660—12 April 21, 
13— 6,601 Studebaker 8,212—11 Arthur H. Kenny and Harold 
14— 2,853 Lincoln 2,396—13 | Rockwell, Oklahoma City, April 17; 
15— 1,148 Imperial 1,492—14 | Phoenix, April 19, and Denver, 

27,665 Misc. 45,371 April 21. 

Total All Makes W. N. Neff and R. E. Bickel- 
425,017 445,033 haupt, Miami, April 17; New Or- 





leans, April 19, and Dallas, April 21. 
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Factories Report Sales Spurt, Boost Output... 





Optimism High in Detroit 


By John E. Walsh 
Staff Writer 
pg -rre has reached the high- 
est point of the year with the 
announcement by factories of sharp 
upturns in both production and do- 
mestic car sales in March. 


Industrywide retail sales in the 
last month were estimated at 
478,850 new cars, an increase of 
33 percent over the February 
mark of 360,000. However, last 
month’s sales fell nearly 70,000 
cars short of the 546,359 domestic 
units registered in March, 1960. 


On the production side, output 
this week is expected to hit nearly 
115,000 units, which would mark a 
1961 high. The best previous total, 
110,828, occurred during the week 


ended Jan. 14. 
oe 
so Chrysler Corp. and the 

Ford Division announced last 
week that second-quarter produc- 
tion will be boosted over original 
estimates. Chevrolet reported ear- 
lier that its schedules were being 
increased, 

Ford Motor Co. assemblies last 
week were the highest for the 
year, while Chevrolet reached its 
best mark since Jan. 14. In the 
previous week Studebaker hit its 
peak for the year. 

* * * 

N AIR of confidence in a con- 

tinuation of the giant sales up- 
turn in March was noted in all 
factory reports. 

One executive predicted April 
sales would show a substantial 
gain over March, and another 
said that deliveries in the first 
few days of April give further 
encouragement for a firmer 
spring selling market. 

Another said the improvement in 
March was substantially higher 
than normal, and called it an indi- 
cation of “significant improvement 
in public confidence.” 

Compact sales in March were 
estimated at 165,100, an increase 
of 34.9 percent over the approxi- 
mately 122,400 deliveries in the 
previous month. Small-car sales 
accounted for 34.5 percent of the 
March total. 

Falcon again was the leader in 
smaller-car sales, with roughly 41,- 
000. Rambler was next with 34,615 


* * 





Factories Gird 


For Spring Boom 


By Robert M. Lienert 
Associate Editor 

Tos auto industry, which has 

been told (and been telling it- 
self) for three months that business 
is lousy, has taken a nip of spring 
tonic and found the taste to its 
liking. 

Cheered by a spurt in new-car 
sales in the closing days of 
March, industry sales executives 
are confident that the spring 
boom is about to return in all its 
historic glory. 

They are setting the stage for 


(Continued on Page 4, Col. 3) 


Inside Automotive News... 


Let’s standardize Oscar. Turnings, Page 25. 
New feature: Sales Testing the Options, Page 1}. 
‘Mr. Compact’ has afterthoughts, Page 34. 
Detroit banks like dealers, Page 10. 

How Iacocca sees the market, Page 2. 











and Corvair jumped sharply to fin- 
ish third with about 31,000. Tempest 
outsold Valiant during the month, 
10,097 to approximately 9,600. 
Other compact figures were: 
Comet, 14,844; Buick Special, 6,762; 
Studebaker Lark, 6,005; Lancer, 
5,818, and Oldsmobile F-85, 5,356. 
* * + 


AMES M. ROCHE, General Mo- 

tors distribution vice-president, 
reported that GM dealers delivered 
275,000 cars and trucks during 
March, up 34 percent over the Jan- 
uary-February level. 

During the month an estimated 
245,910 GM cars were sold, com- 
pared with about 178,000 in Jan- 
uary and February. 

“The March sales improvement 
this year was nearly double the 
rise our dealers normally experi- 
ence at this time of year,” Roche 
said. He called it “impressive evi- 


No-Salesman Test 
Is Reported at 
End of the Line 


By Louis Alexander 
Staff Correspondent 

OUSTON. — Gene Mohr Buick 

Co.’s experiment of operating a 
new-car dealership without sales- 
men apparently has proved the 
public likes “fixed-price” shopping, 
a spokesman said. 

But—as in the fable of the op- 
eration that was a success, but 
the patient died—the experiment 
also proved that a dealer still 

(Continued on Page 4, Col. 1) 





dence of the improved vitality of 
the market for new cars,” 

Truck sales were up 25 percent 
over February and nearly 35 per- 
cent over the January total, he 
said. 

March sales of Chevrolet cars 
and trucks increased 42 percent 
over the January-February levels 
and marked the highest monthly 
volume for the company in nine 
months, according to Edward N. 
Cole, general manager. 

He said dealers delivered 146,000 
cars, up 43 percent over the first 
two months, and 29,500 trucks, a 
gain of 38 percent over the Jan- 
uary-February level. 

* * * 
ORVAIR sales, including the 
Greenbrier sports wagon, 
topped 31,000, the highest monthly 
total since the compact’s introduc- 
tion in October, 1959, Cole said. 

From last October through 
March, 141,154 Corvairs were 
sold, up 36 percent over the 103,- 
683 retailed during the corres- 
ponding period a year ago, he 
added. 

Combined car and truck sales of 
175,500 make it the highest monthly 
total achieved by Chevrolet since 
June, 1960, and the second best 
March on record, Cole said. A Chev- 
rolet contest for salesmen and deal- 
ers ended March 31. 

Edward D. Rollert, Buick general 
manager, said dealers delivered 
24,909 units last month, the best 
March since 1957 and a 52.7 per- 
cent increase over February. 

The total included 6,762 Specials, 
he added, the highest since Novem- 


(Continued on Page 4, Col. 1) 


Peak Production of Year 
Expected This Week 


By Martin L, Whitmyer 
Staff Writer 
ETURN of Buick, Oldsmobile 
and Pontiac to the assembly 

scene, plus upswings in output at 
Ford, Chevrolet, Rambler and 
Chrysler Corp., should push car 
production to nearly 115,000 this 
week, marking a 1961 high. 

Highest weekly outturn to date 
this year was the 110,828 cars built 
during the week ended Jan, 14. 

Last week the industry built an 
estimated 92,894 cars despite the 
fact that 11 United States car as- 
sembly plants were idled either 
by strikes or inventory adjust- 
ments. Three makers — Lincoln 
and Thunderbird at Wixom, 
Mich., and Corvair at Willow 
Run—worked six days last week. 

The week’s output, however, was 
8.7 percent below the previous 
week’s 101,698 assemblies, and 30.3 
percent below the week ended | 
April 9 a year ago, when the indus- | 
try built 133,299 cars. 

The compacts, with Buick Spe-| 
cial, Oldsmobile F-85 and Pontiac | 
Tempest down for inventory ad-| 





justments, took 36.4"percent of total 
industry output on an estimated 
33,787 assemblies last week. 

* * * 
Aa the other compacts, 

Lancer and Valiant were down 

all last week at Hamtramck, Mich., 
and Lark continued to work its 
four-day week at South Bend. 
Rambler worked five days at Ken- 
osha. 

In the other price groups, the 
standards took 48.4 percent on 
44,970 cars; the mediums, with 
standard Buick, Oldsmobile and 
Pontiac out of production at 
their home plants, and four of six 
B-O-P field units down for in- 
ventory adjustments, took 10.5 
percent on 9,752 assemblies, and 
the highest-priced group picked 
up 4.7 percent on 4,385 assemblies. 
In addition to the shutdown in 

the compact and medium-priced 
lines, five plants producing stand- 
ard models also were closed for the 
week. 

Ford shut down its standard 
Ford lines at St, Louis, Norfolk, 
Va., and Louisville; Dart assem- 
blies were closed for tke week at 
Hamtramck, and Chevrolet’s Tar- 
rytown (N. Y.) lines were forced 
to shut down due to a strike at the 
Fisher Body plant there. 

K ok * 


ORK will resume this week at 
the Hamtramck plant and the 
factories in St. Louis, Norfolk and 
Louisville, but Ford said lines in 
the Dearborn and the Twin Cities 
plants will be down for the week. 
Chevrolet doubted that produc- 


(Continued on Page 48, Col. 1) 
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AUTOMOTIVE NEWS, APRIL 10, 1961 


Senate to Repeat 1960 Battle .. . 





Minimum-Pay Fight Revived 


By Helen R. Kahn 
Washington Staff Writer 
ASHINGTON.—The minimum- 
wage battle—shaping up for 
floor action in the Senate this week 
—looks almost like a rerun of the 
struggle enacted on the Senate 
floor last August, 

This time, the bill’s major 
backer, a man named Kennedy, 
is 16 blocks away and his title 
is President, not Senator. And 
this time, the major executioner, 
Rep. Graham Barden, is retired 
several hundred miles away and 
not available for duty with the 
Senate-House conference com- 
mittee that last year could not 


agree on a bill. 
Now Kennedy’s place is taken 





Leading the Way— 


Secretary of Commerce Luther H. 
Hodges, a firm believer in practicing what 
he preaches, sets the pace for a safety 
program in the Department of Commerce 
by having seat belts installed in his car. 
The department has designated April as 
Seat Belt Month. 


Iacocca Gives 
Ford View 
Of Auto Market 


By Kenneth C. Kelley Jr. 
Staff Writer 

HE auto dealer and the auto 

industry are not in their worst 

position in history in the view of 
Lee A. Iacocca, who last fall took 
over as Ford Division general man- 
ager at the age of 36. 

His view is far from the oft- 
heard gloom and doom position. 
True, he doesn’t look on the auto 
business as a picnic. He faces the 
problems that lie ahead with 
solid optimism and gives the im- 
pression of being the kind of man 
who can handle his share of the 
problems. 

In addition, his optimism is not 
a hollow whistling in the dark. He 
can quickly back up each of his 
views with supporting facts. 

For instance, he does not view 
the past winter, which was dismal 
for many auto dealers, as the death 
knell of the franchised-dealer sys- 
tem. Rather he sees the winter as 
a period when a number of unfor- 
tunate circumstances combined to 
give dealers a temporary setback. 

* ok ok 
pacocea sees these as the key 
points in the chain of events 
which slapped down the auto mar- 
ket: 

The used-car market was 
under pressure from the intro- 
duction of the compacts when the 
“second worst recession of the 
postwar period” set in last fall. 
The downturn began to feed on 
itself as sales began to slip. 


As an example, wholesale buyers | 
of used cars stopped buying as| 


sales slipped, waiting to see if a 
real depression was in the cards. 
Then, from a weather standpoint, 
one of the worst winters in recent 
years brought sales to a virtual 
halt in many of the key markets. 








| 

Iacocca figures that a good deal- 
er can make money in a more-or-| 
less normal used-car market but 


(Continued on Page 16, Col. 1) 





by Senator Pat McNamara, Mich- 
igan Democrat, but Senator Wayne 
Morse, Oregon Democrat, will again 
be doing the end-running. A big 
change is the replacement of Bar- 
den, North Carolina Democrat, 
with Rep. Adam Clayton Powell, 
New York Democrat. 

If the Senate passes a bill closer 
to the Administration’s heart, Pow- 
ell will help the Senate bill in con- 
ference and will try his best to de- 
feat the Kitchin-Ayres bill that 
passed the House. 

* * ob 

Yipee the House-passed bill, all 

employes of car, truck and 
farm implement dealers are exempt 
from both wage and overtime cov- 
erage. Under both the Administra- 
tion bill in the Senate and the 
Administration-substitute bill—a 
somewhat milder bill put in by 
McNamara—dealers are exempt 
from overtime but not from wage 
coverage. Both Administration bills 
in the Senate would cover busi- 
nesses grossing $1 million in sales. 

The Senate Labor Committee is 
expected to report an official 
Administration bill. It will almost 
certainly contain a dollar-figure 
to determine whether a business 

is covered and it will almost cer- 
tainly escalate to $1.25. 

The present McNamara substi- 
tute is very similar to the Admin- 
istration substitute offered by 
Majority Whip Carl Albert, Okla- 
homa Democrat, that failed to pass 
the House by one vote. 

Senator A. S. Mike Monroney, 
Oklahoma Democrat, will again 
this year offer an amendment from 
the floor. (Last time it failed to 
pass by two votes.) A spokesman 
for the senator told AUTOMOTIVE 
News that the exact nature of the 
amendment—which will in effect 
substitute for the Administration 
bill—will depend on what is re- 
ported by the Labor Committee. 

* ok * 


OWEVER, it will follow a 

strict definition of interstate 
commerce and cover only those re- 
tailers who operate in more than 
one state. Most dealers would be 
left uncovered by such a bill but 
some who are located close to state 
borders and sell across state lines 
might be covered. The Monroney 
amendment could use both a dol- 
lar value for gross sales and an 
across-the-state-line definition. 

One change from last summer 
may prove to be significant for 
the Monroney amendment in the 
nature of a substitute. In August, 
Majority Leader Lyndon Johnson 
—now Vice-President Johnson— 
voted against Monroney in the 
50-48 vote to defeat the amend- 
ment. 

Johnson’s Senate successor, Sen- 
ator William Blakley, Texas Dem- 
ocrat, is thought likely to vote for 
a Monroney amendment based on 
a strict definition of interstate com- 
merce. The vote—if one comes—will 
probably be close and in the case 








Percent of 
Percent of Like Week 
Last Week Last Year 
Auto Production .......... Paiva 101,698 LIS 68.7 
Truck Production ............ =e 21,316 99.0 73.4 
Auto Registrations—yYear to date.. 425,017 95.5 
Truck Registrations—Year to date. 63,712 at 106.2 
Steel Production—Tons ......... 1,632,000 101.3 64.6 
Lumber Production—Board feet... 217,054,000 100.1 82.5 
Paperboard Production—Tons.... 320,592 102.2 105.3 
Soft Coal Output—tons ........ 6,615,000 102.6 74.2 
Oil Refinery Output—Barrels ..... 49,565,000 98.7 97.7 
Barometer Freight Car Loadings 311,006 99.7 87.3 
Department Store Sales Index .. 139 99.3 106.1 
Stock Market Price Index....... 131.3 100.9 116.1 
U.S. Government Spending 
—Fiscal year to date ......... .e. $71,739,026,000 slates 102.6 
Commercial and Industrial Loans $32,027,000,000 100.1 106.6 
Savings Deposits ................ $35,005,000,000 100.3 115.2 
Used-Car Prices-—Average........ $1,061 101.1 102.5 
Business Failures ................ 350 97.5 98.3 
Common Common 
Stocks April5 March 29 1961 Range Stocks April5 March 29 1961 Range 
ANG... :.)% 21 20 -.211%4-16% ie... ae 50% 49%, 522-425 
Chrysler... 44 44%, 45%-37% Mack 395% 41 44-32% 
Ford....... 79% 79%, 80%%-63% S-P.. 7% 8 9%- 7 
GM........ 46 45% 47%4-40% White. . 52% 53 55%%-40%, 
(April 10, 1961) 












Business Barometer 


Automotive News Economic Index — 


101.7 Percent of Last Week 
93.5 Percent of Like Week Last Year 


of a tie, Vice-President Johnson 
would have the job of breaking it 
and taking the credit or responsi- 
bility of squeaking through the Ad- 
ministration bill. 
ed * * 
= THE committee-reported bill 
does not exempt employes of car 
dealers from wage as well as over- 
time coverage, it is believed that 
several senators are prepared to 
offer amendments that would pre- 
serve the dealer’s traditional ex- 
emption. 

In the Senate wage fight last 
summer, a number of senators 
spoke of the plight of car dealers 
caught with a $1-million limit. 
Senators Wallace Bennett and 
Francis Case, Utah and South 
Dakota Republicans, were both 
concerned lest overtime coverage 
for mechanics mean that work- 
ers in service departments would 
desert dealers to open their own 
competing service stations and 
backyard repair shops. 

Senators Everett Dirksen and 
Gordon Allott, Illinois and Colorado 
Republicans, also spoke out for car 
dealer problems. An amendment to 
exempt car dealers was offered by 
Senator Winston Prouty, Vermont 
Republican, and another was pre- 
pared but not offered by Senator 
Barry Goldwater, Arizona Repub- 
lican. 


NADA Switches 


62 Convention Site 


WASHINGTON. — The 45th an- 
nual convention and exhibit of the 
National Automobile Dealers Assn. 
will be held Feb. 3-7, 1962, in At- 
lantic City rather than New York 
as originally scheduled, according 
to Walter B. Cooper, NADA presi- 
dent. 

The convention will be held in 
the city’s Convention Hall, which 
recently underwent a $3 million 
modernization program, Cooper 
said. 

William L. Mallon, former NADA 
president and chairman of the ’62 
convention committee, said the 
committee will meet April 26-27 in 
Atlantic City to make plans for the 
program and entertainment. 





General Aids Firm 
Reported Out of Business 


WASHINGTON.—The National 
Automobile Dealers Assn, report- 
ed that it has been informed that 
General Aids, Hackensack, N. J., 
is now out of business. 

Last September, General Aids 
began flooding dealers in various 
areas with letters offering hand- 
operated driver controls for a 
cash-in-ad vance downpayment 
with the balance payable when 
the car was delivered to an un- 
named hospital some distance 
away, NADA said. 




































British Auto Makers Meet in New York— 


In anticipation of the spring sales upturn, British auto makers gathered in New 
York for the opening of the International Automobile Show. Members of the British 
Automobile Manufacturers Assn. are jointly instigating a new drive to push sports- 
car sales with a national publicity campaign. From left are Richard N. Lord, General 
Motors Overseas Operations; Alan F. Bethell, president, Standard-Triumph; John T. 
Panks, managing director, Rootes Motors; J. Eerdmans, president, Jaguar Cars; R. A. B. 
Learoyd, British Motor Corp.’s chief U. S. executive; John Dugdale, executive vice- 
president, BAMA; Charles Snitow, show president; Earl Nisonger, president, Nisonger 
Corp., Smiths Instruments; William Owen, vice-president, Lucas Electrical, and Richard 


Yorke, vice-president, Rolls-Royce. 


SOUTH BEND. — Establishment 
of a dealer management depart- 
ment by Studebaker-Packard Corp., 
with a trained management con- 
sultant in each of the corporation’s 
15 sales zones in the United States, 
was announced by L. E. Minkel, 
marketing vice-president. 

Minkel explained that the ob- 
jective of this new Studebaker 
service is to offer dealership 
management counsel to dealers. 
This will include a consulting 
service on methods for improving 
new- and used-car sales, parts 
and service sales, expense con- 
trol and related means of in- 
creasing profits for the dealer. 
Dealer management consultants 

will work under the supervision of 
eastern and western divisional 
managers who report to J. H. 
Brenner, assistant general sales 
manager—dealer relations, and W. 
F. Turner, manager, dealer man- 
agement department. 

A seminar of all management 
consultants has been conducted 
here and zone meetings covering 
the first phase of this new program 
have been completed. Dealer semi- 
nars will be held during April. 

Cc. C. Hanwell jr. was appointed 
eastern divisional manager with 
headquarters in South Bend. R. C. 
Hume is western divisional man- 
ager, with his home office in San 
Francisco. 

The eastern division is com- 
posed of the Atlanta, Boston, 

Chicago, Cincinnati, Detroit, New 
York, Philadelphia and Pitts- 
burgh zones. The western division 
includes the Dallas, Kansas City, 
Los Angeles, Memphis, Minnea- 
polis, Portland (Ore.), and San 
Francisco zones. 

Meanwhile, the company denied 
a tip-sheet report that S-P plans 
to open 20 factory branches. A 
company spokesman said _ that, 
while branches had received some 
study, the company had not launch- 
ed such a program and had made 


no decision to do so. 
* * * 


S-P Proxy Discloses 


Executive Incomes 


SOUTH BEND. — The proxy 
statement for the Studebaker- 
Packard annual] meeting, scheduled 
for April 27, revealed details of 
payments to two key officials who 
have left the company as well as 
data on the income of other top 
executives. 

The statement said Harold E. 
Churchill, onetime president of 
the company who retired from 
active employment last March 1, 
received $126,167 last year. He 
now receives a pension of $5,471 
a year and, at age 65 in 1968, he 
will receive a pension totalling 
$6,470 a year. 

A. J. Porta, former general man- 
ager of the Automotive Division, 
received $113,000 last year. Porta, 
who left the company on March 31, 
may elect an early pension of $4,796 
a year. At age 65 in 1969, he is eli- 
gible for a pension totalling $5,824 
a year, 

Churchill received nine months’ 
| pay ($56,200) upon leaving the com- 





New S-P Program Offers 
Aid in Dealer Management 


pany and has a $1,500-a-month 
consultant’s contract which may be 
terminated after March 1, 1962. He 
surrendered rights to earn out 
bonuses from past years ($66,000) 
but the company agreed to pay 
$22,000 a year for three years into 
a trust for Churchill. 

Porta drew nine months’ salary 
($75,000) upon leaving the company 
and retained the right to earn out 
$54,000 in bonuses from past years. 

The proxy statement said W. D. 
Mewhort, diversification vice- 
president, received $75,000 last 
year. His annual retirement ben- 
efits were estimated at $11,745. 

D, Ray Hall, head of Gravely 
Tractor before the company was 
acquired by S-P and now general 

(Continued on Page 49, Col. 4) 


Chrysler Freed 
Of Proxy Fight 


But Dann Asks Court 
To Impound Votes 


By Maynard M. Gordon 
News Editor 


HRYSLER CORP. is free of the 
threat of a long-drawn-out 
proxy fight this year. 

Company executives had been 
fearful that a formal proxy war 
would strike a mortal blow at sales, 
profits and morale—three vital 
areas already battered by the first- 
quarter slump and Chrysler’s court- 
room involvements. 


The company’s anxieties were 
assuaged on Good Friday, how- 
ever, when a Detroit Federal 
judge enjoined Attorney Sol A. 
Dann from soliciting proxies for 
the Chrysler annual meeting next 
week, 

The injunction, authorized after 
a three-hour hearing, replaced a 
temporary restraining order ob- 
tained by the Securities and Ex- 
change Commission against Dann 
a week earlier. 

* * * 

pstrict Judge Ralph M. Free- 

man once again upheld SEC 
charges that Dann had failed to 
comply with proxy regulations in 
communicating with Chrysler 
shareholders. A revised letter sub- 
mitted by Dann a day before the 
hearing also appeared to be un- 
lawful, SEC staffers ruled at the 
hearing. 

Dann will be allowed by Judge 
Freeman to vote any proxies re- 
ceived on an unsolicited basis. 
Dann estimated that approximately 
150 stockholders had volunteered 
their proxies to him. 

‘J will attend the April 18 an- 
nual meeting and vote my 5,100 
shares plus all unsolicited proxies 
which I have received,” Dann 
said. “I no longer have the re- 
sources to lead the fight against 
management, but I will continue 

to speak out on the Chrysler 


(Continued on Page 50, Col. 1) 
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F, IN the course of the task- 
force hearings sponsored by 

NADA, dealers are interested in 
taking a long-term view of their 
business, it might be of value to 
weigh some of the abortive efforts 
at competition to the established 
way of doing things. 

In most cases these endeavors 
raised the ire of franchised deal- 
ers, but in some of their aspects 
they offer clues to better dealing. 

We have in mind the so-called 
bootlegging operations, discount- 
house operations and “no-sales- 
men” deals. 

Any objective view of these pro- 
cedures must take into considera- 
tion the fact that there was some- 
thing in each which made it 
appealing to the car-buying public. 
The public felt it benefitted in some 
way. 

There is a common element, as 
far as the public goes, in all of 
these operations, and that is the 
belief on the part of many that 
car buyers could get a more honest 
deal from the unknown operation 
than from the established dealer 
because the newcomer accented one 
price to all comers. 

* * * 


Horsetrading Hurts 


— this conception was 
sound or not doesn’t matter. 
Obviously, the idea that all estab- 
lished dealers are thieves is not 
true, although it is true that some 
are, and that the tar from them 
rubs off on the rest. Back of this 
is a commonly accepted view that 
buyers want the element of horse- 
trading which leads to shenanigans 
in the business. 

In a survey of people who 
bought their cars from discount 
houses, it was found that many 
of them were satisfied because 
they liked the one-price system 
of the discount houses. 

It isn’t so much that the car 
buyer wants the lowest price going; 
he just wants the assurance that 
he isn’t paying more than the next 
guy. He doesn’t want his wife tell- 
ing him the Joneses bought for less. 

The fact that the discount opera- 
tor is an additional middleman in 
the transaction, calling for an ad- 
ditional cost and an additional 
profit, doesn’t occur to him, and it 
might not bother him too much if 
it did. ‘ 
* * 


Sans Salesmen 

N HOUSTON, a dealer tried a 

“no-salesman” type operation, 
marking the price on all hig cars 
and inviting people to pick their 
car and then let an “assistant 
manager” write the order, Other 
dealers say this did not work out 
well, but the manager of the opera- 
tion said the “one-price”’ idea did 
appeal to the public. Salesmen are 
necessary, whether they are called 
assistant managers or salesmen. 

The critics of the business who 
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make sense are those who point 
out that the big difficulty seems 
to be in getting the business cus- 
tomer oriented. Too many people 
are looking for gimmicks or short 
cuts or systems. Too many fac- 
tories preach the volume concept 
and ignore the individual. 

Too many people want to shake 
the customer for one profit on the 
new-car sale, when it is a heck of a 


lot more profitable to make a i 


friend of the customer and to con- 
tinue to do business with him over 
the years by orienting the business 
to pleasing him. 

ed * * 


The Future and Service 

OU will note from stories on the 

import makers and dealers in 
this issue that this 
made by nearly all of the exhibitors 
at the international auto show in 

New York. 

The importers, who operate on a 
one-transaction basis, no longer 
have a future—the future of the 
imports lies with those who stress 
the inevitable link between sales 
and service. 

One thing is certain about this 
business and any business—it will 
change. The dealer who will keep 
up with the changes will be the 
one who orients himself with the 
customer’s interest. He will al- 
ways have a broad base, while 
the system boys will come and 
go. 

Many students of the business 
are saying this today. One we’ve 
heard from recently: 

L. M. (Les) Oltman, a Dodge 
sales official for many years who 
got into the body-building business 
on his own and who now is in At- 
lanta for John E. Wolf on customer 
development— 

“The basic reason a dealer 
doesn’t make enough money is that 
he doesn’t have enough customers.” 
And this isn’t as simple as it 
sounds. He is referring to buyers 
who are turned into customers. 

‘What we need, he said, is an 
attitude that makes it easier for 
the prospect to buy, Oltman con- 
tends that owners are fed up 
with high depreciation, prices 
that keep them tied to payments 
for 36 months and high operat- 
ing costs. 

The new compacts, if they main- 
tain the measure of styling stabil- 
ity indicated, may provide some of 
the answers. 

ok * +. 


He’s Like Everybody 
facta thought in tying in 
with the needs of the customer: 
Recognition that the car-buying 
public of today is simply the whole 
public. The automobile has univer- 
sal appeal, so the customers are 
simply people. There is not some- 
thing about a person that makes 
him want to become a horsetrader 
when he goes to buy a car. He 
wants to buy with confidence that 
he isn’t paying more just because 
he isn’t bargaining. 

Allied to the horsetrader myth 
is the so-called historical dealer 
discount, sacred in the sense that 
dealers resist the effort of anyone 
to cut it except themselves, but 
profane in what dealers them- 
selves do to it. 

Whatever the dealer’s view on 
this matter, a careful examination 
of the situation leads many to the 
conclusion that the historical deal- 
er discount plays a part in making 
a shambles of retail selling. 

Some prominent dealers, like 
Bill James in St. Louis, recognize 
this and propose that the dis- 
count be made more realistic, 

Future articles will expand on 
ideas to orient the business more 
toward the customer, 





is the point|§ 

















Sunday-Close Bill OK’d 


By Calif. House Unit 

SACRAMENTO, Calif. — 
“Sunday closing” bill for all auto 
dealers was approved last week 
by the Assembly Transportation 
and Commerce Committee of the 
State Legislature. 

The bill was sponsored by As- 
semblyman Tom Carrell, San 
Fernando, a Chevrolet dealer. A 
spokesman for the Los Angeles 
Motor Car Dealers Assn. said 
95.6 percent of franchised dealers 
are in favor of the bill. 








NADA President Cited— 


Campaign Opens Sunday . 


‘Buy-a-Car 


DETROIT.—“Buy-a-Car Month,” 
a sales campaign sponsored by the 
Detroit Auto Dealers Assn., gets 
under way here next Sunday (April 
16). The theme of the program will 
be “Need a Car—Buy It Now!” 


The slogan and the campaign’s 
“Green Light” symbol will be dis- 








Walter B. Cooper (Chevrolet-Oldsmobile), Fort Collins, Colo., president, National 
Automobile Dealers Assn., was honored at a testimonial dinner sponsored by the Fort 
Collins Automobile Dealers Assn. and the Fort Collins Chamber of Commerce. Although 
the occasion was to express the appreciation of close friends and local people who 
have worked with him on a host of community projects, state officials and industrial 
leaders came from all over the state to honor Cooper. From left are Mark Watrous, 
chief engineer, Colorado highway department; Cooper; Charles Shumate, deputy en- 
gineer, Colorado highway department; Clyde E. Moffitt, publisher, Fort Collins Colo- 
radoan, and Joseph Marsh (Ford), Denver, member of the NADA government relations 


committee. 


Auto Credit Total Falls 
For 5th Month in a Row 


WASHINGTON.—The volume of 
auto credit outstanding fell by $228 
million in February to reach $17,383 
million at month’s end, the Federal 
Reserve Board reported. 

It was the fifth straight month- 
ly decline in the credit total but 
the slide showed signs of easing. 
The January drop was even 
greater—$255 million. 

The auto credit total has expand- 
ed by $757 million in the last 12 
months. 

All forms of consumer install- 
ment credit contracted during Feb- 
ruary. The total drop amounted to 
$518 million, leaving the total out- 
standing at the end of the month 
$42,264 million. 

The drop in the auto-credit total 
in February can be traced chiefly 
to a sharp contraction in the vol- 
ume of credit extended during the 
month. New auto credit in Feb- 
ruary amounted to $1,051 million, 


2 Percent Excise 
On Car Purchases 


Levied in Indiana 


INDIANAPOLIS. — The Automo- 
bile Dealer’s Assn. of Indiana has 
applauded the General Assembly’s 
passage of a 2 percent excise tax 
on the purchase of autos, which re- 
places the inventory levy paid by 
the dealers. 

“Passage of this law should re- 
sult in nearly $30 million additional 
income, which should make unnec- 
essary other tax-raising proposals 
in the immediate future,” the as- 
sociation said, 

The law is scheduled to go into 
effect Jan. 1, 1963. 

The association said the inven- 
tory tax, which was payable on 
March 1, was particularly unfair 
because used-car stocks generally 
are taken in lieu of cash. 

“Furthermore,” the ADAI con- 
tinued, “it is unfair to access per- 
sonal-property taxes on inventories 
of this trade just at a time when 
they are usually the heaviest in 
preparation for spring sales.” 

The excise tax is payable when 
license plates are purchased. 


down from the $1,130 million in 
January and the $1,424 million in 
February of last year. 

Auto credit repaid in February 
totalled $1,279 million, compared 
with $1,385 million in January 
and $1,317 million in February of 
last year. 

Of the auto credit outstanding on 
Feb. 28, banks had extended $7,858 
million, down $95 million in the 
month but a gain of $452 million 
over the year-earlier figure. 

Finance companies had extended 
$7,429 million of the total, down 
$126 million in February but a gain 
of $87 million in the last year. 

Other financial institutions 
held $1,599 million of the auto 
paper, unchanged in February 
and a gain of $203 million in the 
last year. 

Auto dealers had extended the 
remaining $497 million, down $7 
million in February but $15 million 
above the year-earlier total. 


. Detroit Dealers Slate 


Month’ 


played in store windows, theaters, 
meeting halls, gas stations and on 
the sides of trucks and buses. 

The symbol also will be exhibited 
over new and uSed cars in every 
Detroit dealership. Dealers will 
offer “Green-Light Specials” dur- 
ing the month-long push. 

Next Monday (April 17), a parade 
of new and old models of every 
American make will roll down 
Woodward Ave., the city’s main 
thoroughfare. 

The procession will have the big- 
gest collection of green cars ever 
assembled in one place, according 
to Herbert J. Kessler, DADA presi- 
dent, 

Another April 17 feature will be 
a “Sales Meeting On-the-Air,” 
which will be carried by several 
Detroit radio and television stations 
at 9:30 a.m. Mayor Louis C. Miriani 
has been invited to participate in 
the program. 

The DADA consumer campaign 
follows Miriani’s appeal to 1,500 
mayors throughout the country 
to advance the time-table on pur- 
chases of cars and trucks for 
municipal use. He has received 
favorable reports of car-buying 
plans from more than 200 com- 
munities. 

“Detroiters now will have the 
opportunity to match these com- 
munities in helping our local econ- 
omy,” said Kessler, a Buick dealer. 

“We know that thousands of De- 
troiters will need new cars this 
year,” he added. “If they advance 
their purchases and buy now, they 
will accelerate the upturn already 
under way in Detroit factories, cre- 
ate more jobs and spur national 
prosperity.” 

Stressing the importance of an 
auto pickup to Detroit and the na- 
tion, Kessler said that one in four 
Detroit-area breadwinners—some 
450,000 men and women—works for 
an auto company or in an allied in- 
dustry. 

The total Detroit-area payroll 
dependent on the auto industry 
is more than $2 billion a year, 
he said. 

He added that 10 million Ameri- 
cans—one seventh of the working 
force—are employed in jobs de- 
pendent on the auto industry and 
that the industry uses more than 
20 percent of the steel, 70 percent 
of the plate glass and 64 percent 
of the rubber produced in the 
United States. 


Georgia Dealer Leaders 


Visit Macon Members 

ATLANTA. — Tom M. Callaway 
jr., first vice-president of the Geor- 
gia Automobile Dealers Assn., and 
L. L. Austin, its” executive vice- 
president, were guests of the 
Macon members at a dealer lunch- 
eon. 

Austin told of plans for the 
Georgia state convention to be held 
May 14-16 at the Oglethorpe Hotel, 
Savannah. 


On the House... 


Why not spur new-car sales from the bottom up, 
instead of from the top down? asks Ed Hayward, 
manager of the St. Louis dealer association. “If the 
industry came out with a real junking plan of up to 
$100 per car, it would remove several million bor- 
derline cars in addition to the junk cars, This would 


put real life into 


the used-car market, which would 


unquestionably revitalize the new-car market”... 
Philadelphia association’s public-relations agency 
plans a systematic campaign to publicize civic ac- 
tivities of dealers. . 

In fighting insurance companies’ demands for 


Wemhoft 


discounts on repair of cars, Manager Fred Eells 


of Washington State points out the car owner pays full price for his 


insurance .. 


. Jim Lee, former Chrysler Corp. public relations chief, 


is now operating the Barrows House resort inn at Dorset-in-the- 


Mountains, Vt... . 


Otto Henneberger, business manager of New 


Jersey association, has been elected trustee of state highway: users 


conference .. 


“The man knocked on the Pearly Gate, His face was scarred and 
old; He stood before the man of fate For admission to the fold; What 
have you done, St. Peter said, To gain admission here? I’ve been an 
auto dealer, he said, For many and many a year. The Pearly Gate 
swung open wide, St. Peter touched the bell; Come in and choose your 
harp, he said, You’ve had your share of hell.” 





—Pete Wemuorr, Editor, 
Automotive News 
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Output Boosted .. . 
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Detroit Hopes Surge 
On March Volume 


(Continued from Page 1) 


ber and a 54 percent gain over the 
preceding month. 

March deliveries were about 39 
percent above the first two months, 
with the total hitting 10,057 in the 
final 10 days for the highest 10-day 
period in four months and a 49 
percent gain over the previous 
10-day mark, Rollert said. 

a ¥* * 


on dealers reported sales 
of 34,243 cars in March, deliver- 
ing 13,501 during the last 10 days 
for the division’s best 10-day per- 
formance since April, ’60, according 
to S, E. Knudsen, general manager. 

The total included 24,146 stand- 
ard Pontiacs and 10,097 Tempests 
and represented an increase of 
45.5 percent over February sales 
of 23,529 units and 32.8 percent 
over the January total of 25,788, 
he said. 

Oldsmobile sales in March were 
up 31.2 percent over February, 
from 20,097 to 27,429, a spokesman 
said. 

The standard car was up from 
16,554 to 22,071, while the F-85 rose 
from 4,353 to 5,356, he said. The 
increase in March over February 
was the greatest for any similar 
period since 1954, he added. 

Roy Abernethy, American Mo- 
tors Corp. executive vice-presi- 
dent, said March sales of 34,615 
units rose 64 percent, above the 
February total of 21,186. 

Sales in the last 10 days of March 
climbed to 16,123, Abernethy con- 
tinued, compared with 9,389 in the 
second 10 days and 9,103 in the 
first 10. 

The Rambler sales spurt co- 
incided with the end of dealer and 
customer rebate programs. 

* + OK 

oe deliveries of Chrysler 

Corp. cars totalled 54,006, an 
increase of 28 percent over Feb- 
ruary and the highest monthly fig- 
ure this year, according to E. C. 
Quinn, vice-president-sales divi- 
sions. 

In the last 10 days sales reach- 
ed 21,577 units, the highest for 
any 10-day period this year, he 


No-Salesman Test 
Is Reported at 
End of the Line 


(Continued from Page 1) 


needs personnel to help custom- 
ers work out the deal, he said. 

The dealership, on the South Side 
of Houston, is “on a standby basis,” 
the spokesman said. 

“The public liked it real well,” 
said O. A. Ebersole, general man- 
ager. “They liked the business of 
one price, and not having to match 
wits with the salesman. 

“But we lost some deals because 
customers ready and willing to buy 
didn’t have someone available to 
talk it over with. You’ve got to 
have some assistant Managers. 

“It still takes a piece of change 
to buy a car,” he added. “You’ve got 
to have someone to help the cus- 
tomer work out the financing. You 
can’t merchandise cars like you 
merchandise vegetables in a super- 
market.” 

OK ok * 

HE dealer marked his car 

“down to the bottom price,” 
Ebersole said, and took tradeins at 
wholesale. He said he does not 
have authority to report how many 
cars were sold, or to comment on 
rumors that the dealership itself is 
up for sale. 

Mohr has Chevrolet dealerships 
in Dallas and Houston. He is well 
known among Texas new-car 
dealers for conceiving and trying 
new ideas. 

Said Ebersole: “I think this plan 
would work if you had more as- 
sistant managers to help customers 
work out the financing. The pub- 
lic liked it real well.” 

He said he had calls from all 
over the United States after a story 
on the experiment appeared in the 
March 6 issue of AUTOMOTIVE NEws. 



























said. The daily sales rate for this 
period was 2,158, also a new high 
for 1961, he added. 

Byron J. Nichols, general man- 
ager, reported that Dodge sales for 
the month were 26 percent greater 
than in February and 24 percent 
better than the January total. 

Truck sales of 3,141 units were 
16 percent greater than in Feb- 
ruary and set a four-month high, 
he added. 

Dealers sold 20,052 autos, the 
highest for any month since last 
November, Nichols said. The Dart 
accounted for 12,724, the Lancer, 
5,818, and the Polara, 1,510, 

Sales increased in each 10-day 
period during March. Nichols said, 
Starting with 5,236 and following 
with 6,306 and 8,510, 

* a * 
LYMOUTH’S March gales were 
estimated at 25,570, which 

Harry E. Chesebrough, general 
manager, said represented an in- 
crease of 27 percent over Febru- 
ary. It was the best month this 
year, he added. 

In the last 10 days deliveries 
were up 29 percent over the pre- 
vious 10, making it the best pe- 
riod of the year, Chesebrough 
said. Valiant’s share of March 
sales was estimated at 9,600. 
Chrysler-Imperial Division re- 
ported that sales from October 
through February totalled 34,985, 
an increase of 21.2 percent over the 
28,865 units sold in the comparable 
period a year ago. 

Dealers delivered 7,517 Chryslers 
in March, compared with 5,393 in 
February and 7,519 in the same 
month a year ago. Imperial sales 
totalled 868, compared with 727 in 
February and 1,468 in March, 1960. 

* * * 


~ poco by Ford Motor Co. deal- 
ers in March totalled nearly 
138,320, a spokesman said, with 
Ford Division accounting for about 
110,000. 

Lee A. Iacocca, Ford Division 
general manager, said March 
sales of Fords, Falcons and Thun- 
derbirds were the highest for any 
month since June, 1960, and pre- 
dicted that April deliveries would 
be even higher. 

Of the 110,000 car sales, Falcon 
accounted for an estimated 41,000. 
It was an increase of 1,300 over 
March, 1960, Iacocca said. 

Truck sales totalled 26,200, the 
highest for any month since last 
June, he added. 

Walker A. Williams, Lincoln- 
Mercury Division assistant general 
manager, reported 28,316 deliveries 
in March, an increase of 26.9 per- 
cent over the February total of 
22,308. 

Comet sales climbed from 11,732 
in February to 14,844; Mercury was 
up from 7,781 to 10,697 and Lincoln 
Continental was off slightly from 
2,795 to 2,775. However, Williams 
noted Lincoln Continental sales 
were up 41 percent over those in 
the same month a year ago. 

* * * 

E. MINKEL, Studebaker- 

© Packard Corp. marketing 

vice-president, said March deliver- 

ies totalled 6,005, with 2,464 coming 

in the final 10-day period for a 

36.1 percent gain over the previous 
10 days. 

Ford Motor Co. of Canada, 
Ltd., reported first-quarter sales 
of 21,230 cars, a gain of 5.5 per- 
cent over the comparable period 
a year ago. 

Truck sales rose 4.6 percent dur- 
ing the quarter to 3,749, compared 
with 3,585 in the like period in 1960, 
the company said. 

In the first five months of the 
’61 model year, the firm 
Falcon and Comet accounted for 
425 percent of the total compact 
market, compared with 31.3 per- 
cent a year ago. 

In the imported-car field, Simca 
sales in the United States in March 
were up 43.7 percent over February 
and were the highest for any 
month since last October, accord- 
ing to Peter Nunez, Simca sales 
manager. 


added, | 
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Falcon Poster Wins Award— 
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YOUR FORD DEALER : 


Winner of the Kerwin H. Fulton Medal, top award at annual competition of Art 
Directors Club of New York, was this Ford Falcon outdoor poster. The medal was 
awarded to William H. Buckley, art director, J. Walter Thompson Co. The Fulton 
Medal, established in 1933, is awarded annually by the club for excellence of design. 


Factories Gear Thinking 
To Spring Sales Boom 


(Continued from Page 1) 


a big April and some are talking 
privately of retailing goals that 
would add up to a 600,000-car target 
for this month. 
* * * 
ee sales whips admittedly 
are optimistic, and they may 
really be thinking in terms of 550,- 
000 while prepared to settle for 
around 530,000. 

Has there really been a reces- 
sion in new-car sales? It depends 
on the viewpoint. Looking down 
from the inventory mountain, the 
view admittedly has not been 
bright. 

On the other hand, the new-car 
sales industry is perhaps the only 
one in the world where “average” 
performance could be called a 
slump. 

And that’s what has happened 
so far in 1961—new-car sales have 
retreated to levels that are about 
average for the past 10 years. 
Those 10 years, furthermore, repre- 
sent the best decade in sales his- 
tory. 

. s: & 

N JANUARY, sales were about 

2 percent above average. They 
were just about on the nose in 
February and in March, 

If April sales goals are reached, 
volume will have to rise above 
the 10-year April average of 528,- 
000. 

Those who cite 600,000 new-car 
sales ag a possibility this month 
note that new-car sales in Jan- 
uary, February and March follow- 
ed the 1959 volume fairly closely 
in those months. 

In April two years ago, sales shot 
to 575,000. Figuring that pent-up 
demand is greater this year—and 
counting heavily on the seductive- 
ness of a bevy of new, spring- 
model compacts—the market bulls 
see no reason why this April should 
not rise well above the 1959 figure. 

Only twice before, in 1955 and 
1960, have April sales topped 600,- 
000. On the other hand, since 1954 
they have failed to exceed 550,000 
only once. 

K * * 

F MORE immediate concern to 

dealers has been a slow im- 
provement in new-car grosses. The 
occasional “good” deal is popping 
up a bit more frequently although 
an improvement in used-car de- 
mand and prices has been of more 
consistent help. A scattering of 
sales-bonus programs has also 
pumped in some new black ink. 


Factory worry over dealer in- 


3,224 IH Trucks 
Ordered by Army 


CHICAGO. — International Har- 
vester Co. has received a $34 mil- 
lion contract through the Army’s 
Chicago Ordnance District, to pro- 
| duce 3,224 five-ton, 6-by-6 tactical 
motor trucks for the military serv- 
ices. 

Ralph M. Buzard, vice-president 
|in charge of the Motor Truck Di- 





| vision, said the vehicles will be 
|produced at Harvester’s Fort 
Wayne (Ind.) plant. Production 


will begin in October and will be 
completed in September, 1962, he 
| added. 








ventories, which still contain a 
few ’60 models, is reflected by 
the fact that April production 
schedules have not been lifted as 
far as sales goals. The increase 
in production targets is less than 
10 percent, with the total amount- 
ing to only 440,000. 

Thus, despite pronouncements 
that a 60-day stockpile is no cause 
for undue alarm, the factories ap- 
pear to be shooting for a 45-day 
inventory. 

Despite the current backlog of 
unsold new cars, dealers have step- 
ped up their flow of orders to the 
factory. One factory said last week 
that dealer orders on one series 
have more than doubled in recent 
weeks. 

Some of the optimism being ped- 
dled around the country by factory 
executives in recent weeks appar- 
ently is rubbing off on dealers. 


Ga. Independents 
Elect Palmer 


ATLANTA.—Tow C. Palmer jr., 
former Georgia 
legislator 
and auto dealer, 
has been elected 
executive vice- 
president of the 
Georgia Inde- 
pendent Automo- 
bile Dealers Assn. 
The association 
also announced 
that it will move 
re to new headquar- 
T. C. Palmer dr. ters at 15 Peach- 
tree Bldg., Five Points Center, Ga., 
on May 1. 















S-P Will Offer 
New Diesel Truck 


Use in Mediums 


Called First in U. S. 


SOUTH BEND. — Studebaker- 
Packard Corp. will produce the 
first line of medium duty trucks 
and tractors equipped with basic, 
unconverted diesel engines on the 
United States market, L. E. Minkel, 
vice-president of marketing, an- 
nounced last week. 

“These models represent a new 
concept of transport vehicle, as 
promising in the truck field as 
was the recent appearance of 
compacts in the passenger-car 
market,” Minkel said. 

“Their introduction is the result 
of a substantial market research 
which shows an immediate and 
growing demand for medium-duty 
diesel trucks.” 


Production of the new trucks is 
scheduled to begin in June. They 
will be rated at 19,500 and 23,000 
pounds gross vehicle weight, and 
35,000 and 41,000 pounds gross com- 
bination weight. 

Frank T. Corcoran, sales man- 
ager for Studebaker’s truck divi- 
sion, said the diesel power plants 
will be 4-53 four-cylinder engines 
manufactured by Detroit Diesel. 

Load tested since 1958, this mod- 
ern engine has been used to con- 
vert hundreds of medium-duty 
gasoline-powered trucks to diesel 
for both over-the-road and pickup 
and delivery operations. 


“Advantages of these engines 
are exceptionally low-cost opera- 
tion, proved dependability, favor- 
able weight and speed character- 
istics, and nationwide availability 
of parts and skilled service,’ Cor- 
coran said, 

Fuel consumption of diesel en- 
gines is substantially lower than 
gasoline power plants and the fuel 
is lower in price. Many truck oper- 
ators who have switched to the 
GM 4-53 engine report that their 
operation costs have been cut in 
half, 

Low maintenance costs are as- 
sured by the fact that the engine 
has been designed to run from 200,- 
000 to 300,000 miles without an over- 
haul, Corcoran added. In addition, 
the constant torque output of the 
diesel engine attained at relatively 
low revolutions per minute pro- 
duces more even road speeds and 
better lugging power for negoti- 
ating grades. 


Alabama's Officers and Directors— 


Newly elected officers and directors of the Automobile Dealers Assn. of Alabama 
are, from left, seated, Blaine Brownell, Birmingham, president; L. E. Thomas, Birming- 
ham, first vice-president; M. A. Peek, Decatur, second vice-president; Carl C. Golson, 
Ft. Deposit, third vice-president; Forrest McConnell, Montgomery, secretary-treasurer, 
and Harold E. Streetman, Montgomery, executive vice-president. Second row: H. J. 
Liltrell, Athens; W. D. Ray, Huntsville; H. E. Ray, Haleyville; Olin Hearn, Albertville; 
Vv. C. Adams jr., Anniston; Ed Mollison, Birmingham. Third row: Roy Barnett, Marion; 
H. W. Pearce jr., Jackson; R. R. Long, Atmore; J. B. Dunn, Roanoke; Judson Colley, 
Troy, and Roland Cooper, Camden, immediate past president. Directors not shown 
are John Denton, Florence; Roy Drinkard, Cullman; Robert T. Leigh, Tuscaloosa; T. M. 
Smithweck, Mobile; J. L. Rouse jr., Montgomery; Thomas W. Cooley, Talladega; John 
Baker, Eufaula, and A. C. Freeman, Dothan. 
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...easier to live with” 


says CLAUDE DANIELS, 


Lincoln-Mercury dealer, Augusta, Ga. 


















“In 10 years of dealing with Commercial Credit, 
I have found the provisions of their Plan are easier 
to live with in all the day-to-day problems 
that confront an automobile dealer. Commercial 
Credit is quick and courteous in handling deals. 
They don’t cancel out collision and comprehensive 
insurance at the least scratch. And their national 
operation is a strong selling point with our custo- 
mers. We find Commercial Credit sales training 
material very helpful and we offer bonuses to 
encourage our salesmen to sell more house plan 
deals.” 






Commercial Credit 
serves successful dealers 










For complete information on how our service can help 
promote your success, call or write the Commercial Credit 
Corporation office nearest you. 


















In The Biggest, Toughest 
1961 Economy Contest Of All 


RAMBLER AMERICAN CUSTOM 


Beat The Whole Field, Including 
Falcon, Corvair, Lark 6, Tempest 4 


The NASCAR-supervised 1961 Pure Oil Economy Trials 
held at Daytona International Speedway represent the 
toughest, most realistic test of all-around gasoline economy 
ever staged. With a variety of driving conditions—complete 
stops, rapid acceleration through the gears, high speed 
areas and tight turns—the Pure Oil Trials closely parallel 
your own everyday driving experiences, unlike other 
contests that put a premium on feather-footed driving. 


Every U.S.-built production car is eligible to compete. 
None are arbitrarily barred, as in some other runs. 145 cars 
representing all 5 major U.S. manufacturers entered this 
year’s Trials. 





The winning Rambler American Custom gets the starter’s flag as it 
heads out on the first of the 714 rugged laps it covered in setting the 
record of 26.86 miles per gallon. 

Before each car received the starting flag and headed out 
on the ia 3.7 mile course, it was equipped by NASCAR 
officials with a special fuel 
container that holds precisely 
one gallon of gas. The fuel put 
into every car was controlled 
to exactly the same tempera- 
ture so as to eliminate even 
the tiny difference that tem- 
perature variations would 
make in accurately measuring 





Each lap contained a 1600-foot 
high-speed area in which a gas- 
consuming speed of at least 65 the gasoline. 
M.P.H. had to be maintained. 


No sooner had the cars 
crossed the starting line and accelerated through the gears 
to reach the speeds necessary to maintain the required 40 


M.P.H. minimum than they made a tight left turn and then 
a sharp right turn. This meant cutting speeds and then 
accelerating again on each turn. There are four such turns 
on each lap. 

Then—down the back stretch and into the 1600-foot high- 
speed zone where a minimum speed of 65 M.P.H. must be 
maintained. No sooner was the driver out of the high speed 
area than he was forced to come to a complete stop. Then— 
up through the gears again—and another complete stop! 
Each stop and each rapid acceleration ate up precious gas. 

Then—up through the gears and across the starting line 
to complete the first lap of this rugged course. The winning 
Rambler American Custom completed 7!4 such laps on one 
gallon of gasoline—made 14 complete stops—accelerated to 
over 65 M.P.H. 7 times and still averaged 26.86 miles per 
gallon! 

_ Rambler American Custom with overdrive beat all com- 
petition—took the first 6 places and 8 of the first 10 in 





Each of the 145 cars traveled as far as it could on a measured gallon 
of gasoline. The metered container was attached to a car window 
and the fuel, controlled to a predetermined temperature to assure 
absolute uniformity, was fed directly to the fuel pump and carburetor. 


Class 6. And Ambassador V-8 with overdrive swept the 
first 8 places and 9 of the first 10 spots in Class 3. 

Again Rambler—holder of more economy awards than all 
other compacts combined — proved its mettle in the toughest 
test of all. 





ee 


See 











| 4 Hairpin Turns on each lap of the course. 
To negotiate these curves safely, cars had 
to cut speeds to as low as 25 miles per hour. 


High speed zone of 65 M.P.H. minimum. Cars had to reach 
upward of 70 M.P.H. to maintain required average. 


ee 7 ’ 
os 
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fee Cars had tocome toa complete stop at each ~ 
of the two stop signs on every lap averaging Sijmte. 


a full-stop every 1.9 miles. 


THE COURSE .. . Each lap of the 3.7 mile stop-and-go course at 
Daytona International Speedway contains two complete stops that 
waste fuel—four tight turns and a high speed zone where each car must 





DRIVER LES VILAND, with the three trophies won by Rambler in this toughest of all economy 
tests. Rambler American Custom captured the Over-all Winner Trophy for topping all cars, all 
classes, in miles per gallon and won the Class 6 Trophy for beating the competing 6 and 4-cylinder 
compacts. The Ambassador V-8 entries equipped with overdrive took top honors in Class 3. No other 
most won none. 


make won more than one class award .. . 


Wouldn’t You Like To Be 
A Rambler Dealer... 
And Sell America’s Economy King? 


Immediately after coming to the dead stops, 
cars must accelerate quickly through the 
gears to maintain the 40 M.P.H. average. 


Rambler American Custom 
Rambler American Custom 
Rambler American Custom 
Rambler American Custom 
Rambler American Custom 
Rambler American Custom 
Corvair Monza 

Corvair Monza 

Rambler American Custom 


. Rambler American Custom 
. Corvair Monza 
. Corvair Monza 
. Corvair Monza 


Rambler American Custom 


. Corvair Monza 
. Falcon 


Ambassador V-8 
Ambassador V-8 
Ambassador V-8 
Ambassador V-8 
Ambassador V-8 
Ambassador V-8 
Ambassador V-8 
Ambassador V-8 
Ford Fairlane V-8 


. Ambassador V-8 
. Ford Fairlane V-8 
. Ford Fairlane V-8 
. Ford Fairlane V-8 
. Ford Fairlane V-8 
. Ambassador V-8 
. Chevrolet V-8 





maintain a minimum average of 65 miles per hour. At least a 40 
M.P.H. average must be maintained for the entire run. No chance for 
special economy run driving techniques on this course! 


CLASS 6 RESULTS 


(First 16 Places) 


26.86 MPG 
.26.66 MPG 
26.39 MPG 
26.38 MPG 
25.49 MPG 
25.49 MPG 
24.85 MPG 
24.62 MPG 
24.50 MPG 
24.24 MPG 
23.97 MPG 
23.93 MPG 
23.41 MPG 
23.39 MPG 
23.32 MPG 
23.08 MPG 


CLASS 3 RESULTS 


(First 16 Places) 


18.55 MPG 
18.55 MPG 
17.99 MPG 
17.82 MPG 
17.46 MPG 
17.06 MPG 
16.54 MPG 
16.28 MPG 
15.82 MPG 
15.63 MPG 
15.22 MPG 
15.03 MPG 
15.02 MPG 
14.81 MPG 
14.809 MPG 
14.809 MPG 
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AUTOMOTIVE NEWS, APRIL 10, 


After 22-Month Drive by IAM... 








Contracts Signed at Kankakee 


By Francis J. Gawronski 
Staff Writer 

22-MONTH organizing drive 
among mechanics at Kankakee, 
Ill., has resulted in the signing of 
union-shop contracts between the 
International Assn. of Machinists, 
Lodge 2038, and automobile dealers 

and garage owners in the area. 
According to the Machinist, the 
association’s newspaper, the con- 
tracts provide “the best working 
conditions ever en- 
joyed by automotive 


LABOR repair employes in 
FRONT Kankakee.” 

The new pacts 

provide immedi- 


ate raises of 5 to 25 cents an hour 
for hourly employes, improved 
terms for flat-rate employes and an 
additional 10 cents an hour for all 
employes next Jan. 1. 

The contracts also include a 
health and welfare plan, 10 days’ 
paid sick leave, leave for personal 
illness or illness in the family and 
other benefits. 

According to the IAM, dealer 
and garage employes had been 
represented by the Kankakee 
Auto Workers Assn., which was 
organized after an IAM drive 
failed. Shop owners and foremen 
were eligible to join KAWA, the 
association said. 

In October, 1959, KAWA signed 
a two-year contract with the Kan- 
kakee Automobile Dealers Assn. 

Eventually, the National Labor 
Relations Board declared the 
KAWA contract with the dealer 





association illegal and ordered $850 
dues and other payments collected 
under it refunded. 

In an election ordered by the 
NLRB, the employes voted 57-to-40 
for the IAM. 

ok * * 

N ROCHESTER, N. Y., the Re- 

tail Clerks Local 345 won two 

and lost two representation elec- 
tions in its bid to organize sales- 
men at 43 dealerships in Monroe 
County. 

The Retail Clerks Union is con- 
ducting a joint drive with United 
Auto Workers Local 1097 to sign 
up sales and service employes at 
the dealerships. 

According to James Columbo, 
representative for the salesmen’s 
union, salesmen approved the 
union at Park Chrysler-Imperial, 
4-to-3, and Brown Chevrolet, 
8-to-2. The union was rejected at 
Bill Cooke, Inc. (Dodge), and 
Ken Ralph Ford, Inc., 2-to-1 and 
5-to-1, respectively. : 

Salesmen at Lou Holtz Buick, 
Ine., are scheduled to vote on the 
union question. 

Meanwhile, UAW Loca] 1097 has 





Sales Managers Elect 

BUFFALO. — George A, Farley 
has been elected president of the 
Buffalo Automobile Sales Managers 
Assn. Other officers are Richard J. 
Izzo, vice-president; Reginald C. 
Dowdall, treasurer, and Thomas J. 
Hinchey, secretary. 


Townsend and Quinn See 
Bright Future for Chrysler 


By Trescot Goode 
Staff Correspondent 

MIAMI.—Lynn Townsend, admin- 
istrative vice-president of Chrysler 
Corp., and E, C, Quinn, sales vice- 
president, painted a rosy picture of 
their company in an interview last 
week prior to a meeting of Chrysler 
dealers in south Florida. 

They are completing a tour of 

18 cities, bringing a pep talk to 
the Chrysler dealers who have 
experienced a lagging first quar- 
ter of sales. 

“We've turned the corner of the 
depression,’ Townsend said. “Both 
sales and production are on the 
upsurge these last 20 days and we 
look forward to a year equal to 
1960. We have definitely determined 
to emphasize our help to dealers 
in retailing, rather than in whole- 
saling. 

“We have cut back production 
to a realistic figure to lower inven- 
tories and are now at the point of 
increasing production to meet ac- 
tual sales. March has been a good 
month for us, not exceptional, but 
we have turned the corner and we 
look for a really good year ahead. 

“We have overhauled the factory 
personnel and cut back almost 5,000 
salaried men in an effort to slice 
the ‘fat’ from our overhead and we 
believe we are now on an efficient 


GM Names Power 


General Counsel 


DETROIT. — Aloysius F. Power 
has been elected a vice-president 
and general coun- 
sel of General 
Motors Corp., 
succeeding Henry 
M. Hogan, who 
retired April 1. 

Power joined 
the GM legal 
staff in New 
York in 1927, Ten 
years later he 
was transferred 
to Detroit as as- 
sistant general 





Aloysius F. Power 
attorney for the corporation, a title 
which was changed to assistant 
general counsel in 1947. 


Johnson Joins NADA Unit 

HARTFORD.— James R. John- 
son, president of Johnson’s Chrys- 
ler-Plymouth Motors, has been ap- 
pointed a member of the Govern- 
mental Relations Committee of the 
National Automobile Dealers Assn. 





basis. We have streamlined the 
corporation.” 

Quinn said, “Townsend and I 
have already had meetings in 10 
of the 18 cities we planned to 
cover and the attitude of the 
dealers is remarkably good in 
view of a distressing first two 
months. 

“Sales have picked up substan- 
tially during March and, without 
being too optimistic, I think we’ll 
wind up with a really good year.” 

“Our Valiant sales are satisfac- 
tory and our Imperial is going 
great guns, haven’t had a down day 
for the latter,” commented Town- 
send. “We are emphasizing a basic 
change in policy with more factory 
help to the dealers, 

“We are combining Chrysler and 
Plymouth field forces with the ob- 
jective of 500,000 sales per year, the 
minimum considered necessary to 
operate profitably. We have relo- 
cated plant facilities in the Detroit 
area to get maximum production 
efficiency. 

“We are now in the midst of 
our biggest advertising campaign 
in history and, although our sales 
were down some 60,000 units on 
March 20 from the comparable 
period in 1960, we are going like 
wildfire right now.” 

Chrysler built three new dealer- 
ship facilities in the Miami area 
recently. Asked about who would 
get the deals, Townsend said “We 
have several prospective men in 
mind but have not definitely decid- 
ed as yet.” One Chrysler dealer on 
the outskirts of Miami has adver- 
tised his place for sale recently. 

About a hundred dealers attend- 
ed a luncheon to hear the vice- 
presidents outline plans for factory 
help. 


Late Report... 








filed petitions with the NLRB for 
representation elections among 
shop employes at five Rochester 
dealerships, 

Edward Halter, UAW represen- 
tative, said elections are being 
sought at Hallman’s Centra] Chev- 
rolet Co., Inc.; Bill Cooke; Park 
Chrysler-Imperial; Frear Chevrolet 
Corp., and Philanz Oldsmobile, Inc. 
About 125 employes are involved. 

In the Los Angeles area, Auto 
Salesmen’s Union Local 1056 won 
two representation elections and 
called off nine others in a drive to 
organize area salesmen. 

* co ok 

7 union won representation at 

Frank Prentice Dodgetown 
(Dodge), Pomona, 5-to-2, and Nash 
North Hollywood (Rambler), 3-to-0. 

To date the union has won 
three NLRB elections. The first 
was won at Bill Lepper (used 
cars), Pomona, 

Under NLRB regulations, in 
event of withdrawals, the union 
cannot ask for another election at 
these dealerships before six 
months. 

In Lincoln, Neb., shop employes 
of Misle Chevrolet Co. voted 16-to-8 
against representation by Team- 
sters Local 608 in an election con- 
ducted by the NLRB. 


The NLRB has also ordered rep- 
resentation elections among shop 
and service department employes 
at Luby Chevrolet Co., Inc., Forest 
Hills, N. Y.; Gilchrist Chevrolet 
Co., Banning, Calif., and Kingsford 
Motor Car Co. (Ford), Kingsford, 
Mich. 

* * * 

N LOS GATOS, Calif., Labor 

Arbitrator Pembroke Gochneuer 

has ruled that Paul Swanson, a 
Ford dealer, didn’t have “just 
cause” to fire a mechanic for buy- 
ing a competitor’s car. 

It was learned at the hearing 
that while the mechanic, a mem- 
ber of the Machinists Union, was 
partial to Ford’s Falcon, his wife 
had decided on a Rambler, and 
that’s how it turned out. 

Swanson testified that other em- 
ployes had off-brand cars and that 
he was not letting them go. How- 
ever, he said, if employes go out 
of the family to get a car and also 
“disliked our automobiles, I would 
certainly let them go immediately.” 

The union contract doesn’t spe- 
cify employes must buy their cars 
from their employer, and, Goch- 
neuer observed, that ‘an employe is. 
not required to spend his money 
where he earns it.” 

While it may be that a salesman 
should like his product to be suc- 
cessful, that isn’t required of a 
service employe as long as his work 
is satisfactory and he doesn’t dis- 
parage his employer’s product to 
the detriment of the employer’s 
business, Gochneuer ruled. 


Public Hearing Called 
On S. C. Time-Sales Bill 


COLUMBIA, S. C, — A public 
hearing on House Bill 1569, a 
proposal to regulate time sales, 
has been called for April 18 by 
the Judiciary Committee of the 
South Carolina House, the South 
Carolina Automobile Dealers 
Assn, reported. 

The association is opposing the 
bill, which it termed the Dealer 
Death Bill. Members of the as- 
sociation were urged to prepare 
a case against the bill and appear 
at the hearing. 








Used-Car Market 


The overall average price of used cars sold at wholesale auction 
rose $12 last week to $1,061, to run above year-earlier figures for 
the first time this year, according to Automotive News’ index. 

It was the third consecutive weekly increase in average whole- 
sale prices and brought the figure to the highest point recorded in 


more than two months. 


Gains amounted to $85 on ’61s, $24 on ’58s, $17 on ’57s, $15 on ’54s 
and $2 on ’59s. The increase pushed the average price of ’6ls to a 


two-month high. 


Losses were recorded at $2 on ’60s, $19 on ’55s and $23 on ’56s. 
New lows were established for ’55s and 56s. 

At a group of representative auctions last week, the sales ratio 
was 75.1 percent, compared with 75.9 percent a week earlier. 

Auction reports begin on Page 38. 




















Gimmick Debunker— 


When floor traffic began to slow down at Coffing Dodge, Santa Ana, Calif., Larry 
Coffing found a startling way to revive it. A rash of advertising in Southern California 


has been of this variety: “Buy a New Full-Size 


for $1,507.92 —————..” 


Taking a page from this book, Coffing prepared a direct-mail piece that read on the 
front, “Brand new full-size 1961 Dodge, full price, $1,591. Equipped exactly as pic- 
tured insidel’’ When opened, the illustration was a ‘Full-size Dodge,’’ but minus 
seats, hood, wheels, doors, bumpers, grille and all accessories. The advertising mes- 
sage then informed prospects that the dealership had fully equipped cars and pointed 
out that service and merchandise cannot be purchased at the ridiculous prices adver- 
tised in gimmick ads. Backing up the direct mail, the same offer was on all show- 
room windows. A stripped car was in the showroom and, according to Floyd Brunn, 
above, general manager, floor traffic increased approximately 35 percent. 





Smoke but Little Light... 


Operation Dauphine: No. Ill 


DETROIT.—Little light and lots 
of smoke-screen surrounded the 
deal last week whereby 2,000 new 
but “second-choice”’ Renault Dau- 
phinegs are to be merchandised 
through used-car outlets at distress 
prices. 

A spokesman for Renault, Inc., 
had sparse comment saying that 
information was available from 
Mansfeld Used Car Co., the new 
Detroit firm which is to distribute 
the cars. 

None was. 

The Renault spokesman did say 
that no agreement exists between 
Renault, Inc. (the United States 
arm of the French auto builder) 
and Mansfeld. Rather, he said, the 
deal was made overseas between 
Renault of France, the parent com- 
pany, and a second but unnamed 
French company. The second com- 
pany, in turn, has merely assigned 
the cars to Mansfeld for distribu- 
tion, the Renault spokesman said. 
He declined to identify the second 
French firm involved. 

The Renault spokesman also said 
that Mansfeld was “beginning op- 
erations immediately.” Mansfeld 
was in operation—in a manner of 
speaking — being covered by a 
phone-answering service at 18055 
James Couzens Highway. 

Although Seymour Feldman, 
proprietor of Mansfeld, wasn’t 
answering DIamond_ 1-3342 at 
that address, a young lady did 
promise callers that Feldman 
would call back, 

Nor was Feldman accepting 
Phone calls at Leo Adler, Inc. 
(Chrysler - Plymouth - Renault- 
Valiant-Peugeot), where he is as- 
sistant genera] manager. 

The Detroit address listed by 
Renault for Mansfeld—12100 Liver- 
nois Ave.—continued as a vacant 
lot. It was reported, however, that 
the first consignment of Dauphine 
“seconds” was to arrive last Friday 
at 23340 Grand River, Detroit. 

Franchised Renault dealers re- 
mained unhappy over terms of the 
deal, which limit disposal of the 
cars through used-car outlets at 
bargain prices. 

A Renault spokesman said the 
“seconds” were being limited to 
used-car dealers because “we want 
to insure that Renault dealers sell 
only Class A merchandise. We 
don’t want our dealers hampered 
with second-choice cars. We feel 
that, in the long run, this would 
hurt our dealers.” 

The spokesman continued, 
“There has been no dealer reac- 
tion I’ve heard.” 

Despite his assurance of rosiness 
on the dealer front, there were 
dealer complaints to Renault, Inc., 
in New York, and to Renault-own- 
ed distributorships. 

Dealers who tried to reach Vin- 
cent Grob, newly appointed execu- 
tive vice-president of Renault, Inc., 
were referred to second-echelon ex- 
ecutives who pleaded they could do 





nothing because the Mansfeld ar- 
rangement was worked out abroad 
by the parent firm. 

Dealers were mostly unhappy be- 
cause under the Mansfeld setup, 
the cars will be retailed at $1,070 to 
$1,170 — just about equivalent to 
dealer invoice figures on “first- 
choice” Dauphines, 

There were reports that some 
franchised dealers had been as- 
sured by a Mansfeld spokesman 
that they would be able to obtain 
some of the “seconds” if they 
wished. 

One Detroit dealer offered to buy 
any amount up to 5,000 of the “sec- 
onds” but was turned down by Re- 
nault, Inc. Renault spokesmen 
reiterated that the Mansfeld ar- 
rangement would not be extended 
beyond 2,000 cars, 

Buyers of the cars, Renault said, 
will get 12-12 warranty from fran- 
chised dealers—not from the used- 
car dealers who sell the car. War- 
ranty coverage will be available 
only from dealers operating in the 
state where the cars are sold. 

The 2,000 cars, Renault said, are 
at New Orleans, Houston and West 
Coast ports. 

Mansfeld (Feldman’s with the 
syllables transposed) was listed 
with the county clerk in Detroit 
as a business name March 10. 

Industry sources said that Com- 
mercial Credit Corp. was floor- 
planning 750 of the cars and that 
the remaining 1,250 were secured 
by a personal, 90-day promissory 
note signed by an “angel” who has 
no Official connection with Mans- 
feld. 

Other sources estimated that 
total gross profit in the transaction 
for all persons involved would add 
up to more than $800,000. 


Falcon Futura 
Priced at $2,160; 
-$41 Below Monza 


DETROIT.—Falcon’s bucket-seat 
Futura two-door sedan will be 
priced at $2,160, including federal 
tax and dealer prep, when it ap- 
pears in dealer showrooms. The 
price is $41 below the Corvair 
Monza, with which the Futura is 
designed to compete. 


As announced earlier, Comet’s 
entry in the bucket-seat brigade is 
priced at $2,282, 

Pontiac’s new Tempest two-door 
sedan will be $2,118, which is $54 
less than the Tempest four-door. 
Bucket seats and special trim will 
be offered as extra-cost options on 
the two-door. 

Oldsmobile’s new compacts — a 
two-door sedan and Cutlass sport 
coupe—are priced the same as 
Buick’s Special and Skylark. The 
two-door sedans are $2,330, and the 
sport coupes are $2,621. 





re erence 
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United States Steel 





For living room comfort, car buyers 
count on steel Comfort sells cars, and a demonstration 


ride sells the comfort of steel. Steel springs are at work inside and 
under the car. In the seat cushions, the same quality steel spring 
wire used in the best sofas makes riding a pleasure. Steel springs 
give deep-seated comfort and add extra support where it’s needed. 
The strength and resiliency of steel spring wire minimizes sagging 
—a big plus at trade-in time. 





Underneath the car, tough, resilient alloy steels absorb road shock 
and impact. Leaf, coil, or torsion bar—steel makes driving com- 
fortable over practically any kind of road. Thanks to ingenious 
suspension engineering, today’s cars offer a remarkable combina- 
tion of soft ride and minimum cornering sway. Steel gives your 
customers the same comfortable, jar-free ride mile after mile. 


There are over 160 types and grades of steel used in the new cars, 
each selected to do the most dependable, most economical job. 
Tell your customers about the comfort of riding on steel. The public 
prefers steel in automobiles, as shown by continuing surveys con- 
ducted by Alfred Politz Research, Inc. The surveys show that car 
buyers look to steel for strength, dependability and quality. We’re 
strengthening the public’s preference for steel even more with a big 
national advertising campaign in magazines, billboards and net- 
work television. Make this preference for steel in automobiles 
work for you. : 


Sell =~) ...it sells for you 


wr 
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For Volume in Auto Loans... 








Detroit Banks Like Car Dealers 


dealers have cut their inven- 
tories. 

There are two cost factors in of- 
fering floor-plan loans. The financ- 
ing business has never quite agreed 
'on whether any money can be 
| made at the low interest rates 
charged on floor-plan loans. Any 
loss on these loans must be con- 
sidered a cost of obtaining retail 
| paper. 


By Kenneth C, Kelley Jr. 
Staff Writer 


DETROIT. — Detroit’s major 
banks are sold on working through 
auto dealers to obtain auto loans. 

While bankers in some parts of 
the nation prefer to merchandise 
their auto loans direct to the con- 
sumer, this city’s big banks buy 
the bulk of their retail auto paper 
from dealers. 

It’s not that Detroit bankers In addition, huge sums can be 
have a soft spot in their hearts for 10st in a short time if a dealer de- 
auto dealers. The banks have large; © ides to sell floor-planned cars 
auto-loan operations going and| Without paying off the debts. De- 
have found that only auto dealers troit bankers feel they have this 
can provide the volume of business | Problem under control because they 
these operations need. feel they are working with reputa- 


There are costs connected with ble dealers. 
working through auto dealers, Of course, banks can’t merchan- 
costs which bankers in some cities’ dise auto loans direct to the con- 
feel put them out of indirect auto- 
loan market, as the dealer side of 
the business is calied, 

Detroit banks meet these costs! 
of obtaining business from dealers. | 








Hudson Name Survives 


In 315,000 Cars on Road 
DETROIT.— The Hudson, like 


sumer at no cost. It takes a large 
amount of advertising to reach the 
consumers and then there are 
heavy expenses for the personnel 
needed to handle the business. 

Still, the Detroit banks have 
found that direct loans fail to 
produce the volume of business 
desired. The three major banks 
get 85 to 88 percent of their re- 
tail business from dealers. 


The three—National Bank of De- 


troit, Detroit Bank & Trust and|! 


Manufacturers National—have 124,- 
000 auto loan accounts with about 
$145 million outstanding. 

How have the Detroit banks 


found this auto-loan business gen-| | 


erated by dealers? One banker 
summed it up this way: “This is 
good business but it has its share 
of headaches.” 

The three big banks take all of 
their auto paper on a nonrecourse 
basis and most of them think this 
is the best way, particularly in 
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Specials Assembled on Overhead Line— 


Buick Specials are assembled entirely on this overhead conveyor which is 3,700 feet 
long and will accommodate 125 cars. These cars are moving from the final assembly 
operation to the reliability inspection area where they are given a water test and run 
on a dynamometer before being released for shipment. 





The major banks pay dealer re-| 


serves on business obtained from 


dealers, The reserves match those | 
paid by finance companies in this 


area. 
The banks here also offer floor- 
plan loans to qualified dealers. 


ly have something like $12 mil- 
on in floor-plan credit on the 
books and each one points out 
that this is below normal because 


j 
| 
The three largest banks current- | 


its long-deceased brothers, Essex 
and Terraplane, is heading for 
extinction. 

Dropped from production in 
1957, there are fewer than 315,000 
Hudsons still in operation, ac- 
cording to R. L. Polk & Co. fig- 
ures. These survive out of the 
three million registered in the 
past 25 years. 





Dealers Adopt BBB Standards .. . 


Portland OK’s Ad Code 





Ernest W. Peterson 
Staff Correspondent 


PORTLAND, Ore. — Standards 
drawn up by the Portland Better 
Business Bureau for new and used- 
car advertising went into effect 
March 10 in all Portland advertis- | 
ing media. 

Lyle Janz, BBB president, said 
the standards were approved by 
both the Automobile Dealers 
Assn. of Portland and the Oregon 
Independent Automobile Dealers 
Assn. 

Knute M, Qvale, ADAP president, 
and Volkswagen distributor, said 
the code is “to improve public con- 
fidence in car advertising in the 
Portland area and to eliminate prac- 


Mack Overhauls 
Field Operations 
For Truck Sales 


PLAINFIELD, N. J. — Mack 
Trucks, Inc., has modernized and 
streamlined its nationwide sales 
setup. 

Albert G. Crockett, general sales, 
manager, said the reorganization 
centers around two key changes in 
field operations. 

One is the elimination of the 
long-time practice of directing 
branch sales through eight region- 
al divisions with attendant division 
managers and division offices. 

The other is the separation of the 
company’s larger distributors from | 
branch control, 

All branches will now report di- 
rectly to the home office and will 
be supported in the field by six re- 
gional managers of branch opera-| 
tions. The latter are newly created 
posts. 

The company’s larger distribu- 
tors will be supervised and assisted 
by 13 zone managers, also new po- 
sitions in the sales department. 
The latter will report to Carl K. 
Revelle, who has been named man- 
ager, Distributor Sales Division. 


By 


Revelle was formerly manager of | 


Mack’s western division. 

Similarly, E, H. Dillow, formerly 
Detroit branch manager, will head 
the newly created Branch Sales Di- 
vision, supervising activities of all 
Mack branches. 

Both Revelle and Dillow will re- 
port to Wallace Hallam, who has 
been named manager of Field Op- 
erations. Hallam, formerly man- 


‘ondary financing. 


tices which are deceptive or un- 
ethical.” 

Janz pointed out, however, that 
“gimmick advertising and question- 
able sales practices have been used 
by only a small minority of the car 
dealers.” 

Among other standards set by the 
code are: 

1. Condition, if mentioned, must 
be an honest description of the car. 


2. New-car ads quoting price 
must state model or series and body 
style. Standard factory equipment 
cannot be listed as accessories, ex- 
tras, bonuses or free. 

3. Where price of a car is 
stated in an ad, the price stated 
shall be the complete sales price 
to the purchaser for delivery in 
the Portland area, and if quantity 
is limited, the number available 
must be stated. 

4. Terms such as “no downpay- 
ment,” “nothing down,” “no money 
down” are not acceptable. Any 
downpayment quoted must be the 
actual downpayment the dealer will 
accept from the average person in 
order to sell the car, without sec- 


5. Time sales ads, in which month- 
ly payments are quoted, must state 
the exact amount per month in- 
cluding finance charges, number of 
payments and downpayment in each 
case. If a financial plan other than 
equal monthly payments is used, 
it must be explained. 

Qvale said the BBB will be asked 
to investigate and clear before pub- 
lication or broadcast all “emergency 


sales,” “liquidation sales,” “bank- 
rupt sales,” ‘warehouse _ sales,” 
“wholesale sales,” ‘“forced-to-sell 


sales,” and “repossession sales” to 
see that each ad is a true statement 
of fact and not misleading. 

Tradein allowances in new-car 
ads or prices in “autos wanted” ads 
must apply to all cars of the year, 
make and model quoted regardless 
of condition. 

Only a minority of car dealers 
in this area do not belong to one 
or the other dealer associations, 
Qvale said, and some of these have 
reported they will comply with the 
agreement. 

The policing will be done by the 
BBB. If complaints are made to 
either of the associations they are 
to take remedial action. Cost of the 
program and policing is being 
borne by most members, who have 
been asked by the bureau to double 
their BBB dues. The newspapers 
are said to have agreed to reject 





ager of the company’s Atlantic 
Division, will direct all field opera- 
tions. 





car ads which do not conform to 
the standards. 





these times. Banks have a certain 
freedom to meet collection prob- 
lems on nonrecourse paper that 
would not be available to them on/| 
contracts where a third party—the | 
dealer—was involved. 

The banks said that their auto- 
loan delinquencies are currently 
running at or below the national 
averages and this is a city where 
unemployment is well above the Staff Writer 
national average. FLINT.—Buick has been build- 

Loans to consumers are tied| ing better cars since the adoption 
closely to employment and employ-| of an intensive reliability and qual- 
ment in the auto industry has been| ity-control program, according to 
slack during the past winter. The| Edward D. Rollert, general man-) 
bankers expressed no surprise that | ager. | 
delinquencies and repossessions; Under the program, he said, | 
have been on the rise this winter, the “infant mortality” of 1960 | 
but they did express confidence) models was cut by more than 50 | 
that the problem would ease as em-| Percent. 
ployment improves. Rollert defined “infant mortality” | 

They did note an improvement in| @S a malfunction or maladjustment | 
the pace of auto sales in recent| Of a part that forces a new-car 
weeks and a strengthening of the| buyer to return to the dealer for) 
used-car market. They expect this | repairs a few days after delivery. 
to continue but, as one pointed out,|) The program was discussed by | 
things have been so bad that there Rollert and covered in a film shown 
is no way to go but up. |during a press preview at which 


Southeast VW Retailers 
Set Up Dealer Council 


WASHINGTON.—The Southeast- 
ern Volkswagen Dealers Assn. has | 
set up a dealer advisory council to 
work with Capitol Car Distribu- 
tors, Ltd., which 
distributes' 
VW products in| 
five states and) 
the District of 
Columbia. 

One dealer} 
from each state 
make up the 
council, which is 
patterned after 
American manu- 
facturers’ dealer 
Bruce P. Rollyson advisory groups, 
according to Bruce P. Rollyson, 
Charleston, W. Va., new association 
president, 

At the council’s organization 
meeting, he said, 13 subjects were) 
discussed with distributor repre-| 
sentatives. Agreement was reached 
on 11 points and the other two 
were set aside for further study, | | 
Rollyson added. 

Dealers on the council are Ed-|' 
ward H. Alexander, North Caro- 
lina; William F. Cruse, West Vir- 
ginia; Paul Lawrence, Maryland; | } 
Hugh Heishman, Virginia; H. C. 
Snider jr., Tennessee, and Rollyson, |} 
who is an ex-officio member. 

William J. O’Donnell represent- 


* * * 


By John E, Walsh 








ed Lawrence at the first meeting, 
while Capitol] Car sent Alan Dix, 
managing director, and L. E. | 
Harlow, general sales manager. | 

Rollyson was elected president of | 
the dealer association at a recent} 
meeting here. Other new officers | 
are: 

Rai Alexander, Greensboro, N. C., 
vice-president; O’Donnell, Balti-; 
more, secretary, and Heishman, 
Arlington, Va., treasurer, Trustees 
include E. W. Hawthorne, Rich- 
mond, Va.; J. R. Harper, Char- 
lottesville, Va.; Rai Alexander, 
Lawrence and Rollyson. 

The association represents all 
Capitol Car dealers except one,) 
Rollyson said. 








NN 





Lincoln-Mercury Deal 


Bowing Out in Denver 


DENVER. — Dismant-Miller 
Motor Cars, Inc. (Lincoln-Mercury- 
Comet), 1700 E. Colfax, is going out 
of business, Talmage E. Miller jr., 
told a meeting of creditors. 

Miller blamed the dealership’s 
troubles on “a stagnation in the 
economy” and inventory difficulties. 
His attorney said that negotiations 
to sell the dealership had “com- 
pletely disintegrated.” The dealer- 





Wood Trim— 

Can she feel the difference? Perhaps 
not. But Frances Helm can see the differ- 
ence as real wood crashes United States 
auto design barrier for the first time in 
almost 30 years. Industrial Flexwood, a 
specially backed veneer, developed by 
United States Plywood Corp., New York., 
for lamination to flat or curved metal sur- 
faces, adorns instrument panel, glove 








compartment and door trim in 1961 Lin- 
coln Continentals. 


ship has been in business since 
1958. 


Rollert Discusses Reliability .. . 


How Buick Booted Bugs 


| Buick displayed two new models— 


the Skylark sports compact and a 
two-door Special coupe. 

The reliability engineer’s princi- 
pal job, Rollert said, is to antici- 
pate the troubles that can result 
from the countless combinations of 
parts that go into an auto and seek 
ways to contro] them, 

Reliability starts with the de- 
sign of part and follows up with 
constant testing and inspection 
during the numerous manufac- 
turing and assembly stages, he 
added. 

“We reduced our infant-mortality 
rate by more than 50 percent on 
our 1960 models, and even though 
we came out with a brand new car 
this year, the number of malfunc- 
tions reported by our dealers has 
been below the 1960 level,” Rollert 
said. 

Press guests also were shown the 
new assembly plant where the Spe- 
cial line is assembled. 

Rollert said the plant was de- 
signed specifically to implement the 
reliability program and to “make 
certain that every car released for 
shipment is as near perfect as can 
be. 

“There are 740 critical parts in 
a Buick and each one of them 
must be 99.99 percent perfect to 
be certain the car will operate to 
the satisfaction of the owner,” 
he continued. 

Ten cars are taken off the assem- 
bly line daily and driven home by 
members of the reliability staff, he 
added, and two cars are checked 
each day on a newly designed four- 
wheel dynamometer. 

This dynamometer, Rollert ex- 
plained, is equipped with special 
electronic equipment to check the 
noise level, vibration and the oper- 
ating characteristics of all major 
components. 

He said reliability engineers con- 
tinue to watch a car’s performance 
even after its sale. 

Reports from field servicemen 
and dealers are checked closely to 
see whether anything turns up 
after several thousand miles of 
driving that may warrant a change 
in the adjustment or design of a 
specific part, he said, 

With constant vigilance by the 
reliability staff, Rollert said he 
thought it is possible to produce 
a car with even a lower infant- 
mortality rate. 

Discussing the Skylark, Rollert 
said it was designed to meet “the 
big demand today for a sportier- 


‘| type product; for the person who 


wants a smaller car at a good 
price.” 

The Special line at present is ac- 
counting for about 26 percent of 
Buick’s total sales, he said. The di- 
vision’s total sales in the first quar- 
ter were about the same as last 
year but market penetration has 
improved, he added. 

Sales in March were up 40 to 50 
percent over February, and higher 
than those in March, 1960, Rollert 
said. 





i 





Lincoln service centers carry complete stocks of Lincoln 
lubrication equipment and parts. Their service mechanics 
are graduates of Lincoln’s service school. They use Lincoln 
testing devices and tools for fast, efficient repair and re- 
placement work. And while your equipment is in the shop, 
‘Loaner Pumps” enable you to carry on ‘“‘business as 
usual’’. Call the Lincoln Service Distributor in your com- 
munity. Buy Lincoln products—backed by real, honest-to- 


goodness service. 


ENGINEERING COMPANY 


4010 GOODFELLOW BLVD., ST. LOUIS 20, MO. e DIVISION OF THE McNEIL MACHINE & ENGINEERING CO. 
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{| !. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 

{ 2. Every dollar of auto excise, gasoline and oil taxes, collected by states 
and U. S. governments, applied to building and maintenance of highways; 
§ 3. Guard the precepts of individual freedom, which made the U, S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world 


Let's Build on What's Right 
About the Auto Business 


IHERE are times when we think that leaders in the field 

of auto retailing might well take a new approach toward 

efforts to clean up the business. 

The accent, it seems to us, is always on the negative. We 
keep looking for what is wrong about the business. 

And, after years of soul-searching, we get up codes of 
ethics and which make little headway against the mess. The 
difficulty is that there is confusion between what is a bad 
practice and what is a successful practice on the part of a 
competitor; on who gets hurt and who is helped; on the line 
between aggressiveness and downright deceptiveness; on 
what is sugar-coating a bitter pill (like finance rates) for 
the customer, and what is feeding him poison disguised with 
the coating. 

There are carpets that the industry is reluctant to lift up 
for fear some of the dirt hidden under them may be theirs. 

And so there may be value in finding first what is right 
about the auto business. 

We think that we should start with these propositions: 

That the auto industry is the biggest in the world, selling 
a most-wanted product. 

That, while there still may be a few horsetraders left 
among the car-buying public, the great mass of the car 
buyers want to buy cars from honest merchants who will 
give them a fair deal based on a realistic markup. 

That the new cars be prepared with integrity and main- 
tained with honest service. 

That the transaction—from advertising to financing—be 
marked with honesty. 

If we start with what is right and go on with integrity, | 
mindful of serving the customer, this business will be a prof- 
itable one for energetic merchants and will leave little room 
for the quacks. 
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Coming 
Events 


% Eviror’s Note: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used. 


Dealer Conventions 


April 12—Rhode Island Automobile Deal- 
ers' Assn., Sheraton-Biltmore Hotel, Prov- 
idence. 


April 12-13 — Kansas Motor Car Dealers 
Assn., Hotel Lassen, Wichita, Kans. 
April 20-21 — Illinois Automotive Trade 


Assn., Chase-Park Plaza Hotels, St. Louis. 

April 23-25—Arizona Automobile Dealers 
Assn., Pioneer Hotel, Tucson. 

April 23-25 — Automotive Trade Assn. of 
Virginia, John Marshall Hotel, Richmond. 

April 23-25 — Ohio Automobile Dealers 
Assn., Deshler Hilton Hotel, Columbus. 

April 30-May 2—North Carolina Automo- 
bile Dealers Convention, Carolina Hotel, 
Pinehurst. 

May 7-9—Texas Automotive Dealers Assn., 
Gunter Hotel, San Antonio. 

May 8—Greater New York, Long Island 
and Westchester Automobile Dealers 
Assn., Annual Dinner Meeting, Grand 
Ballroom, Plaza Hotel, New York. 

May I1-13—Pennsylvania Automotive Assn., 
Pittsburgh Hilton, Pittsburgh. 

May 14-1&—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, Sa- 
vannah. 

May 14-16—i daho Automobile Dealers 
Assn., Idaho Falls, 

May 1416—Kentucky Automobile Dealers 
Assn., Sheraton Hotei, Louisville. 

May 16-l17—Massachusetts State Automo- 
bile Dealers Assn., Boston. 

May 18-20—Washington State Auto Dealers 
Assn., Davenport Hotel, Spokane. 

May 21-23— Oregon Automobile Dealers 
Assn., Eugene, Ore, 

June Il-13 — New York State Automobile 
Dealers, Spring Meeting & Golf Tourna- 
ment, Saranac Inn, Saranac Inn Post Of- 
fice, N. Y. 

June 2-3—New Mexico Automotive Dealers 
Assn., La Fonda Hotel, Santa Fe. 

%& June 5-8—National Automobile Dealers 
Assn., midyear meeting of board of 
directors, Washington. 

June 16-18—Michigan Automobile Dealers 
Assn., Detroit. 

Aug. 20-22—Colorado Automobile Dealers 
Assn. Harvest House, Boulder. 

Oct. 22-24—New Jersey Automotive Trade 
Assn., Chalfonte Haddon-Hall Hotel, 
Atlantic City. 

Oct. 22-24— New York State Automobile 
Dealers, The Concord, Kiamesha Lake, 


Oct. 29-31 — Florida Automobile Dealers 
Assn., Galt Ocean Mile Hotel, Fort 
Lauderdale. 

Dec. 4—Utah Automobile Dealers Assn., 








Letterbox 








used if you so request. 


Customer Minded 


An open letter to Sherwood H. 
Egbert, new president of Stude- 


baker-Packard: 


I noticed the fine article about 
you in the March 27 issue of AuTo- 
MOTIVE News and hasten to con- 
gratulate you on your background, 
experience, desire, and drive! I ad- 


mire you for what you said. 








‘What Is Missing ..... - 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
Address Editor, Automotive News, Detroit 7, Mich. 











normal person would think: “So 
what? I’m glad you’re stuck with 
100 cars. You sure took me for a 
ride the last time I bought a car 
from you or took my car in for 
service to you!” 

I was amused in reading your 
answer to the first question in the 
AUTOMOTIVE NEwS interview. If you 
want “increased sales or an in- 
creased percentage of the market” 


Please permit me to point out 
what is missing in your answers 
and in your concept of Factory- 
Dealer-Customer attitude. 

In the first place, the “order” of 
consideration should be (in my) 
opinion): 1. Customer, 2. Dealer 
and (then) 3. Factory ... just the 
reverse of the accepted concept! 


Hotel Utah, Salt Lake City. 
a SS * 


Auto Shows 


April 10-12—Raleigh Auto Show, Cameron 
Village, Raleigh, 


April 15-23 — Philadelphia International 
Auto Show, Trade & Convention Center, 


your actual number one problem is 
customers! You seemed to miss this 
point. 


Your first line of attack, there- 
fore, should be to “go to your 
past and present customers”... 
don’t hide yourself among the 
other “sellers” ... go direct to 
your present Studebaker owners 
and begin forming an “image” of 


Philadelphia. 
Nov. 11-18—Philadelphia Auto Show, Phila- I'm reminded of the story “The 
delphia. Purloined Letter.” This story 
% Oct. 18-22—New England International teaches us the lesson that the 


Auto Show, Commonwealth Armory, 


Boston. 
Feb. 17-25— Chicago Automobile Show, 
McCormick Place, Chicago. 


* * * 


General 


April 12 — Tribute Luncheon, Cocoanut 
Grove, Ambassador Hotel, Los Angeles. 
Sponsored by Automotive Council of 
Los Angeles, Inc, 

April 13-15 — 43rd Anniversary National 
Truck, Trailer & Equipment Show, Great 
Western Exhibit Center, Los Angeles. 

May 8-10—196!1 Spring Lubrication Sym- 
posium, American Society of Mechanical 
Engineers, Deauville Hotel, Miami Beach. 

May 8-I1 — 1961 Hydraulics Conference, 
American Society of Mechanical Engi- 
neers, Queen Elizabeth Hotel, Montreal. 

May 14-17—39th Annual Convention and 
Show, Automotive Engine Rebuilders 
Assn., Fontainebleau Hotel, Miami Beach. 

ye May 22-25—Design Engineering Show & 
Conference, Cobo Hall, Detroit. 

Oct. 29-Nov. I — National Lubricating 
Grease Institute, Rice Hotel, Houston. 

Nov. 8-10— Automotive Parts Rebuilders 
Assn. Annual Convention and Trade 
Show, Hotel Biltmore, Los Angeles. 


safest place to hide a letter is along 


with the incoming mail. 


The automobile factories and 
dealers are doing a very fine job 
of hiding themselves by putting 
themselves among the current “Sell- 
where no cus- 
tomers can find them! To be found 
the factories and dealers must 
place themselves on the side of the 


arama Sellers” ... 


customer. 
They must think 


tories and dealers. 


It doesn’t make sense to people 
“We 


must sell 30 
cars by Friday!” or “We have 100 
cars to sell by next Monday.” Any 


for the dealer to advertise: 
are overstocked . 


The Big Stories 


35 Years Ago—1926 


Ford Motor Co. produced its 12-millionth Ford car this week ,.. 
The largest tire yet produced, weighing 250 pounds and measuring 7% 


feet in diameter, was manufactured in England for use on planes. 


20 Years Ago—1941 


Ford Motor Co.’s Dearborn plant was closed for the first time in 
history when strikers, seeking union recognition, barricaded en- 
trances, forcing suspension of operations in the plant. Approximately 
85,000 workers were forced out of work. 


10 Years Ago—1951 


New-car inventories around the nation were at the highest level in 
14 months. New cars at dealers and in transit totalled 570,685 units. 


This amounted to 12.9 cars per dealer. 





in terms of 
what the customer wants to hear 

. . in terms of his benefits ... 
instead of in the terms of what the 
factories and dealers are boasting 
about. People are people and these 
people want to be treated as indi- 
viduals and not as so much “selling 
fodder” for the benefit of the fac- 





your factory and dealers in the 
minds of inidividuals who have 
already purchased and, at pres- 
ent, own your make car! Retain 
these people by inviting them to 
come to the dealership. 

Revive the inactive customers by 
telling them you miss their busi- 
ness, that you want their business 
and will treat them fairly, Go out 
after other owners of your make 
car and tell them why they ought 
to deal with your dealers and give 
them a reason for dealing there! 
Follow up your present new- and 
used-car buyers by thanking them 
for their purchase from you... 
not once .. . but during the first 
year after their purchase so that 
you can build the image of the car 
and dealer with this individual! 


Customers are the most import- 
ant asset any factory or dealer has. 
They are more important than the 
automobiles (which can’t be bought 
without customers) and the dealer’s 
buildings and parts and service in- 
ventory! Without customers the 
factory and dealer can’t exist! 


You and your dealers can “waste 
money hand over fist” trying to 
attract shoppers ... which is, and 
has been, taking place for years 
now, and shoppers mean nothing 
to any dealer. Even the shoppers 
are disappointed in their shopping, 
regardless of the make car they’ve 
shopped for or the dealer with 
whom they’ve shopped! 

Another amusing thing (to me, at 
least) you said in the article, is that 
you “hope” for, are “going after 3 
percent of the market.” Shame on 
you, Mr. Egbert! While this per- 
centage might be realistic, it cer- 
tainly is not inspiring! No so-called 
salesman ever earned his guaran- 
tee setting his sights this low! Any 
salesman “worth his salt” wouldn’t 

(Continued on Page 32, Col, 2) 
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REPORT TO FORD DEALERS 


Meet the extra salesman 
that works for every 





Ford Dealer 


He holds the world’s record for the 
number of sales calls he makes “in 
person” each year. (They number in 


the millions!) He knows al// your pros- 


pects by name. . . knows what they 
drive . . . calls on them only by invita- 
tion . . . stays with each one long 


enough to reel off every fact the pros- 
pect wants to know about the ’6l 
Fords and Falcons! 


No, we don't mean the postman... 
it’s what he’s carrying! Ford’s Buyer’s 
Digest of New Car Facts for ’61 is the 
“extra” salesman who goes out after 
the business . . . turns over every single 
one of his millions of leads to show- 
room salesmen to follow up and close. 


Best of all, the Buyer’s Digest goes 
out “bearing gifts.” Every person who 
requests the Buyer’s Digest receives a 
valuable free gift offer which he can 
redeem through his local Ford Dealer. 
This tested offer gives the prospect a 
reason to come into the showroom. It 
also gives the salesman a sound reason 
for following up Buyer’s Digest leads 
with telephoned reminders to come in 
for their free gift. 

The Buyer’s Digest builds traffic... 
qualified traffic .. . that buys! It can 
be every Ford Salesman’s best friend! 


FORD DIVISION backs you best! 





Sord t Motor ‘Company, 
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Sales Testing the Options... 


Speed Control Cuts Driver Fatigue 


Epiror’s Note: This is the first 
in a series on optional automo- 
tive equipment. It describes Cad- 
illac’s Cruise Control, made by 
Perfect Circle Corp. The device 
also is available on Chevrolet as 
Speed and Cruise Control; Chrys- 
ler, Imperial, Dodge and Plym- 
outh as Auto Pilot, and on Lin- 
coln Continental and Mercury as 
Speed Control. 

cd 


+ * 
By William Carroll 
West Coast Editor 

Witt safety, economy and com- 

fort as the big selling points, 
Cadillac’s Cruise Control is almost 
as useful an option as automatic 
transmission. 

Cruise Control is an easily op- 
erated device which controls the 
road speed of a car in two ways 
— automatically and semiauto- 
matically. When a button is 
pushed, Cruise Control automa- 
tically maintains the driver’s pre- 
set speed—within three or four 
miles an hour, 

The second control is semiauto- 
matic. The throttle gently resists 
efforts to drive the car faster than 
a preset speed. In an emergency, 
it is easy to override the control 
for a burst of passing speed. 

The Automotive News test was 
made with a new Cadillac DeVille 
sedan from Nolan-Brown, Miami, 
while covering the NASCAR-Pure 
Oil events in Daytona. The only 
formal instruction was: “You drive 
at the most comfortable (or legal) 
speed. Move this lever until you 
feel pressure under your foot, push 
the button and relax.” 

We became an expert in a few 
minutes. 

On the Florida Turnpike, we hit 
the legal limit of 65. The Cruise 
Control lever, mounted in the left 
corner of the panel, was moved 
forward until the accelerator pedal 
began to push against my foot. 
Then the “lock” button was touch- 


ed and we were in business, 
* * * 


ITH our foot off the throttle, 

relaxed and comfortable, driv- 
ing became only a matter of steer- 
ing. For a reporter who spends 
much time on the road, being able 
to sit back and only guide the car 
was a real pleasure. 

Once cruising was controlled, 
we experimented with shutting 
the unit off. There are three 
ways: Turn off the ignition, touch 


Skyland Owner 
Assures Payoff 


DENVER. — All creditors of the 
closed-down Bob Jones Skyland 
Motors will be paid in full, Owner 
Robert T. Jones said last week. 

Jones said he owes $25,330 to 110 
creditors, but, he said, Ford Motor 
Co. owes him $108,000 for parts it 
took back when the dealership 
went out of business March 8. 
Jones said the sales of equipment 
and fixtures should net more than 
$50,000. 

Ford is attempting to find a 


buyer for the franchise, Jones said. 
<> 





CRUISE CONTRO! 
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Testing Cadillac's Cruise Control— 


Cadillac's Cruise Control reduces driver fatigue and improves safety, according to 
William Carroll, Automotive News West Coast editor who sales-tested the speed-con- 


trol unit. The unit is set (top) by pressing 
side of the instrument panel. 


the brake lightly, or move the 
speed-control lever to an “Off” 
position. 

We were most impressed to find 
that touching the brake pedal de- 
tached the unit instantly. In fact, 
a comparison of reaction times 
showed we could slow the car fast- 
er by pressing the brake pedal to 
relax the Cruise Control, than we 
could when moving our foot from 
the accelerator to brake as is done 
in cars without Cruise Control. 

On a distance trip, Cruise Con- 
trol reduces tension and fatigue. 
The driver arrives in much better 
shape than one who’s stiff-legged 
from trying to hold the accelerator 
in place for eight or 10 hours. 

It’s also handy in city traffic. 
We'd set it to the speed limit, then 
never look at the speedometer 
again. Pressure on the foot warned 
us every time we hit the legal limit. 
No longer was it necessary to take 
our eyes off the road for a moment. 

ok * * 
Tips on ‘Locking’ 
oe are a couple of tricks 
worth passing along to new 
owners. Initially, it seems to “lock” 
a few miles an hour slower than 
indicated speedometer speed. 

Users either should drive a lit- 
tle faster before “locking” in, or 
make a final adjustment with the 
control lever. While the Cruise 
Control is holding speed (which 
it does uphill or down within 
three or four miles an hour), you 
can move the control knob to go 
faster or slower. 

Another nice thing is that you 
don’t have to reset the unit every 
time it is disengaged. After using 
the brakes, which disconnect 
Cruise Control, build back up to 
speed again. When the accelerator 
pedal fights back, push the “lock” 
button and you’re in business at} 
the same speed as before. 

Operation of the unit is less com- 
plicated than instructions might in- 
dicate. Under the hood is a control 
head which has levers attached to 
the accelerator-pedal linkage. A 
speedometer-type cable from the 
transmission drives the control 
mechanism in relation to car speed. 
As car speed changes, speed-limit 
switches pass current to a small 
electric motor which can run either 
way. Depending on which speed- 
limit switch is feeding the motor, it 
moves the accelerator linkage to 
increase or reduce engine speed. 

* * ok 

F the car is going slower than) 

the set speed, the electric motor 
moves the accelerator linkage just 
enough to speed up the engine until 
car speed reaches the desired level. | 
Should the car go too fast down 
a hill, the electric motor reverses 
to reduce the throttle setting and 
slow the car. The control motor 
only turns when car speed becomes | 
two or three miles faster or slower 
than the driver’s setting, 

A number of reassuring safety 
features are built into the Cruise 
Control. Should something break, 
and the unit attempt to speed up 
the car beyond the driver’s needs, 
a touch of the brake pedal (or 

* * * 


wal 
—" ) 
a 


a button on the control panel on the left 





turning off the ignition) would 
immediately disconnect the con- 
trol unit. 

On the other hand, should the 
control decide a lower speed was 
best, it’s no trouble for the driver 
to override the unit by pressing 
firmly on the accelerator pedal. 
This same override can be used to 
pass a slower car. After passing, 
the “controlled” car drops back to 
the preset speed. 

After testing one car with Cruise 
Control and then driving cross 
country in another without Cruise 
Control, it is obvious that for the 
distance driver automatic control 
of speed is second only to safety 
belts by increasing driver safety 
through reduction of fatigue. Like 
most good things, it has to be tried 
to be appreciated. 








Big Rapids Holds Successful Show— 


Attendance at the second annual auto show in Big Rapids, Mich., sponsored by the 
local auto dealers, surpassed last year’s highly successful event, according to Elliott 
P. Henry, general manager, Big Rapids Pioneer. Members of the committee for the 
show included, from left, Casey A. Heckman, Henry, Harry Westra, Jack Taylor, Clar- 


ence Franck, Jack Waddell and Robert J. 


Horan. “Our dealers here are about the 


finest group of businessmen a city could wish for,’’ Henry said. ‘‘A lot of ‘piffle’ about 
a recession is not daunting them a bit, and | predict good sales this spring." 


Ford Dealer Invests a Million 


By C. Thomas 
Staff Correspondent 

EL PASO, Tex.—El Paso Auto 
Center (Ford) is investing a million 
dollars in property and new build- 
ings here, it was announced by 
Ken Imus, general manager. 

El Paso Auto Center has pur- 
chased the building and land from 
Rollins Motor Company at 600 
East Montana Street for a re- 
ported $750,000, The building will 
be torn down to be replaced by a 
modern one. There will be a 
parking area for 100 customer 
cars. 

Fred Rollins made it known that 
he will move into other quarters. 
Rollins was the Lincoln-Mercury 
dealer before going to Studebaker 

and foreign cars. 

El Paso Auto Center hag also 
purchased half a block in the 3600 
block on East Montana Street which 
has been cleared of five residences. 
It will be a landscaped new and 
used-car sales lot, complete with 
a two-car salesroom. Cost is in the 
neighborhood of $125,000. 

When completed, the new sales lot 
will be terraced for better display 
of cars. The lot will be lighted by 
overhead fluorescents. Spotlights, 
concealed in the shrubbery, will be 
beamed up on the front-end chrome 
to further enhance sales appeal. 

The dealership, three and a half 
years ago, moved into El Paso 
by acquiring the long established 
Fulwiler Ford, It has been doing 
business at the old location under 
a lease arrangement which term- 
inates in November. 

On, or before that date, Imus will 
be at the new location. The new 
sales lot will be ready for occupancy 
shortly. 

In its first 3% years, El Paso 
Auto Center, with a second Ford 
dealership inaugurated during this 
time, has oscillated between first 
and second place, saleswise, in the 
Denver zone. Gross profit has been 
the highest. 

During 1959, the service depart- 
ment showed a 112.8-percent ab- 
sorption figure for the 12-month 
span. 

Parts volume is consistently 
among the nation’s top 10, making 
the dealership a well-rounded one. 

Imus is rather a youngish man 
to head up such a powerhouse. He 
just celebrated his 35th birthday. 
His general sales manager, 
Johnny Blake, promoted from the 
sales ranks, is just 28, 

Perhaps this dealership’s phenom- 
enal success can be attributed to 
the enthusiasm of the young. Imus 
once remarked that he never liked 
to read how bad business was 
reported to be. He contends that 
business is only off for those finding 
it so. 

“T expect and demand my sales- 
men be the highest paid in the 
country,” Imus commented. “An 
automobile salesman’s income must 
be on a par with top security, real 
estate, and insurance salesmen, if 
they are to have the respect of their 
customers and prospects. Their 
standard of living must be main- 
tained on the highest level.” 

A salesman whose commissions 
fall below $500 a month is automat- 
ically washed out. On an average, 
this dealership has a sales force of 
20 men, not all of whom are top 
producers. But there is always a 


| fresh crop of new salesmen coming 


off to replace those falling by the 
wayside. 

The recruiting and training of 
new salesmen is never ending. Most 
of those washing out, didn’t burn 
out, they just couldn’t stand pros- 
perity. With money in reserve, they 
decided to coast. A dealer can’t af- 
ford the luxury, though some sales- 
men think they can. 

“I guess I like promotions per- 
sonally,” Imus once commented, 
following the Woody Herman 
show held at the El Paso Coli- 
seum when the new Falcons were 
unveiled locally. 

“After all, all they cost is money.” 

Many of Imus’ promotions are 
rated successful, though not a single 
sale can be directly attributed to 
them. During the Woody Herman 
concert and dance, salesmen acting 
as hosts, had been carefully in- 
structed not to make any sales 
pitches, nor try for a sale or a 
deal. This was set up strictly as a 
social affair. And it was kept at 
that level. 

Likewise when “Buttons,” a Ring- 
ling Brothers Circus clown, was 
engaged to ride around town and 
sit in the showroom and amuse the 
small fry, the salesmen were busy 
separating the kids from the par- 
ents and getting them acquainted 
with “Buttons.” 

Another long remembered pro- 


Dealers Elect Podway 

CLEVELAND, — Alvin Podway, 
Lakewood, has succeeded Del Spit- 
zer as president of the Greater 
Cleveland Dodge Dealers Assn. 
Other new officers are Ed Goldie, 
vice-president, and Lou J, Trotter, 
secretary-treasurer, 





motion that did result in sales 
was the one giving those who 
came to the used-car lot in the 
most unusual manner a special 
discount on the used car of their 
choice. This was during a 48 hour 
marathon. 

They came in baby buggies, some 
wearing a doll cap. One couple 
came as George and Martha Wash- 
ington. One character hobbled up 
on a pogo stick attired in a full- 
dress suit, All this was being broad- 
cast from the used-car lot. Sales 
were terrific. 


Cole to Address 


Georgia Dealers 


SAVANNAH, Ga. — Edward N. 
Cole, Chevrolet general manager, 
will address the convention of the 
Georgia Automobile Dealers Assn. 
which ig scheduled for May 14-16 
at the General Oglethorpe Hotel 
here, 

Other speakers will be J. Saxton 
Lloyd. Daytona Beach, Fla., and 
Sales Consultant Vince Baker, 
Pueblo, Colo, Lloyd, a Buick-Cadil- 
lac dealer, was president of the 
National Automobile Dealers Assn. 
in 1952. 


More than 400 persons are ex- 
pected to attend, according to John 
O. Mitchell, Atlanta, convention 
chairman, Assisting him with the 
arrangements are Darrel Johnson, 
of Thomson, GADA president; 
Thomas Callaway, Decatur, first 
vice-president; L. L. Austin, At- 
lanta, executive vice-president, and 
Dale Critz jr., president of the 
Savannah dealer group. 





Total Nears 19 Million... 





Negro Population Rises 


WASHINGTON. — The Negro 
population of the United States was 
18,871,831 in April, 1960, according 
to advance figures of the 1960 cen- 








12 More Dealers 
Signed by S-P 


SOUTH BEN D.—Studebaker- 
Packard Corp. has signed 12 new 
dealerships. They are: 

Gathings Imported Cars, Ince., 
1316 S. Tryon St., Charlotte, N, C.; 
Paquette Motors, 118 S. Orange 
Blossom Trail, Orlando, Fla.; Bou- 
levard Motors, Inc., 704 Ala Moana 
Blvd., Honolulu, Hawaii; Heath & 
Thiel Motors, 608 10th St., Modesto, 
Calif.; Ladd Motor Co., Water St., 
Catskill, N. Y.; Ralph Hutchison, 
Inc., d/b/a 12-14 Motors, 17944 Mis- 
sion Blvd., Hayward, Calif. 

Hansen Motor Co., d/b/a Hodgins 
Motors, 338 N. El Dorado St., 
Stockton, Calif.; May & Mead, Inc., 
857 Pearl St., Eugene, Ore.; S. M. 
Motor Sales, Inc., 1600 S. Cicero, 
Cicero, Ill.; Allen Motors, Inc., 1106 
East St., Suffield, Conn.; St. Cloud 
Studebaker Sales & Service, 110 
Roosevelt Rd., St, Cloud, Minn., and 
Shannon Bros., Inc., 2037 Main St., 
Jacksonville, Fla. 


sus compiled by the Census Bureau. 

This figure represents 10.5 per- 
cent of the total population of 
179,323,175 enumerated in the 50 
states, In 1950, the Negro popula- 
tion of the then 48 states was 
15,042,286, or 10.0 percent of their 
total population of 150,697,361. 

Data for Negroes in Alaska and 
Hawaii were not compiled in 1950, 
but their number was small as is 
indicated by the 1960 figures for 
these two new states. 

New York has the largest Negro 
population among the states with 
1,417,511. Five other states with 
more than a million Negroes are 
Texas, 1,187,125; Georgia, 1,122,596; 
North Carolina, 1,116,021; Louisiana, 
1,039,207, and Illinois, 1,037,470. 

The 10 states with the largest 
Negro population increases were 


New York, with an increase of 
499,320; California, with 421,689; 
Illinois, 391,490; Florida, 277,085; 
Michigan, 275,285; Ohio, 273,025; 


Pennsylvania, 214,265; Texas, 209,- 
667; New Jersey, 196,310, and 
Louisiana, 156,779. 

For three states in the South and 
one in the West, the 1960 Census 
revealed a decrease in Negro popu- 
lation. These are Mississippi, with 
a decrease of 70,751; Arkansas, 37,- 
852; West Virginia, 25,489, and 
Wyoming, 374. 
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Cost of advertising in Readers Digest 


stays qdown 


as circulation guarantee 


Circulation 





Buyer’s market? Profit squeeze? Recession? 

Whatever your terminology is for today’s economic climate, you 
know that business leaders are worrying about profits...searching 
for new ways to cut costs, boost sales, or both. 

In this climate Reader’s Digest announces, with real satisfaction, a 
decision to hold the price line while offering management a significant 
increase in value. You can change your advertising plans now to capi- 
talize on these facts: 

Effective with the March, 1961, issue and continuing 
through 1961, the Digest guarantees its advertisers 
an average paid U.S. circulation of more than 
12,500,000. Advertising rates are unchanged. 
The new circulation guarantee is up half a million from the rate base 
that was in effect for 1960’s last issue. Just two issues ago (January, 


1961), the rate base was increased to 12,300,000. 
Digest circulation just keeps rolling along... UP. 


All-time high in reader demand 


Circulation figures for the last half of 1960 and the early months of 
this year show that reader demand for the Digest is at an all-time high. 





Here’s what your money buys in leading magazines 


Reader's 
Digest 


12,500,000 § 






Ladies’ 
Home 
Journal 






Life 
| 6,700,000 










| 6,700,000 | 


Cost* $3.48 


*Cost of a 4-color page for each 1000 circulation 







For example, average paid circulation climbed to a new record of 
12,592,912* for the last six issues of 1960. That is up 581,523 from the 
average for the same period a year earlier. 

Subscription circulation alone grew more than 508,000 to a new 
record-high average of 10,716,297. In addition, single-copy (chiefly 
newsstand) circulation rose about 73,500 per issue, to an average of 
1,876,615 during the last six months of 1960. 


You can profit now 


Whether your present advertising program is broadcast or print, 
national or regional, take another look now at the Digest’s remarkable 
advertising values. The numbers. The predictability of the audience, its 
high economic and educational level. The unique confidence that people 
have in what they see in the Digest. 

While turning out the growing millions of copies required to satisfy 
reader demand, this magazine will maintain present advertising rates 
for all 1961 issues. 


*As filed with the Audit 
Bureau of Circulations, 
subject to audit 


People have faith in 











Sunset 


600,000 






Gardens 
5,100,000 








4,700,000 


Source: Standard Rate & Data Service, February 27, 1961 
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Changes Are Still Going On... 





How lacocea Sees the Auto Market 


(Continued from Page 2) | 


coping with a short-term collapse) 
of the market is another thing. 
a * * | 

N A normal market, used-car} 

prices decline in an orderly| 
manner. If the dealer takes a trade| 
at a reasonable price, he has time 
to recondition the car and sell it 
before declining prices have wiped 

out his profit. 

Iacocca looks back on the past 
winter as “a two-month inventory 
liquidation” and believes that the 
market is righting itself now, He 
said the wholesale used-car mar- 
ket is already moving back to 
normal, the retail used-car mar- 
ket is now improving and new- 
car sales will turn up between 
mid-April and mid-May. He said 
Ford dealers are already report- 
ing improved profits. 

Looking over the recent past of | 
the auto industry and its future, 
Iacocca takes a position not often 
heard in the industry. Perhaps this 
is a trait of the new generation of 
auto executives. 

He feels that the problems of the 
auto industry do not exist in a 
vacuum, that most of them are} 
closely tied in with the other facets | 
of American life. In addition, he 
believes that the auto industry ex-| 
ists to serve the American public 
and that the public does not exist 
to serve the auto industry. 

* * * 

ACOCCA noted that Ford Divi-| 

sion got by with six models a 

relatively few years ago and now 
produces 24. This came about due 
to the fragmentation of the auto 
market—the drastic changes in the 
American way of life since World 
War II have produced more and! 
more groups who want and expect | 
the auto industry to provide cars 
to fit their needs. 

Commenting on these changes, 
Iacocca said: “I often hear it said 
that the public is fickle. I don’t 
go for that. The public doesn’t 
change its car needs just for the 
hell of it. They change because 
their basic needs change.” 

He went on to mention a number 
of changes in the postwar period 
that have touched off changes in 
the auto market: 

The move to the suburbs made 
the station wagon a major body 
style rather than a rarity. The cost 
of operating a car, particularly the 
price of gasoline, went up—hence 
the compacts and the interest in 
economy of operation. 

* * * 

oe second car in a two-car 

family meets much different 
needs than the first car in a one- 
car family. Certain age groups be- 
come relatively smaller or larger in 
the total population. If there are 
now fewer people between 18 and 
24 years old than there were a few 
years ago, the market for the type 
of car sold to this group has de- 
clined. 

Despite these changes in the 
auto market, most of the old 
favorites hang on, Iacocca put it 
this way: “We still sell an awful 
lot of V-8s.” 

Iacocca sees the many needs of 
the fragmented market as a chal- 
lenge to the auto industry. “We 





TANDARD OIL PRODUCTS 


Ford's Alaskan Top Hatter— 


have to keep our fingers right on 
the pulse of market,” he said. This 
consists of being ready to supply 
what the auto market needs when 
it is needed and, if possible, to be 
one jump ahead of those needs. 

The Ford chief does not look on 
the increase in the number of mod- 
els and options as an effort to load 
dealers with large inventories. “We 
have 23 models and announce the 
Falcon Futura. What do the deal- 
ers do? They applaud. They see 
the market for this car and know 
they can make some money with 
5 Sag 

+ ad x 

E DOES believe that Ford deal- 

ers have the most-balanced 
stocks in the auto industry and 
feels this is due to the good work 
of Ford dealers in determining 
what their individual markets need 
and then ordering according to 
those needs. 

“We don’t want to produce any 
marginal models,” Iacocca said, 
“and we give the dealers the per- 
fect answer for this. If they can’t 
sell a given model, we tell them 
not to order it.” 

Looking at the future of the 
growth of auto models offered, he 
said: “I am not so naive as to be- 
lieve that it is over.” He said that 
the continued changes in the auto 
market will put a premium on 
guessing well for both factories 


| and dealers. 


Iacocca said that the number of 
auto dealers for the established 
lines will probably remain stable 
in the future. 

* * * 

E SEES the recent decline in 

the number of dealers not as a 
slow death for the dealer system, 
but as the logical result of a num- 
ber of events. The events which 
have cut into the number of dealer- 
ships include the move to the sub- 
urbs which made some city loca- 
tions obsolete, the collapse of a 
number of car lines produced by 
the independents and shrinkage in 
the market for medium-priced 
cars. 

Speaking specifically of Ford 
dealers, he said the outlook in the 
years ahead was for no great 





Missouri Assn. 


Blasts Glass Bill 


JEFFERSON CITY, Mo.—House 
legislation requiring the use of 
laminated safety glass in all autos 
sold in Missouri has been attacked 
by the Missouri Auto Dealers Assn. 

James Gorman, executive vice- 
president, wrote a letter to House 
members stating that the bill is 
special-interest legislation that 
would create a monopoly for lami- 
nated and flat-glass interests. He 
also said it would increase the price 
of new cars to Missouri buyers 
through a statute such as would 
exist in no other state. 

He said claims of proponents that 
laminated glass is superior to temp- 
ered glass are misleading, and 
added that such a law would seri- 
ously hamper the assembly of 
autos in Missouri. 





Parka-clad H. G. Ellison, above, travelled from Anchorage, Alaska, to Seattle, to 


receive his Ford Top Hatter Award. Ellison 


is one of five men from the Seattle district 


who received the award. A total of 156 Ford salesmen in the Seattle district received 
the 300-500 Car Club awards. Ellison, shown with his wife and daughter, is a sales- 
man for Westward Motors (Ford), Anchorage. 





change in their number. Some 
more city locations will have to 
be abandoned but some new sub- 
urban locations will be opened, 
he said. 

In the area of dealer advertising, 
Iacocca said he thinks Ford deal- 
ers’ advertising is the “cleanest in 
the industry.” While the division 
cannot tell its dealers exactly how 
they should advertise, he said the 
division can set down and enforce 
guide lines to prevent advertising 
from becoming detrimental to the 
dealer body or the product, 

Two of the division’s key ruleg on 
advertising are: The dealer must 
be able.to deliver what he adver- 
tises and he shouldn’t be tricky. If 
a dealer can sell a car for $1,995, 
the division would not object to his 
advertising the fact. 

Iacocca said that most dealers 
now realize that bad advertising 
doesn’t pay. “They know it’s a can- 
cer, that it spreads and they don’t 
use it,” he said. 

* * & 

E WAS reluctant to discuss the 

possibility of additional car 
lines from Ford Division, indicat- 
ing that the division will put the 
emphasis on increasing the market 
for existing lines. 

“We know we have everybody 
scooped on economy of opera- 
tion” on cars ranging from the 
Falcon to the Thunderbird, Ia- 
cocca said, adding that the big 
job in the future was improving 
existing lines. 

Iacocca became the chief sales- 
man for Ford Motor Co.’s volume 
lines by spurning the advice of his 
superiors who said he was not suit- 
ed for sales work. 

The son of immigrant Italian 
parents, Iacocca hails from Allen- 
town, Pa. He won high honors 
while studying industrial engineer- 
ing at Lehigh University. After 
graduation from Lehigh, he entered 
the Ford training program. 

Two days later, he received word 
that he had been nominated for the 
Wallace Memorial Fellowship for 
graduate study at Princeton Uni- 
versity. Ford promised to hold a 
spot open for Iacocca so he entered 
Princeton. 

After obtaining a master’s degree 
in mechanical engineering at 
Princeton, he was back at Ford 
in 1946 for the training program. 
He completed the 18-month course 
in nine months. 

It was at this point that Iacocca 
was advised that he was not suited 
for sales work and should join the 
engineering department. He stuck 
to his choice—sales—and held a 
number of fleet and truck sales po- 
sitions during his first five years 
with the company. 

* ok * 

arr three years as assistant 

district sales manager at Phil- 
adelphia, he was named district 
sales manager in Washington in 
August, 1956. Later that year, he 
was named Ford Division’s truck 
marketing manager in Dearborn. 

In 1958, he moved to divisional 
car marketing manager, In 
March, 1960, he was placed in 
charge of both car and truck 
marketing as vehicle marketing 
manager, a post he held until 
named vice-president and general 
manager last November. 

His coworkers regard Iacocca as 
a hard working perfectionist who 
believes the basics for success in 
the car business are highest quality 
products and strong dealers. In- 
tensely competitive, he knows in- 
timately the details of his competi- 
tors’ products as well as his own. 

Recognized as a top-flight speak- 
er, he devotes hours to researching 
and writing remarks. Asked to 
speak to the national press at the 
division’s 1961 press announcement 
in Flora, IIll., last September, he 
personally wrote 11 versions of his 
remarks before he was satisfied. 

Stricken with flu the day before 
he was scheduled to speak, he got 
out of bed and flew 300 miles to 
fill his part of the program. 


Steadman Opens VW Deal 


HATTIESBURG, Miss. — Stead- 
man Motor Co. (Volkswagen) has 
been opened at 415 Broad St., with 
Robert G. Steadman as president. 








Autos on Display at Geneva 





"Play Car" by Fissore— 
Another Geneva Show feature was this play car by Fissore of Turin, Italy. The open 
car is designed “‘for life in the sun.” 





The New Opel Blitz— 


Among the features at the Geneva Auto Show was this Opel Blitz truck. Powered 
by a six-cylinder engine, the 1.9-ton model has gone into production. 





Articulated Truck— 
Special truck displays included this jointed model by Meily. 





‘Service Equipment on Display— 


The Geneva show also included service equipment, One of the top attractions was 
this four-post hoist. The unit is equipped with test equipment for aligning front and 


rear wheels. 
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MAINTAIN LIKE-NEW POWER AND 
PERFORMANCE? 


Chemically smooths and seals 
roughened engine parts and 
holds wear to an absolute 
minimum. 


UPPER CYLINDER PROTECTION? 
Lubricates top cylinder area 


even at combustion tempera- 


tures. Stops excessive top 
ring wear and guards against 
carbon build-up. 


POWER STEERING SQUEAL? 
GEARS NOISY? 


Ends power steering noise. 


Mixed with lubricants, eases 
manual shifting and reduces 


gear howl in manual transmis- 


sions and differentials. 


FRICTION 
PROOFING 
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YPPER CYLINDER 
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STICKING VALVES? SLUGGISH 
ENGINES? 

Guaranteed to free sticking 
valves and re-power engines 
within minutes or customer 
gets money back. 


LEAKY RADIATOR? WATER PUMP 
NEED LUBRICATING? 


Complete cooling system pro- 


tection. Seals and prevents 
radiator leaks. Prevents and 


removes scale and rust. Lubri- 


cates water pump. Works in 


all coolants including anti- 


freezes and hard water. 


DIRTY, SLUGGISH ENGINE? 


Flushes-engines in 35 minutes. 


Quick, easy way to remove 


sludge, gum and dirt without | 


dismantling engine. 


<a 
WYNN ' 
> a 


ENGINE 
TUNE-UP 


a Cee ibs 


J 

COT Ve) 

Bye 
* fd 


MERU Tal 


aa TRL LU 
LCT 








Yt 








a 





MOST COMPLETE LINE OF ADDITIVES 


CURES & PREVENTS THESE TROUBLES IN YOUR CUSTOMERS’ CARS 


SMOKING TOO MUCH? BURNING [Serer 
TOO MUCH OIL? 
J 


Reduce oil burning and ex- 

haust smoking fast with the AUTO 
first easy-to-pour product of [ilMpbob'hbd 
its kind! 


REDUCES 
SSL 


DIRTY CARBURETOR? 
Clean it quickly and inexpen- | o 
sively without dismantling. a 
Blasts away upper cylinder car- CLEANER 
bon while cleaning carburetors. . ic 


CONTAMINATED FUEL SYSTEM? 
Absorbs water. Cleans fuel 
tank and lines. Protects entire 
fuel system from rust and 
corrosion. 


TUEL SYSTEM 
CLEANER 


LEAKY AUTOMATIC 
TRANSMISSION? 


One-can treatment to recondi- 


tion seals and stop leaks 
caused by drying, shrinking 
or hardening of seals. 


PROTECT AUTOMATIC 
TRANSMISSION, PREVENT LEAKS? 


Maintains top automatic trans- 
mission performance. Condi- 
tions seals to prevent leaks. 


RUSTED NUTS, BOLTS? DRY 
RUBBER? 


Loosens anything rusted. Stops 
squeaks in springs. Lubricates 


and restores life to rubber. 
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WYNN-SURE ....... 


WYMMS FRICTIOM PROOFING ¢ j 
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AND LOOK AT THIS BIG NEWS! 


{ 
@ January 2... THE SUGAR BOWL, NBC-TV 


aa | es 
ADVERTISING ee eee an 
IN HISTO RY! AND MORE SUPER SPORT SPECTACULARS ON THE WAY! 


PLUS heavy concentration on NBC Radio’s famed MONITOR- 
and high-frequency radio spots in major markets. 


EXCITING ADVERTISING CREATING NEW CUSTOMERS 
FOR EVERY WYNN’S PRODUCT TT 
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AUTOMOTIVE NEWS, APRIL 10, 


Sales Conditions in Various Areas .. . 





Auto Market Reports 


Dallas 

New-car registrations totalled 
2,963 in Dallas in February, while 
the new-truck count was 421. 

By makes, new-car registrations 
were: Chevrolet, 878; Ford, 473; 
Falcon, 204; Oldsmobile, 187; Cor- 
vair, 175; Rambler, 153; Pontiac, 
124; Buick, 112; Cadillac, 74; Volks- 
wagen, 74; Dodge, 72; Tempest, 53; 
Comet, 52; Plymouth, 47; Valiant, 
40; Mercury, 36, and Studebaker, 35. 

Buick Special, 32; F-85, 28; 
Lancer, 18; Chrysler, 17; Lincoln, 
17; Renault, 10; Vauxhall, 6; Im- 
perial, 5; Metropolitan, 5; Opel, 
5; Fiat, 4; Mercedes-Benz, 4; MG, 
4; Hillman, 3; Simca, 3; Austin- 
Healey, 2; DeSoto, 2; Triumph, 2; 
Volvo, 2; Willys, 2, and miscel- 
laneous, 3. 

New-truck registrations were: 
Ford, 176; Chevrolet, 155; Interna- 
tional, 39; Dodge, 19; GMC, 12; 
White, 8; Volkswagen, 5; Diamond 
T, 4; Mack, 2, and Kenworth, 1. 


—Rusy FENOGLIO 
* ES * 


Denver 

Denver dealers sold 1,353 new 
cars in February, compared with 
1,690 in January and 1,815 in Febru- 
ary a year ago. 

By makes, sales were: Chev- 
rolet, 260; Ford, 246; Falcon, 109; 
Corvair, 108; Rambler, 96; Plym- 
outh, 80; Pontiac, 78; Oldsmobile, 
59; Buick, 51; Dodge, 41; Volks- 
wagen, 37; Comet, 34; Cadillac, 
32; Mercury, 25; Studebaker, 25; 
Chrysler, 18; Lincoln, 15; Volvo, 
6; Imperial, 5; Morris, 3; Triumph, 
3; English Ford, 2; Fiat, 2; Hill- 
man, 2; Porsche, 2; Saab, 2; 
Skoda, 2, and miscellaneous, 9. 
New-truck sales totalled 255 in 

February, compared with 242 a 
month earlier and 235 a year ear- 
lier. By makes: Ford, 68; Chevrolet, 
62; Dodge, 59; GMC, 16; Interna- 
tional, 15; Willys, 12; Volkswagen, 
5; Studebaker, 3, and miscellane- 
ous, 15. 
—Ira ALEXANDER 
* * * 


Toledo 

New-car sales in Lucas County 
(Toledo) totalled 1,153 in February, 
compared with 1,121 in January and 
1,556 in February, 1960. 

Only domestic make to show a 
gain in February over last year 
was Chrysler. 

By makes, registrations were: 
Chevrolet, 324; Ford, 277; Olds- 
mobile, 89; Pontiac, 73; Buick, 59; 
Plymouth, 58; Dodge, 55; Cadillac, 
42; Rambler, 41; Mercury, 38; 
Volkswagen, 21; Renault, 8; Lin- 
coln, 6; Studebaker, 3; Imperial, 
2, and miscellaneous, 9. 

New-truck registrations: totalled 
82 in February, compared with 136 
a month earlier and 115 a year 
earlier. 


—Ernest C, KisH 
* * * 


Billings, Mont. 

A total of 244 new cars and 76 
new trucks were registered in Yel- 
lowstone County (Billings), Mont., 
in February, compared with 280 


cars and 61 trucks the previous 
month. 

Registrations of new cars by 
makes were: Chevrolet, 51; Ford, 











37; Buick, 21; Oldsmobile, 21; 
Plymouth, 15; Corvair, 14; Ram- 
bler, 14; Volkswagen, 13; Dodge, 
9; Comet, 8; Falcon, 7; Mercury, 
5; Renault, 5; Cadillac, 4; Lancer, 
2; MG, 2; Studebaker, 2; Willys, 
2; Chrysler, 1; Lincoln, 1, and 
miscellaneous, 6, 

New-truck registrations were: 
Chevrolet, 33; Ford, 17; Interna- 
tional, 17; GMC, 3; Autocar, 1; 
Dodge, 1; Peterbilt, 1; Volkswagen, 
1; White, 1, and miscellaneous, 1. 

* a * 


Cincinnati 

New-car registrations in Cincin- 
nati numbered 2,273 in February, 
compared with 2,443 the previous 
month and 2,912 in February, 1960. 

By makes, they were: Chevrolet, 
628; Ford, 436; Oldsmobile, 194; 
Rambler, 193; Buick, 189; Pontiac, 
153; Plymouth, 113; Volkswagen, 
63; Mercury, 58; Comet, 55; Cadil- 
lac, 49; Dodge, 35; Chrysler, 22; 
Studebaker, 20; Renault, 12; Lin- 
coln, 8; Fiat, 7; Austin, 5; Mer- 
cedes-Benz, 5; Metropolitan, 5; Sun- 
beam, 4; Simca, 3; Triumph, 3; 
Imperial, 2; Opel, 2; Porsche, 2; 
Willys, 2, and miscellaneous, 5. 

Used-car transactions totalled 
3,071,, compared with 3,108 a 
month earlier and 3,202 a year 
earlier. 

New-truck registrations totalled 
196, compared with 261 in January 
and 318 in February, 1960. By 
makes, registrations were: Ford, 69; 
GMC, 52; Chevrolet, 50; Interna- 
tional, 15; Divco, 2; Volkswagen, 2; 
Willys, 2; Dodge, 1; Mack, 1, and 
White, 1. 

—ALLEN R. Hem 
* * 


* 


Providence 

New-car registrations in Provi- 
dence during February totalled 
796, compared with 1,412 a month 
earlier. 

By makes, registrations were: 
Ford, 188; Chevrolet, 179; Plym- 
outh, 74; Volkswagen, 51; Ram- 
bler, 46; Oldsmobile, 33; Dodge, 
32; Pontiac, 31; Buick, 27; Comet, 
27; Cadillac, 23; Chrysler, 18; Re- 
nault, 10; Mercury, 6; Studebaker, 
4; Lincoln, 3; Willys, 3, and mis- 
cellaneous, 41. 

New-truck registrations number- 
ed 83, compared with 138 the previ- 
ous month. By makes: Ford, 24; 
Chevrolet, 17; International, 16; 
Reo, 5; Dodge, 4; GMC, 4; Volks- 
wagen, 4; Willys, 4; Autocar, 1, 
Mack, 1; White, 1, and miscellane- 
ous, 2. 


—Tuomas L. ForsBes 
* * * 


Minneapolis 

Registrations of new cars in 
Minneapolis and Hennepin County 
totalled 2,716 in February, com- 
pared with 2,519 in January and 
3,133 in February, 1960, according to 
Finance and Commerce, business 
newspaper, 

For the first two months of 1961, 
registrations trailed 1960 by 13 per- 
cent. Only domestic make to show 
a gain in February over the 1960 
month was Corvair. 

By makes, registrations were: 
Chevrolet, 653; Ford, 337; Olds- 
mobile, 177; Rambler, 161; Pon- 
tiac, 137; Plymouth, 116; Buick, 
102; Falcon, 102; Corvair, 96; Cad- 


eile” 


"Hearse Trading’ in Mississippi— 
Henry Jones, left, Richton, Miss., and Robert Price, manager, Miller-Meteor Sales 












illac, 92; Dodge, 86; Volkswagen, 
77; Valiant, 76; Mercury, 69; 
Comet, 62; Tempest, 62; Renault, 
55; Chrysler, 46; Studebaker, 40; 
Morris, 35; Buick Special, 27; 
F-85, 25; Lancer, 22; Lincoln, 18; 
Fiat, 13; Volvo, 7; Imperial, 6; 
Austin, 3; MG, 3; Opel, 3; Vaux- 
hall, 2, and miscellaneous, 6. 


ternational, 15; GMC, 10; Dodge, 4; 
Mack, 3; Studebaker, 2; Divco, 1; 


White, 1; Willys, 1, and miscel- 
laneous, 5. 
—DonaLp M. Lyons 
* +* ok 
Milwaukee 


New-car registrations in Milwau- | 
| 2; Mack, 2, and miscellaneous, 12. 
pared with 2,602 in January and| 


kee in February totalled 2,539, com- 


3,763 in February a year ago. 
Among compacts, the February 

count was: Rambler, 221; Falcon, 
143; Comet, 47; Tempest, 43; 
Corvair, 38; Valiant, 38; Lark, 25; 
Lancer, 20; Special, 20, and F-85, 
4 

Other registrations: Chevrolet, 
601; Ford, 379; Oldsmobile, 169; 
Pontiac, 162; Buick, 129; Cadillac, 
99; Dodge, 74; Plymouth, 61; Mer- 
cury, 46; Chrysler, 38; Lincoln, 23; 
Imperial, 6; Willys, 6, and miscel- 
laneous, 141, 


—JoHN E. Huse. 
* * * 


St. Louis 

New-car registrations in St. Louis 
and St. Louis County declined 45 
percent in. February in comparison 
with January volume. 

Severe weather and a soft econ- 
omy were chiefly responsible for 
the sharp drop in sales. February 
registrations totalled 2,823, against 
5,112 in January. 

By makes, registrations were: 
Chevrolet, 782; Ford, 421; Pon- 
tiac, 224; Rambler, 188; Falcon, 
185; Oldsmobile, 161; Buick, 156; 
Plymouth, 106; Corvair, 103; 
Dodge, 98; Valiant, 68; Comet, 
55; Cadillac, 49; Volkswagen, 44; 
Mercury, 39; Studebaker, 39; 
Chrysler, 29; Lincoln, 18; Re- 
nault, 19; DeSoto, 5; Imperial, 5; 
Morris, 4; MG, 3; Triumph, 3; 
English Ford, 2; Checker, 1, and 
miscellaneous, 22. 

New-truck registrations were off 
slightly in February. Registrations 
totalled 310, in comparison with 321 
for January. By makes: Chevrolet, 
100; Ford, 81; International, 70; 
GMC, 15; White, 14; Dodge, 13; 
Willys, 7; Mack, 4; Volkswagen, 4, 
and Studebaker, 2. 

—Jack BERNSTEIN 


* * * 
Dayton, O. 
New-car sales in Montgomery 


County (Dayton), O., dropped 
almost 1,000 last month compared 
with February, 1960. A total of 2,255 
new cars were sold last year in 
February, but sales totalled only 
1,392 last month. 

Sales, by makes, included: Chev- 
rolet, 360; Ford, 219; Corvair, 154; 
Falcon, 76; Buick, 69; Pontiac, 58; 
Oldsmobile, 58; Volkswagen, 42; 
Rambler, 41; Comet, 40; Dodge, 37; 
Plymouth, 29; Cadillac, 29; Tem- 
pest, 22; F-85, 21; Mercury, 21; 
Chrysler, 20; Renault, 17; Valiant, 
16; Lancer, 13; Studebaker, 7; Lin- 
coln, 6; Saab, 5; Fiat, 4; English 
Ford, 4; Opel, 3; Austin-Healey, 2; 
Volvo, 2; DKW, 2; MG, 2; Imperial, 
1, and miscellaneous, 10. 

New-truck sales by makes: Chev- 
rolet, 36; Ford, 35; GMC, 11; Inter- 
national, 4; Volkswagen, 2; and 
Dodge, Reo, White and Studebaker, 
1 each. 


—JAMES MOFFATT 
* * * 


Los Angeles 
A total of 24,321 new cars were 
registered in Los Angeles County 
in December, compared with 24,016 
a month earlier, according to figures 


compiled by Donnelley’s Motor Re- 
corder. 


By makes, December registrations 
were: Chevrolet, 4,057 (including 
111 Corvettes); Ford, 3,441 (includ- 
ing 818 Thunderbirds); Falcon, 


New trucks registered amounted | 
to 225, compared with 230 a month} 
earlier and 244 a year earlier. By) 
makes: Chevrolet, 96; Ford, 87; In-| 


1961 


Buick, 538; Plymouth, 527; Mer- 
cury, 499; Tempest, 477; F-85, 467; 
Lancer, 367; Special, 332; Chrys- 
ler, 278; Studebaker, 261; Lincoln, 
221; Renault, 115; NSU, 103; Im- 
perial, 94; Triumph, 84; Austin- 
Healey, 82; Volvo, 68; Fiat, 64; 
Jaguar, 64; Mercedes-Benz, 60; 
MG, 59; Morris, 50; Metropolitan, 
41; Hillman, 38; Opel, 36; DeSoto, 
30; Simca, 29, and Peugeot, 25. 

Borgward, 23; Porsche, 20; Sun- 
beam, 18; English Ford, 17; Citroen, 
16; Taunus, 16; Vespa, 16; Singer, 
13; Austin, 12; BMW, 8; Vauxhall, 
8; Lloyd, 6; Skoda, 6; Alfa Romeo, 
5; Datsun, 4; DKW, 4; Fiat- 
Abarth, 4; Toyopet, 4; Daimler, 2; 
Ferarri, 2; Lotus, 2; Morgan, 2; 
Panhard, 2; Rolls-Royce, 2, and 
miscellaneous, 13. 

New-truck registrations totalled 
2,432 in December, compared with 
2,241 a month earlier. By makes, 
they were: Chevrolet, 1,034; Ford, 
833; GMC, 132; Dodge, 120; Inter- 
national, 118; Volkswagen, 93; Wil- 


6; Kenworth, 4; Diamond T, 3; Re- 
nault, 3; Datsun, 2; English Ford, 


—WILLIAM CARROLL 


Smith Sells Ford Deal 


BURLINGTON, Vt.— Charles P. 
Smith jr. has sold his 36-year-old 
Ford dealership to Warren Linde- 
mann and Allan Kaufman. The new 
owners will do business as Al-War- 


|ren Ford, the name under which 


they formerly operated another 
Ford dealership in Manchester, 


|N. H. 


lys, 24; Studebaker, 14; Morris, 8; | 
White, 8; Peterbilt, 7; Reo, 7; Lloyd, 
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Sales Incentive— 


Munson-Smith Motors (Dodge), Tacoma, 
Wash., experimented with an incentive 
program in which the dollar value earned 
on a sale, in addition to commission, was 
redeemable in groceries. Used cars were 
selected as the incentive product. All em- 
ployes were eligible if they supplied a 
valid prospect. Immediate payoff was 
made as each car was sold. Cost of the 
contest, including a $100 bonus for the 
winning team, a steak dinner and gro- 
ceries, was $1,000. Success of the pro- 
gram was. 100 percent turnover of used- 
car inventory and a gross volume of 
$78,574 in the first 40 days of the promo- 
tion. Collecting his groceries is Al Bates, 
general manager, from Donald Munson, 
Alberta Smith and Ed Munson. 





Model A Given Away 
L IVES FORD, 1790 Main St., 
Buffalo, used a giveaway of a 

1930 Model A Ford as a drawing 

ecard for a new-car spring promo- 

tion. 

Children were invited to come in 
for a free ride in the Model A. The 
car was given away after a draw- 
ing during the promotion. 

* a * 

Used Cars Safety-Inspected 
OWNSVIEW CHRYSLER- 
PLYMOUTH, Toronto, is mak- 

ing a big play for the used-car cus- 

tomer who wants to buy a safety- 
inspected car. 

Recently the Toronto Star re- 
ported on a visit to an unnamed 
dealer who puts his entire stock 
through the Ontario Department of 
Highway’s safety lane and refuses 
to. sell a car without the depart- 
ment’s “Safety Check Approved” 
sticker on the windshield. 

Since the article appeared, many 
people have inquired about the 
identity of the dealer, according to 
Bob Elliott, used-car manager. “We 





2,450; Corvair, 2,408; Rambler, 1,190; 
Comet, 993; Oldsmobile, 917; Volks- 
wagen, 856; Pontiac, 783; Cadillac, 
769; Dodge, 613, and Valiant, 610. 


Co., Memphis, conclude a king-size swap: A new hearse for a herd of 20 purebred 
Black Angus cattle. In previous years, Jones, a funeral director, had parlayed farm 
equipment, used cars and other swappable items for his new vehicles.. Both men are 
part-time farmers. 
















are proud to report that we, Downs- 


Dealer Print Shop— 


When World Wide Dodge, 
Ore., acquired its new facilities, part of 
the inventory consisted of printing equip- 
ment and a print shop. The firm's general 
manager, Otto Roth, left, decided to use 
the equipment te produce its direct-mail 


Portland, 


service pieces. Roth contacted Vernon 
Wood, right, journeyman printer, who 
agreed to make the company’s direct-mail 
pieces if he could use the equipment for 
outside printing. Several novel direct-mail 
pieces have been produced by the firm. 






How They're Pushing Sales... 





Dealer Ad Ideas 


view Chrysler-Plymouth, are the 
dealership in question.” 

In advertisements in Toronto 
papers, Downsview says the seal 
takes the “worry” out of used-car 
buying. 

“Proof of this is the ‘top quality’ 
seal and written guarantee we offer 
on our prime used cars,” the deal- 
ership reported. 

* * * 


‘Cross and Compare’ 


EVITTOWN MOTORS, INC. 

(Ford) and Konner’s Chevrolet 
Corp., used a two-page spread in 
Levittown, N. Y., to capitalize on 
the fact that they are across the 
street from each other. 

Across the top of the two pages 
was the headline: “Cross and Com- 
pare.” One page pictured a Ford, 
the other a Chevrolet. Copy in the 
ads was almost identical. It read: 

“Competition is the basis of 
American business. We recognize 
this. We are not afraid of com- 
petition. Cross and. compare our 
’61 Chevrolet to the ’61 Ford (in 
the other ad, ’61 Ford to ’61 Chev- 
rolet). Cross and compare our low 
prices. Cross and compare our low 
downpayments. Cross and com- 
pare our tradein allowances.” 

Each ad offered gifts. The gift 
turned out to be a single cufflink. 
The second cufflink was given by 
the other dealer. 


Postcards Act 
As Salesmen in 


Sunday Closing 


ON SUNDAYS, Taylor Pontiac- 
Rambler, Dallas, slips a post- 
card under the windshield wiper of 
its front-row used cars explaining 
that the dealership is closed that 
day and inviting shoppers to phone 
or visit the showroom during the 
week. 

If the prospect wishes to have a 
salesman contact him, he can sign 
his name, address and phone num- 
ber and list the car he is interested 
in and drop the card in a mail box. 

There usually are 16 used cars in 
Taylor’s front row, One week re- 
cently, the dealership received six 
postcards and a phone call seeking 
more information, Three of the 
seven bought cars. 

“Taylor’s method proves that full, 
wide-open operation of a used-car 
lot is not absolutely essential to 
enjoy business from the Sunday 
shopper,” declared J. N. Whrite- 
hurst, general manager, Authorized 
New-Car Dealers of Dallas, Inc. 
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NEW PRODUCTS 


owner drives to or from a river or| |ationg has been announced by| 
lake, according to Terado Co., 1068 | Tung-Sol Electric, Inc.. Summer 


22 


| Ave., Newark 4, N. J. The line con- 








PLASTIC VISOR—Sunblot Visor, a plastic 
shield, has been announced by Varied 
Products, 17 W. 774 Riordon, Villa Park, 
lll. This visor is in the form of a maroon, 
flexible, opaque plastic panel, 5 by 10 
inches wide. Located in the center near 


the top edge is a suction cup to which} 


is attached a black knob handle. In use, 
the shield is pressed against any spot on 


the windshield by means of the knob han- | 


die, thus blotting out sun glare. Complete 
mounting instructions come with each visor. 
The visor may be removed and mounted | 


to other locations on the windshield. | 


* * ok | 





| rake 








COIL SPRING BOOSTER—The front coil | 
spring booster, Boost-O-Matic, is adjustable | 
from the smallest spring opening to the| 
largest and spreads coils from %%-inch to 
14-inch, Installation of the unit corrects | 
sagging springs and restores them to their | 
original spacing, corrects sagging, bottom- | 
ing, misalignment and instability at all | 
speeds, it is claimed. Installation is done | 
by jacking up car, inserting and adjusting. | 


Superior Industries, 7260 Atoll, North 
Hollywood, Calif. | 
= s 


| 


| 
| 





P-754 


REPLACEMENT PANEL — Schofield Mfg. | 
Co., E. 222nd St., Cleveland 17, O., has| 
announced the Head-Lite autobody repair | 
panel (catalog P-754) for 1956 Chevrolet | 
models. This latest addition to the Scho-| 
field line, according to the manufacturer, | 
brings the total number of Schofield body | 
repair panels to more than 700. The 1961 | 
Schofield catalog lists all replacement | 
panels from 1961 back to 1949. 

je  * | 
| 





CLAMP S—Proto's general service C- | 
Clamps, three similar patterns with clamp- | 
ing capacities from two to 12 inches, are 
said to be forged and heat treated from 
selected steels. Short throat depth (from 
1% to 2%-inch on the largest size), and 
extra heavy threads give them maximum| 
clamping pressure. Each C-Ciamp is equip- | 
ped with the patented Perma-Pad which} 








permits a firm seat on work through 60 
degrees of arc, it is said. !dentified as 
Nos. 102GS through 112GS, the C-Clamps 
have a light oil finish and adjustable 
T-handle. Proto Tool Co., 2299 Santa Fe 
Ave., Los Angeles 54, Calif 


Boat-Battery Charger 


Operates Through Car 


Boat batteries can be charged 
with the Hi-Way Charger while the| 


| iary 


| including 


Raymond Ave., St. Paul 8, Minn. 


The unit plugs into the cigaret | 
lighter on any 12-volt American car, 
the firm said, and charges six or 12- 
volt batteries without removing 
them from the boat. It has a 30- 


foot extension cord. 
ok * x 





TOOL HOLDERS—Metallurgical Products 
| Department, General Electric Co., Detroit 


32, Mich., has announced availability of 
two styles and seven sizes of negative 
Tracer-Type Adjust-O-Breaker tool 
holders. In addition 24 sizes of negative 


| rake Adjust-O-Breaker holders making a 


total of 54... five styles and 50 sizes 


| of positive rake holders are offered. 
ew 






mm 
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POLISHER—An electric auto polisher has 


been announced by Skil Corp., 5033 Elston | 


Ave., Chicago 30, lil. The Skil polisher, 


Model 120, features a three-ampere motor; | 


washable, six-inch lambswool pad; auxil- 
side handle; lightweight aluminum 
housing, and on-off switch. It can be used 
with either polishes, waxes or cleaners 
and is recommended for all car finishes 
the acrylics, according to the 
manufacturer. 





SEAT CUSHION—A vented seat cushion 
has been announced by Sutone Corp., 3001 


East 12th St., Los Angeles 23, Calif. This | 


design features rubber springs that will 


| not lose buoyancy and is not affected by 


climate, making it ideal for convertible 
use, it is claimed. This special construction 
affords free air circulation and conforms 


to the shape for support and cool comfort. 
* 2k * 





REPAIR CAPS—Detroit Grille Mfg. Co., 


| 258 E. Vernor, Detroit 1, Mich., has an- 
nounced the availability of repair caps 
for ‘56 Chevrolets. They are installed 


without removing the original grille. Neatly | 


fits over rusted out parts on grille exten- 
sions for Chevrolets and Ford. 






] 


| 


| 
| UTILITY RAMPS —The Porta-Lift utility | 
| ramps can be used for servicing and re- | 
| pairing cars and trucks. Available in two 
| models, Model 1050 is 45 inches long, 
} eight inches wide and an axle load ca-| 
| pacity of 7,500 pounds. Model 700 is 34 
| inches long, eight inches wide and has| 
lan axle load capacity of 5,000 pounds. 
Allied Automotive Equipment Co., 6818 | 


| 51st St., San Diego 20, Calif. 
| * * * 


| UNCHROMED PIPES—Grand Automotive | 


| Products, Melrose Park, III., has announced | 
|an addition to its line of side pipes and | 
| lakes pipes. Unchromed speaker lakes | 


pipes are invisibly installed under the car | 


by welding to the engine exhaust pipes.| — 


| Flange on tube is slotted at one end so | 
that blocking plate can be swivelled to 
| open position by merely loosening bolts, | 
| it is said. For competition driving the) 
| blocking plate is removed permitting a! 
direct escape for the exhaust in order to 
| provide a power boost. In city driving the 
| blocking plate forces exhaust gases through 
the muffler in the normal manner. 


| 





BODY PANELS—L. R. Oatey Co., 4700) 


W. 160th St., Cleveland 35, O., has an-| 
| nounced Bond-Tite body replacement | 
panels to its automotive line. According to | 
Oatey, Bond-Tite body panels are ready | 


to install—panels are designed to fit over| § 
damaged or rusted areas without ‘‘cutting| — 


in."’ All panels are die-formed, and con- | 


toured. Rocker, door, quarter, fender and 
headlight-patch panels are available from | 
an assortment of more than 320 panels| 
for 


most makes and model cars. | 
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OIL LINE KITS—Two oil line kits intro- 
duced by E. Edelman & Co., 2332 W.| 
Logan Bivd., Chicago 47, Ill., overcomes 
and prevents noisy rocker arm and pull | 
rod operation on Fords and Chevrolets, it 
jis said. Designed to perform to factory | 
specs, these kits provide an external oil | 
flow through rocker arm shaft, and over- | 
flow for excess oil. Kit No. 497 fits Ford | 
272 and 292 V-8 engines from 1954) 
through 1961. Kit No. 496 fits Chevrolet | 
six-cylinder engines, 1953 through 1961.) 
* * * 


Automotive Lighting Line 
Introduced by Tung-Sol 


An automotive lighting line—de- | 
signed to meet the rugged service 
conditions encountered in fleet oper- 





| installation, it is said. Signal-U's box is 


| Change Oil 


| Manhattan, 


and 


sists of the 4005 and 6013 head- 
lamps; the 631, 1155, 1156, 1157, 1895 
and 1898 miniature lamps, and the 
535, 536, 537 and 550 direction sig- 


nal flashers. 
* cS * 


@. 






SIGNAL SYSTEM—Signal-U Mfg. Co., 250 
Railroad St., Canfield, O., has announced 
the development of a signal system that 
may be installed during the actual con- 


PICKUP COVER—The Flip-Top, a fiber- 
glass cover for the Falcon Ranchero and 
Ford half-ton pickup, has been announced 
by James W. Hartje Co., 3118 Caverna Dr., 
Bakersfield, Calif. The cover is weather- 
proof and has a lock that makes it theft- 
proof, it is claimed. Available in any Ford 


struction of the service station. Made pos-| color, the cover opens to a 45-degree 
sible with the development of an island | angle. 
| junction box, the driveway signal system | " . 


now becomes a permanent part of the 


designed to be used in conjunction with 
prefab island forms. Holes are drilled in 
each side of the forms to accommodate 
“flat tread” island connectors. All electrical 
connections are made before concrete is 
poured. The junction box, located at the} 
center of the island, is flush with the sur- 
face. A removable threaded top plate is 
furnished. It may be removed for servic- 


ing. 








oe ROCKER ARM—A feature of the patented 
Leake-Type rocker arm is said to be that 
it can be stamped in its finished body 
form from a single piece of metal. Cold- 
worked, the arm offers higher strength 
to weight ratios, it is claimed. Intricately 
contoured units for the tractor and auto- 
motive industries can now be stamped 
in production quantities with greater ac- 
curacy, with improved functional char- 
acteristics, and with the reduction of sec- 
ondary operations, it is said. The rigidity 
feature of the arm means greater control 
efficiency in gas flow, it is said. It also 
provides full support to the bushing. Thread 
for the adjusting screw is also 100 per- 
cent continuous. Stampings Division, Lami- 
nated Shim Co., Inc., Glenbrook, Conn. 


OIL FILTER KIT—A conversion kit intro- 
| duced by Fram Corp., Providence 16, R. I., 
is said to allow installation of Fram Easy- a - x 


Filters on all Volkswagen 


models. Illustrated above is a completed 
installation on a Volkswagen. The kit is 
called K-11 
wholesalers. 


and is available at Fram 





BUMP ALARM — The Cossman Bump 
Alarm is an adjustable electronic antenna 
10 inches tall which attaches to either 
front or rear bumper. When parked, the 
car is said to be safe from shoving or 
bumping by other cars because alarm 
sounds the horn upon contact. It also 
makes a backstop to prevent in-the-garage 
parking damages, it is claimed. Franklin 
J. Scott, Dept. MI-3, Farmington, Wash. 





BRAKE LINING GAUGE—A caliper that 
measures brake lining wear has been in- 
troduced by Raybestos Division, Raybestos- 
Inc., Bridgeport, Conn. The 
caliper, called Safe-T-Gage, is designed 
to measure the amount of remaining brake 
wear. Color indicators show green when 
the remaining lining is satisfactory, yel- 


low to caution early signs of wear, and a ca 
red when the lining is thin, it is said. 
The caliper can be used on both bonded 


riveted linings. 
* 





SUN VISOR—The Moody safety travel 
rack visor is designed to provide the driver 
or passenger with protection from the 
front or side. Mobility of the unit is said 
to allow the operator to have 2% times 
the protection from glare provided by the 
conventional type visor. This is said to be 


REPLACEMENT PANELS—A 12-page cat- 
alog listing over 500 die-formed replace- 
ment sections has been announced by 
Anzick Mfg. Co., 23675 Mound Rd., War- 
ren, Mich. All Anzick Detroiter Slip-Fit| made possible by the longitudinal move- 
panels are made to eliminate any need to| ment of the plexiglas visor. The visor can 
remove the damaged or rusted out sec-|be moved from one side of the car to 
tion, it is said. The die-formed panels are| 3%, of the distance across the front of 
pre-cut and contoured to original body| the windshield. Moody Laboratories, 1523 
Owen St., Saginaw, Mich. 





lines, it is said. 


















BENDIX 
YDROVAC 
POWER 
BRAKES 


Lead the field 
in three 
important areas: 




















1. BIGGER PAYLOAD —Because Bendix Hydrovac Power Brakes weigh less, they permit 
hauling increased payloads—up to several hundred pounds extra. 2. LOWER PRICE—Bendix 
Hydrovac Power Brakes cost less to bu;yy—also less to operate, less to maintain. 3. BETTER 
PROTECTION —Bendix Hydrovac Power Brakes have built-in standby safety; manual braking 


in case of power failure. 
MORE BENDIX HYDROVAC VACUUM POWER BRAKES ARE IN USE THAN ALL OTHER MAKES 


Bendix division South Bend, inp. 
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Highways & Safety 





Diversion of highway funds to 
nonhighway purposes is being pro- 
posed in several state legislatures, 
according to the National Highway 
Users Conference, 

Highway experts, said the 
NHUC, are particularly disturbed 
by these proposals because of the 
difficulty, at all levels of govern- 
ment, of finding sufficient funds to 
finance the federal-state highway 
program and state and local road 
needs. 

A proposed convention to rewrite 
Michigan’s constitution is meeting 
some highway-user opposition be- 
cause of the threat to repeal the 
state’s good roads amendment, de- 
signed specifically to protect high- 
way funds. 

In Massachusetts, a proposal 
would permit use of gasoline tax 
revenue to pay annual deficits of 
the Metropolitan Transit Author- 
ity. 

A suggested change in the Idaho 
good roads amendment to allow 
diversion of revenue for school 
purposes was killed in the House. 
In North Dakota, a bill to end all 
earmarking of funds was amended 
to permit continued dedication of 
highway funds to highway pur- 
poses. 

In Connecticut, the governor has 
asked that “temporary” diversion 
of license plate and driver fee rev- 
enues be continued for two more 
years. 

An Illinois proposal that has 
passed one chamber would transfer 
$5.1 million from the driver educa- 
tion fund to the school-aid fund. 

In South Carolina, a bill provid- 
ing for veterans’ bonuses would be 
financed by the proceeds of one- 
half cent of the gasoline tax. A 
Texas proposal would increase li- 
cense plate fees by $1 and use the 
proceeds for public parks and con- 


struction of a museum. 
* ca * 


Interstate Funds 


Would Be Hiked 
By Fallon Bill 


Authorizations for the Interstate 
System would be increased by 
$11.760 billion for fiscal years 1963 
through 1971 under provisions of a 
bill introduced in the House by 
Rep. Fallon, Maryland Democrat 
and chairman of the House Public 
Roads Subcommittee. 

Authorizations in the bill for fis- 
cal years 1970 and 1971 are new. 

Proposed authorizations of the 
Fallon bill, and the amount of in- 
crease Over present authorizations 
are: 1963, $2.4 billion, $200 million 
increase; 1964, $2.6 billion, $400 mil- 
lion increase; 1965, $2.7 billion, $500 
million increase; 1966, $2.8 billion, 
$600 million increase; 1957, $2.9 bil- 
lion, $700 million increase; 1968, $3 
billion, $1.5 billion increase; 1969, 
$3 billion, $1.9 billion increase, and 
the new authorizations, $3 billion 
for 1970 and $2.9 billion for 1971. 

In addition, the bill would ap- 
prove the 1961 estimate of cost of 
completing the Interstate System 
as the basis for apportioning funds 
for fiscal years 1963 through 1966. 

* * * 


Catholics Urged 


To Train Drivers 


Catholic women have been urged 
to help put driver education into 
parochial schools. 

The plea to the National Council 
of Catholic Women came from Rus- 
sell I. Brown, president of the In- 
surance Institute for Highway 


Burton Deal to Fold 


HOUSTON.—Mrs. A. C. Burton, 
owner of A. C. Burton (Imperial- 
Chrysler-Plymouth), is conducting 
a liquidation sale preparatory to 
going out of the auto business, she 
has announced. 






ENJOY THE 






Automotive Men 











at 
Bet Let the sign of the "Gold- 
r ep en Briefcase'' be your guide 
BETTER to Quality, Courtesy, Hos- 
Q T E l S pitality and Fairness. For 
‘OF free guidebook, write Bet- 
J+) AMERICA - ter Motels of America, 


Charleston, Ill. 








Safety, Washington, which con- 
ducts the annual National High 
School Driver Education Award 
Program, 

In cases where a separate pro- 
gram cannot be set up, Brown sug- 
gested that the training might be 
given in classes in conjunction with 
the public schools, He noted that 
this arrangement had been especi- 
ally effective in Michigan and that 
it helped the state win a special 
award from his group last year. 

* * * 


Mattson Asks Construction 


Of Driver-Behavior Device 


The proposed construction of a 
driving simulator for study of a 
motorist’s reactions under controll- 
ed conditions would be a major 
advancement in the campaign for 
highway safety, according to J. O. 
Mattson, president, Automotive 
Safety Foundation, Washington. 

In his annual report to the more 
than 600 companies and industry 
associations which finance the 
foundation’s program. Mattson said 





a simulator would make possible 
important research in driver be- 
havior and the design of highways 
and motor vehicles. 

+ * * 


Rayescent Highway Sign 
Built by Westinghouse 


An electroluminescent sign de- 
signed for use in danger areas on 
highways has been built by West- 
inghouse Electric Corp. 

The portable, battery-operated 
safety device has letters, almost a 
foot high, which rapidly flash on 
and off. A red reflective material 


forms a background for the letters} « 


so that the safety sign will continue 


to be of some warning, even if the} - 


batteries should fail. 
* * * 


Massillon (O.) Safety Group 


Plans Auto Inspection 


The Massillon (O.) Traffic Safety 
Committee has approved sponsor- 
ship of an auto safety inspection 
in May in cooperation with Massil- 
lon auto dealers, police and other 
groups. 

Ruth Kane, committee president, 
said that dates and other details 
of the week-long project will be an- 
nounced later. Inspections will be 
on a voluntary basis. 
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Adjusts instantly for accurate readings 
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Proves whether brake lining is unsafe 
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Helps you clinch every possible sale 





we a 7S 


Ryan Delivers School Cars— 


a me 








E. F. Ryan, left, Ryan Rambler, Houston, delivers four 1961 Rambler Classics to E. C. 
Gates, head of driver education for the Houston Independent School District. Beside 


the cars are the instructors and students. 
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SAFE-]-GAGE makes 


even more effective 


Combine this revolutionary preci- 
sion caliper-type gage developed by 
Raybestos engineers with the famous 
Raybestos 7-Point Brake Check and 
you have a real double-barreled sell- 
ing plan. Now more than ever before 
you can make wheels off pay off. 
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in their linings! 


“Patent Pending 
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Makers Study Adoption 
Of Standardized Oscar 


By Joseph M. Callahan 
Engineering Editor 
S* automotive seating engineers have just completed an 
exhaustive anthropometric (human dimensions) study 
that may lead to the adoption of a standardized two-dimen- 
© 


sional Oscar by all the auto 


makers. 

At present each of the Big Three 
companies uses different Oscars, or 
human replicas, 
in designing car 
seats as well as 
for _ positioning 
the steering 
wheel, arm rests, 
ash trays, radio 
knobs and other 
dashboard c o n- 
trols, 

Besides leading 
to the develop- 
ment of an in- 
dustry - wide 








RELINE 4 CARS 


AND MAKE 


$42.37 PROFIT 


ON BRAKE 


~ LINING ALONE 





Oscar, this study also turned up a 
good deal of new information about 
the dimensions of the American 
male that is both interesting and 
potentially useful to the industry. 
The study, made under the direc- 
tion of the Body Activity Commit- 
tee of the Society of Automotive 
Engineers, was conducted by §S, P. 
Geoffrey, E. R. Langtry and R. J. 
Saxon, all of Ford Motor Co.; E. P. 
Biondo and M. C. Myal, both of 
General Motors, and R. C. Bazzell, 
of Chrysler Corp. American Motors 
Corp. and Studebaker-Packard 








were invited to participate but they 
declined. 

A major motive for the de- 
velopment of the standardized 
Oscar was the recent agreement 
by the auto makers to take all 
their seat measurements hence- 
forth while the seat is loaded, 
rather than in the “free trim 
contour” or unoccupied position 
as was previously done. 


With this system plus the stand- 
ardized Oscar, the auto companies 
will be able to compare the interior 
dimensions of their cars by merely 
consulting the Automobile Manu- 
facturers Assn. specification sheets 
for each car, rather than going 
through the costly and time-con- 
suming procedure of acquiring 
their competitors’ cars and labor- 
iously taking each measurement. 

Once the informal agreement 
was reached to design an industry- 
wide Oscar, the question rose as 
to which existing Oscar was the 
best. GM has been using a headless 
90th percentile Oscar—one whose 
dimensions are equal to the man 
who is larger or as large as 90 per- 
cent of the population but smaller 
than 10 percent of the population. 
Ford’s Oscar has been an 80th per- 
centile replica wearing a hat. 
Chrysler has relied on a 93rd per- 
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A New Oscar— 


Steve Geoffrey, an engineer in Ford's 
seat development activity, works with the 
new two-dimensional Oscar that may be 
standardized for all the auto companies. 

” a oe 
centile Oscar, although he was in 
a different posture than both the 
GM and Ford Oscars. 

ees 


Taller and Heavier 


A QUICK agreement was made 
that none of these Oscars was 
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Suitable and that a new Oscar 
would be created, based on the 
large volume of anthropometric 
data which rather recently had be- 
come available and which took into 
consideration the fact that Ameri- 
cans are growing taller and heav- 
ier. 

Incidentally, all Oscars repre- 
sent the American white male. 
The studies made have included 
measurements of Negros, Mexi- 
cans and Orientals, but the aver- 
age white person was found 
larger than all of these. As for 
the women and smaller men, it’s 
assumed by the seating engineers 
that they’ll use the seat tracks to 
Slide the seat forward when nec- 
essary. 

The 90th percentile man was se- 
lected because seats designed for 
him would be suitable for 90 per- 
cent of the male population. It is 
not economically feasible to design 
seats for 100 percent of the popula- 
tion because the cost of such a de- 
sign would be much greater than 
the benefits accruing from it. 

The first step in the derivation 
of the new SAE Oscar was to de- 
termine the current range in height 
and weight for American male 
drivers. 

After reviewing data from many 
sources, it was agreed that the 
latest and largest collection of 
human dimensions available was 
the Texas driver registration lists 
which had the measurements of 
190,502 Texans. 

* * * 


ny percentile distribution table 
on these male drivers revealed 
that the average or 50th percentile 
Texan was 69.45 inches tall and 
weighed 166.99 pounds. However, 
the more important man was the 
90th percentile Texan who was 73 
inches tall and weighed 200.26 
pounds. 

In all cases, the Texans had 
their boots—or their shoes—on 
and these boots or shoes caused 
them to be an average of ex- 
actly 1.02 inches taller than they 
actually were. 

Despite all the tall Texan stories, 
further studies by the engineers re- 
vealed that Texans are no taller 
than the natives of other states. 
Comparable dimensional studies 
were Made of drivers in Nevada, 
Missouri, Tennessee and Michigan. 

In order to design a functional 
mannikin, it was then necessary to 
learn the average length of the 
arms and legs for this 90th per- 
centile man. 

Ea * 
Finding Dimensions 


os was done by consulting a 
recent study, sponsored by the 
American Graves Registration 
Service, which consisted of the 
measurements of the major arm 
bones (radius and humerus) and 
leg bones (tibia and femur) of the 
cadavers of 6,717 military men who 
were killed in World War II or the 
Korean War and 615 civilians. 

The next step was to learn 
from some anatomical studies 
each of these bones’ link dimen- 
sion or distance between the 
pivot points. For instance, the 
link dimension of the average 
femur or thigh bone is 91 percent 
of the bone’s length because the 
joint is not at the very end of 
the bone. 

The important dimension of the 
new Oscar’s hip joint to shoulder 
joint was decided upon by X-raying 
12 men with 80 percentile statures 
and taking the average dimension. 
Two side views of each subject was 
taken. One was taken while the 
subject was in a seated-erect posi- 
tion and the other was taken while 
the subject was in a conventional 
car position. 

These two sets of X-rays showed 
that the average person’s body 
shrinks .84 of an inch when he 
slumps in a car seat. As a conse- 
quence, his stomach protrudes one 
inch more at this time. Both of 
these dimensions were transferred 
to the new Oscar. Precisely .57 of 
an inch of this slump was in the 
torso and .27 of an inch of the 
slump occurred between the shoul- 
der and the head. 

a * 


* 
F COURSE, the auto makers 


are not building cars for skele- 
(See TURNINGS, Page 30, Col, 4) 
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Walton Motors 
Of Chicago Joins 
Move to Suburbs 


CHICAGO.WWalton Motors, a 
large Chicago Chrysler and Impe- 
rial dealership, has opened a new 
$500,000 sales and service installa- 
tion in Skokie, Ill., in suburban 
Chicago, according to Joseph Levy, 
chairman of Walton Motors. 

Levy has closed his downtown 
dealership. 

Covering some 74,000 square feet 
of ground, the installation is locat- 
ed at 5050 Dempster Rd., just op- 
posite the Northwestern Railway 
station, which serves thousands of 
Chicago commuters daily. The 
showroom is one minute from the 
Edens-Northwestern Expressway 
complex. 

The glassed-in showroom accom- 
modates 12 new automobiles and 
has five sales offices. The 6,000- 
square-feet of service area has 
seven service lifts and 19 service 
stalls. 

Levy said plans to enlarge the 
service facility an additional 7,000 
square feet are already on the 
drawing board. 





Suburban Dealership— 

The new Walton Motors Chrysler and Imperial dealership in the Chicago suburb 
of Skokie fronts on a ful! city block at 5050 Dempster Rd., and covers 74,000 square 
feet of ground. The dealership is located one minute from the Northwestern-Edens 
Expressway complex. The expressway route puts Walton 15 minutes from the heart 


of Chicago's loop. 
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Growing Dealerships .. . 


Auto Dealer Expansions 


8,000-square-foot building, The lat- 


MISHAWAKA, Ind. Jordan 
Motors, Inc. has opened a 7,000- 
square-foot addition to its service 
facilities. The new quarters enable 
the dealership’s 18 mechanics to 
service 65 cars a day, according to 
Jordan Kapson, president. 


New equipment includes five 
hoists, two lube racks and wheel 
balancing devices. Three stalls have 
been added to the body shop, and 
a new waiting room for customers 
features a television set. 

K * * 


Service Area Expanded 
By Ibbotson-Ritchie 


BUFFALO, Ibbotson-Ritchie, 
Inec., 2880 Sheridan Drive, has ex- 
panded its facilities to enlarge the 
service department and parts de- 
partment and provide for a body 
shop. 

The building now covers 20,000 
square feet on a 2%-acre plot. The 
dealership started in 1956 with an 
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Boyertown “Better Built’’ Truck Bodies 


Because there is a difference between 
a truck body and the Boyertown 
“Better Built” quality truck bodies 
which are the product of 88 years of 
experience and conscientious effort 
in building delivery bodies to meet 
the most varied demands. 
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Write for full descriptive 
‘Better Built”? Truck Body 
information today. 
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Retail Step In Delivery Body 





Because they are built of High 
Strength Alloy Steel, which means 
your truck customers receive the 
advantages of 30% lighter weight, 
increased strength and durability 
and four to six times greater cor- 
rosion resistance than in bodies 
constructed of commonly used mild 
steel. This means longer life, lower 
maintenance cost and longer paint 
life at no additional cost to your 
customers. 


Because of their functional design, 
Boyertown “better built” bodies 
will meet 99% of your customer’s 
particular delivery truck problems. 
A Boyertown Sales Engineer is al- 
ways available to assist you and 
your customer with these problems 
when needed. 


Because in Boyertown’s complete 
line of 21 basic body models and 
sizes you have the truck body your 
customers need and want. 
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AUTO BODY WORKS Inc 
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YYFRTOWN PENNA 





Phone Boyertown FOrest 7-2146 
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Beyeriown, Pa. 59 


|contains six modern offices. 











est expansion did not affect the 
showroom. 
* * * 


Frizzell Pontiac Buys Site 


For New Dealership 

HOUSTON.—Ivan Frizzell, presi- 
dent of Frizzell Pontiac, Inc., has 
purchased three acres of land for 
about $200,000 as a site for a new 
dealership. 

Construction will begin this 
spring, with completion scheduled 
for September, 1962. Total invest- 
ment is estimated at $400,000. 

Eo & * 


Hine Pontiac Opens 


New Dallas Facilities 


DALLAS. — Hine Pontiac has 
opened its new facilities at 2100 
Cedar Springs. President John 
Hine has been a Pontiac dealer 
since 1942, 

The new facilities cover more 
than four acres. The shop has 56 
stalls and 26 lifts, the parts depart- 
ment has a $100,000 inventory and 
the showroom displays 15 cars at 
a time, Hine said. 

* * * 


Courtesy Getting New Home 


SAN DIEGO.—Courtesy Chevro- 
let of Los Angeles will occupy a 
$200,000 dealership being construct- 
ed in the Mission Valley Center. 

* * * 


O’Keefe Motor Is Building 


KALAMAZOO, Mich. — O’Keefe 
Motor Co. (Lincoln-Mercury- 
Comet) is putting up new head- 
quarters at 1000 Portage. Grand 
opening has been scheduled for 
May 15. Additional space has been 
acquired across the street for used- 
car display and sales. 

* * * 


Larger Church Motors 


Opens in Toronto 

TORONTO. —M. G. Church has 
opened his renovated Church Mo- 
tors on Bloor St. W. 

Construction of the new prem- 
ises, which adds one-third to the 
floor space of the showroom, serv- 
ice and parts departments, started 
in October. Church Motors is near 
the site of the western terminus 
of the Bloor subway. Church has 
been there for 16 of his 30 years 
in the car business. 

* * * 


Maine Chevrolet Deal 


Offers Night Service 


LEWISTON, Me.—Puritan Chev- 
rolet is offering night service one 


|}evening a week in a move that is 


new to this area. Wednesday is the 
‘Jate night,” with the shop remain- 
ing open until 2 a.m. 

Jack Davis, Puritan vice-presi- 
dent and general manager, Said, 
“A lot of people in this area can’t 
get their cars repaired during the 
daytime. The night hours also help 
truckers who can’t spare their 
vehicles during the day.” He said 
the night service may be extended 
if the volume of business warrants 
it, a a ak 

Barton Revamps Layout 

SPOKANE. Remodelling at 
Barton Oldsmobile, W. 916 Second 
Ave., has been completed. The 
space formerly occupied by a single 
office and conference room now 
Im- 
provements in the body shop in- 
clude larger stall areas for mechan- 
ical work and a storage warehouse. 
Al Perrault is general manager. 


Rambler Ouilet Renovated 


SACRAMENTO, Calif. — Barron- 
Smith Rambler, owned by J. R. 
Barron and George E. Smith, has 
moved from 1622 K St. into a 
remodelled building at 18th and K 
Sts, The building provides 53,000 
square feet of space and was reno- 
vated at a cost approximating 
$40,000. 


* * * 

Union Motor Co. Moves 

TWIN FALLS, Id.—Union Motor 
Co. (Ford), has moved to a new 
location in Twin Falls after a 
$35,000 remodelling job of the new 
building, according to J. G. Roth, 
president. 
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Volvo Takes Over in Canada... 





Import-Car News Notes 


OLVO (CANADA) LTD., a new 

company, has been named ex- 
clusive- importer of all Volvo auto- 
motive products in Canada. Bertil 
Bengtsson has been appointed 
president. 

Volvo has purchased the assets 
of Auto Imports (Swedish) Ltd., 
which has been Canadian distribu- 
tor since 1957. 

The main office of the Volvo op- 
eration has been moved to Toronto 
from Vancouver, with D. W. Samuel 
as general manager. 

Bengtsson said the company ex- 
pects sales this year of more than 


4,000 units of the Swedish automo-; 


bile in Canada and plans to double 
its dealer total by the end of the 
year. 
* * *~ 

a= HOGMAN, Volvo Import 

president, says Volvo sales in- 
creased in a number of market 
areas in January, such as Connecti- 
cut, Massachusetts and New York. 

Volvo was the third largest sell- 
ing import in Connecticut in Jan- 
uary, fourth largest in New York 
and fifth largest in Massachusetts, 
Hogman said. Sales in New York 
alone increased almost 60 percent, 
he reported. 

Nationally, Volvo sales in Jan- 
uary totalled 679 this year and 
1,138 last year. 

* * * 
OBERT ABBOTT has been 
named regional sales manager 
for Volvo by Eugene V. Klein, chair- 
man of the board of Auto Imports, 
Inc., Sherman Oaks (Calif.) dis- 
tributor for the 13 western states. 


Abbott will headquarter at Auto 
Imports Northern Division, Inc., 
1557 Pine Street, San Francisco. 

* * ok 


pes 150 cars participated in an 
unusual three-way rally in Bos- 
ton sponsored by Volvo Distrib- 
uting, Inc., on Sunday, March 12, 
as part of Volvo’s “Winter Carni- 
val” sales promotion campaign in 
the area. 

Starting at three different loca- 
tions in Massachusetts and Rhode 
Island and winding up with a buf- 
fet dinner, the rally tied in nine 
of Volvo’s most active dealers 
within a 75-mile radius of Boston. 


Starting points for the rally, on 
which Volvo owners were invited 
to bring their friends as navigators 
and observers, were: Moone Motor 
Sales, East Greenwich, R. I., Gene 
Brown Motors, Inc., Newton Center, 
Mass., and Jaffarian’s Auto Service, 
Haverhill, Mass. 

Check points along the way in- 
cluded: Foreign Cars, Ltd., Provi- 
dence; Picard Motor Sales, Woon- 
socket, R. I.; Auto Show Inc., See- 
konk, Mass.; Lee Chevrolet Foreign 
Car Sales, Wellesley, Mass.; Auto 
Engineering, Inc., Lexington, Mass., 
and Dalzell Motor Sales, Norwood, 
Mass. 

ed * * 


Vancouver Imports 


rors cars, which dropped 
considerably in numbers after 
the introduction of American com- 
pacts, are showing an upward 


trend again, according to A. E. 
* * * 











Minnis, executive vice-president, 
Vancouver Wharves, Ltd. 

This company has been handling 
many British and European cars 
shipped to Vancouver, B. C., for 
distribution to Western Canadian 
points. 

Minnis said shipments of British 
cars recently dropped from around 
8,000 per month to about 2,000. 
Shipments now are steadily in- 
creasing in volume, he added. 

* * . 
Triumph 
EVEN dealers in six states have 
received Triumph franchises. 
The new dealers are: 

Peter Satori of Santa Barbara, 
Inc., Santa Barbara, Calif.; Farga- 
son Motors, Inc., Baton Rouge, 
La.; Goldman Bros, Auto Sales, 
Inc., South Attleboro, Mass.; 
Greenberg Motor Sales, Ruffin, 
N. C.; Yarborough Motor Co., Inc., 
Fayetteville, N. C.; Redding’s Im- 
ported Motors, Shippensburg, Pa., 
and Easterling Motors, Inc., Har- 
lingen, Tex. 

* + oe 
Renault 


EORGE E. BROWN has been 
appointed parts and service 
manager of Renault, Inc., New 


| York. 


In his new capacity Brown will 
supervise Re- 
nault’s national 
network of field 
service personnel 
and parts depots. 
He also will be in 
charge of parts 
merchandis- 
ing and distribu- 
tion, the service 
training program 
and the technical 
customer relations 
and warranty de- 





George E. Brown 
partments. 

Before joining Renault in Sep- 
tember, 1959, Brown served with two 
American auto manufacturers for 
11 years, holding various service 
and management posts, several of 
which were national] in scope. 

* * * 


Volkswagen 


OHN BARRY DISTRIBUTOR, 

INC., distributor for Volks- 
wagen in four states, has opened 
new headquarters at 9550 True 
Drive, Overland, Mo., a suburb of 
St. Louis. 

The company handles 29 dealer- 
ships in Missouri, Arkansas, Kan- 
sas and Nebraska. 

The first floor contains 40,000 
square feet and includes a huge 
parts warehouse. John Burghardt, 
general manager, said the company 
maintains a $700,000 parts inven- 
tory for fast shipment to dealers. 

There is also on the first floor 
a complete classroom containing 
blackboards, desk tables and visual 
aid equipment. Barry holds classes 
for dealer personnel in mainte- 
nance, service, parts and book- 
keeping. 

Model parts and service pro- 
cedures are displayed and cut- 
away models of cars and engines 

are employed in the classroom. 
Three German factory field tech- 


* * * 





Disc Brakes on Mercedes-Benz 300-SL— 


A hydraulic, four-wheel disc braking system (Dunlop), with ATE booster T 50/26, 
was installed on a Mercedes-Benz 300-SL shown at the recent Geneva Automobile 
Salon, Disc brakes were installed at both the front, left, and rear, right, suspensions. 
Brake boosting takes place via the intake pipe under pressure. The hand brake 
system has two auxiliary brake shoes operating on the discs of the rear braking 
system. These are actuated via a lever transmission and a cable by a hand brake 
lever between the front seats. At present, disc brakes are being confined to the 


300-SL and 220-SE coupe models. 











nicians, two mechanics and a 
parts expert have their offices 
here. 

The second floor, containing 9,000 
square feet, includes a conference 
room, reception area and four ex- 
ecutive offices. The second floor 
also houses a subsidiary, Genuine 
Factory Parts Co. 

John Barry, which distributes 
about 9,000 automotive units a year, 
continues to expand. This location 
is the fourth one for the company. 
Officers are: John Barry, president; 
Fred Vincel, executive vice-presi- 
dent; Jack Heitman, sales man- 
ager, and Bob White, advertising 
manager, 

* Ea * 

s beemes JOHNSON has been pro- 

moted to wholesale parts field 
representative for Riviera Motors, 
Portland, Ore., Volkswagen distrib- 
utor for Oregon, Idaho (except the 
extreme northern portion), Montana 
and Southwest Washington. 

Johnson replaces Terry Bucholz, 
who has been transferred to Rivi- 
era’s retail sales staff. 

* * * 
OLKSWAGEN of America has 
published a 60-page brochure, 

“The Owner’s Viewpoint,” contain- 
ing a series of fully documented 
case histories on the economy and 
general performance of VW trucks 
in typical use in 15 industries. 

Copies are available from Volks- 
wagen of America, Englewood 
Cliffs, N. J., as well as from VW 
dealers throughout the United 


| States. 


* * * 


To. appointment of three new 
Volkswagen dealerships in New 
Jersey has been announced. They 
are: 

Foster & O’Reilly, Inc., Millville; 
C. J. Dillon, Inc., Caldwell and Hal- 
eyon Motors, Inc., Flemington. 

* * * 


Borgward 


by pod dealers signed to handle 
Borgward products include the 
following: 

Earle G. Ward Auto Parts, 650 
S. Capen Ave., Winter Park, Fla.; 
Taylor Motors Co., 2100 S. Dixie, 
West Palm Beach, Fla.; Bud Im- 
ported Cars, 9308 S. Dixie Hwy., 
South Miami, Fla.; McLendon (Im- 
ports) Motors, 507 S. Ft. Harrison, 
Clearwater, Fla.; Don Allen Enter- 
prises, Garden St., Pensacola, Fla., 
and Ray Carter Motors, 1317 Harri- 
son, Panama City, Fla. 

Pearson Motors, S.W. Broad & 
Dauphin, Mobile, Ala.; Mutual Mo- 
tors, Inc., 1257 Telfair St., Augusta, 
Ga.; McClellan’s, 2894 Stewart St. 
S.W., Atlanta; Thornton Motor Co., 
Columbus, Ga.; Southeastern 
Sports Car Center, 500 W. Peach- 
tree St., Atlanta, and Dave Ostrem 
Imports, Inc., 1119 Locust St., Des 
Moines. 

E&B Auto Sales, 3692 Airline 
Rd., Muskegon, Mich.; Lutgen Im- 
port Center, 1644 “O” St., Lincoln, 
Nebr.; Rice Auto Sales, 1440 S. Elm 
St., Greensboro, N. C.; Jack Davis 
Motors, 1000 Palton Ave., Asheville, 
N. C.; Brown’s Motor Co., 1410 W. 
Morehead S&t., Charlotte, N. C.; 
Dickey Distributing Co., 2719 West- 
heimer Rd., Houston, and O’Neals 
Imported Autos, 4029 Ayers St., 
Corpus Christi, Tex. 

H & H Motors Sales, 36th & By- 
pass, Marion, Ind.; Jim Kelly Mo- 
tors, Inc., 1819 S. Calhoun St., Ft. 
Wayne, Ind.; Higgins Motors, 831 
E. Lusher, Elkhart, Ind.; Tom 
Roddy Imported Cars, 17121 Way- 
zata Blvd., Wayzata, Minn.; Madi- 
son Smith Sports & Imports, Inc., 
1710 Broad St., Nashville; John 
Tune Import Motors, Inc., 1314 
Broadway, Nashville, and Capitol 
Motors, Lee Hwy., Chattanooga, 
Tenn. 

John Copeland Motor Co., Granby 
at 36th St., Norfolk, Va.; West Vir- 
ginia Motor Sales, 110 Virginia St. 
E., Charleston, W. Va.; Import Mo- 
tors, Inc., 234 New Circle Rd., Lex- 
ington, Ky.; Francis Motor Co., 415 
N. Coit St., Florence, S. C., and 
Hutchinson Motors, 761 Union Ave., 
Laconia, N. H. 

* * 
Rolls-Royce, Bentley 


OLLS-ROYCE, INC., said that 
sales of Rolls-Royce and Bent- 
ley cars in the United States in- 
creased in 1960 for the fourth 
straight year. The company report- 
ed 618 retail deliveries last year 


crease over 1959, 





Toledo Honors Firm— 


The Toledo Area Chamber of Com- 
merce honored the Textileather Division, 
General Tire & Rubber Co. for its 50 
years in the coated fabric industry. John 
N. Richards, left, C. of C. president, holds 
the specially-designed Community Award 
plaque which he presented to Jules D. 
Lippman, center, Textileather general man- 
ager. J. E. Powers, right, General Tire 
vice-president, plastic operations, was an 
honored guest at the presentation cere- 
mony. A_ special commemorative cake 
shown here was served. It was decorated 
with Textileather’s 50-year symbol. 
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Banks Note Dip 


In Delinquencies 
On Auto Loans 


NEW YORK.— The delinquency 
rate on auto loans from the na- 
tion’s banks dropped in January, a 
survey by the American Bankers 
Assn. shows. 

Of loans obtained through auto 
dealers, 1.75 percent were delin- 
quent at the end of January, com- 
pared to 1.76 percent a month 
earlier and 1.62 percent a year 
earlier. 

Of loans obtained directly from 
banks, 1.11 percent were delin- 
quent at the end of January, com- 
pared to 1.15 percent a month 
earlier and 0.93 percent a year 
earlier. 

Four other classes of bank loans 
to consumers were covered by the 
survey. Three showed decreases in 
the delinquency rates during Janu- 
ary and one showed an increase. 
The rates for all four nonautomo- 
tive classes remained above those 
for the two automotive classes. 

The association commented: “The 
current problems should be cause 
for some concern and alertness but 
there is absolutely little ground for 
alarm or panic.” 





Mobile Dealership Office 


Tours Shopping Centers 


By C. Thomas 
Staff Correspondent 

EL PASO, Tex.—A mobile “Swap- 
pin’ Wagon” drums up business for 
El Paso Ford at shopping centers 
and in house calls throughout the 
El Paso area. 

The office on wheels, a con- 
verted Econoline bus, was the 
idea of Joe Zink, El Paso Ford’s 
sales manager. It was equipped 
with a desk and mobile phone 
and is manned by a salesman 
qualified to make appraisals. 
When the “Swappin’ Wagon” vis- 


Volvo Introduces 
4-Speed Box with 
Equalized Ratios 


ENGLEWOOD CLIFFS, N. J. — 
A new, smoother-handling standard 
transmission and revamped interior 
appointments are now being offer- 
ed on Volvo sedans. 

Designed especially for the 
United States market, the new 
Volvo transmission, called the 
M-40, is marked by equal spacing 
of the four forward gears. The 
change involved increasing the 
gear ratios of first and second 
gears to 3.13 and 1.99, respectively, 
and lowering the third gear ratio 
to 1.36 to one. Fourth gear remains 
one-to-one, and reverse 3.25 to one. 

An optional clutchless transmis- 
sion, the Saxomatic, was announc- 
ed earlier. 

New interior appointments are 
highlighted by raised-contour buck- 
et seats in front that mold them- 
selves to fit individual body con- 
tours. New rear seats on the 
four-door 122-S sedan also include 
a foldback center arm rest, 














ITANA LO 5.6539 


Office on Wheels— 


The ‘“Swappin’ Wagon,” 








its a shopping center, salesmen 
usually tag along in their demon- 
strators. Thus, they can offer pros- 
pects a demonstration ride, an ap- 
praisal of a tradein, and wrap up a 
deal as soon as the main office is 
contacted by phone for approval. 

When the deal begins to take 
shape, a sales contract is written 
up just as if the parties were in 
the dealership. While the prospect 
waits, details are phoned in to the 
sales manager and a credit check 
is made. 

The sales manager usually calls 
back within 30 minutes, either to 
accept or reject the deal. 

In the evening, the “Swappin’ 
Wagon” visits residential areas. 
Names and phone numbers of 
residents are checked with the 
aid of a cross-index directory, 

A call is placed to a particular 
homeowner and he is invited to 
step outside his door and discuss a 
new Ford with the salesman at the 
curb, 

“This cold spearing accounts for 
many live leads for our salesmen 
to follow up,” said Zink. “Doing it 
this way softens up the salesman’s 
attitude toward cold spearing.” 

Within 15 days of the unit’s in- 
troduction, he continued, the 
“Swappin’ Wagon” had accounted 
for the sale of two trucks at a live- 
stock show and rodeo, two Galaxies 
and a Falcon at two shopping cen- 
ters, and two Econoline buses at 
the El Paso YMCA. 

Figuring depreciation at $80 a 
month, Zink said, it is estimated 
that the unit costs El Paso Ford 
between $4 and $5 a day to operate, 
including a $33-a-month phone bill. 


El Paso Ford's office on wheels, caters to prospects at the 


; Texas city’s shopping centers and at the prospect's homes in cold-spearing visits dur- 
and claimed it was a 35 percent in-|ing the evening hours. The unit is a converted Econoline bus and is equipped with 


|a desk and mobile phone. 
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Already a sales leader...198,Q0Q0O COMETS 


We at Ford Motor Company wish to express our warmest congratulations sh 
pany I g 


to Mercury-Comet dealers everywhere. Due in large measure to your sa 
outstanding salesmanship and merchandising ability, Comet has enjoyed Ce 
one of the most successful first birthdays in automobile history! ov 
The first anniversary of the Comet a few weeks ago found this bright and TI 
sprightly compact a significant sales success, with no less than 198,000 Ce 
units sold in a mere 12 months. pr 
Aside from your exceptional salesmanship, what is the secret of Comet’s = 

Ar 


success? Extra value! Comet advantages cover the whole range of owner- 
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S SOLD DURING FIRST YEAR! 


ship. Fine-car styling! Family-size comfort! Big-car ride! Real dollar- 
saving economy! Lasting quality! These and other advantages have given 


Comet the highest resale value in its field . . . the lowest net cost of 


ownership of any six-passenger compact. 

The many superior features of the Comet, the Mercury and the Lincoln 
Continental are another example of Ford Motor Company’s policy of 
providing its dealers with the best possible products to fit today’s changing 
market. 


Another reason why it’s great to be a dealer in the Ford Family of Fine Cars. 








THE AMERICAN ROAD, DEARBORN, MICHIGAN 


FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY Ford «Faicon « Thunderbird « Comet 
Mercury «. Lincoln Continental « English Ford Line « Ford Trucks e Industrial Engines 
Farm and Industrial Tractors and Equipment e Special Military Vehictes 
Aeronutronic— Products for the Space Age «The American Road Insurance Company 
Ford Motor Credit Company 
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Auto Personnel 





Ford Motor Names Leestma 


To Marketing Position 

Clifford S. Leestma has been ap- 
pointed marketing operations con- 
sultant on the marketing staff of 
Ford Motor Co. 

Leestma most recently was execu- 
tive assistant to the Great Lakes 
regional sales manager, Ford Divi- 
sion, and formerly was Ford Divi- 
sion national business management 
manager. 

* a ed 
AMC Appoints McMichael 
Philadelphia City Manager 

James F. McMichael has been ap- 
pointed city manager for American 
Motors Corp.’s Greater Philadelphia 
area. He formerly was sales pro- 
motion manager for the Phila- 
delphia zone. 

McMichael joined AMC in 1947 
as a service representative with 
the Philadelphia zone. In 1949 he 
was named district manager, and 
in 1959 was appointed sales promo- 
tion manager. 

* * * 
Delco Moraine Promotes 


Kettering and Hovorka 

Two promotions have been an- 
nounced by General Motors Delco 
Moraine Division. They are: 

Ross Kettering, service manager, 
and James Hovorka, automotive 
assemblies sales manager. Ketter- 
ing succeeds C. T. Sillin, who will 
conduct market surveys’ and 


handle other special assignments. 
* * bd 


GMC Makes 5 Appointments 


In Main Office, Field Posts 


The appointment of J. Branch 
Mosely as national fleet sales man- 





Ralph O. Moore 


ager and Ralph O. Moore as east- 
ern regional sales manager for 
GMC Truck & Coach Division was 
announced by R. C. Woodhouse, 
general truck 
sales manager. 

He also ap- 
pointed Hugh M. 
Surratt to the 
newly created 
post of national 
manager of GMC 
factory truck 
branches. Other 
appointments 
were George W. 
a Sheldon to zone 
Hugh M. Surratt manager at St. 
Louis; Robert A. Merz, zone man- 
ager at Portland, Ore., and Arthur 
P. King, administrative assistant to 
the general sales manager. 

* * 


J. Branch Mosely 





* 


Ford Names McClanathan 


Denver Sales Manager 

Joseph W. McClanathan has been 
appointed district sales manager in 
Denver for Ford Division, to suc- 
ceed C. H. Arnold. 

McClanathan has been with Ford 
since 1946 and comes to Denver 
from Kansas City, where he has 
been executive assistant to the re- 
gional manager since 1956. Arnold 
was promoted to dealers relations 


Tempest Buyers 


Prefer the ‘Four’ 


PONTIAC. — Pontiac announced 
that 98 percent of Tempest buyers 
are choosing the four-cylinder en- 
gine. 

The Tempest four, a 195-cubic- 
inch unit, is the right-hand bank 
of Pontiac’s regular V-8. It is 
available with automatic or man- 
ual transmission, and horsepower 
ranges from 110 to 155. 

Tempest buyers also may order 
the aluminum V-8 engine that is 
used in the Buick Special and the 
Oldsmobile F-85. The V-8 is $216 
extra, including federal tax. 








manager at Ford headquarters in 


Dearborn. 
* * * 


Naugatuck Names McCabe 


To Head New Detroit Office 
Robert F. McCabe has_ been 


named manager of the newly 


established Detroit district sales 
office of the Naugatuck Chemical 
Division, United 
States Rubber 
Co. He had been 
manager of auto- 
motive industry 
sales for the divi- 
sion. 
Alfred J. 
borough jr. has 
been named a 
technical sales 
representative on 
‘ the Detroit dis- 
Robert F. McCabe trict staff. He 
was with Cadillac Plastic & Chem- 
ical Co, before joining Naugatuck 
last October. 


Ros- 





es 


Labyak Is Grizzly Rep 


Raymond J. Labyak has been ap- 
pointed Grizzly Brake Division 
district manager of the Washing- 
ton-Oregon-Idaho-Western Mon- 
tana area. 

* * * 


Ford Credit Names Volpe 


Branch Office Manager 


Joseph C. Volpe has been ap- 
pointed manager of Ford Motor 
Credit Co.’s Newark (N., J.) branch 





New Firm to Run 


Piggyback Docks 


CHICAGO, — A new company — 
T.O.F.C., Ine. (standing for Ter- 
minal Operating Facility Company) 
—has been formed here to facili- 
tate the shipment of freight by co- 
ordinating truck and railroad fa- 
cilities. 

It was organized to finance, con- 
struct and operate piggyback load- 


ing and unloading terminals. Fifty | 


percent of the company is owned 
equally by six of the larger motor 
carriers in the United States— 


Cooper-Jarrett, Inc., Chicago; Den-| 
ver-Chicago Trucking Co.. Denver; | 
Eastern Express, Inc., Terre Haute, | 
Ind.; Midwest Emery Freight Sys- | 
tem, Inc., Chicago; Interstate Sys-| 


tem, Grand Rapids, and Spector 
Freight System, Inc., Chicago; and 


50 percent by Rail-Trailer Co.,| 
in the develop-| 
ment of piggyback transportation. | 


Chicago, pioneer 

The Erie-Lackawanna Railroad, 
operating between New York and 
Chicago, will provide rail services 
for the motor carriers and has 
worked out joint routing arrange- 
ments, Erie-Lackawanna and 


T.O.F.C. together are financing the 


construction of piggyback termi- 
nals in Chicago and Jersey City. 


Yr 


Oldsmobile Dealers, Officials 


office. Newark represents the 27th 
branch office of the company to 
open. 

Before joining Ford Motor Cred- 
it, Volpe was assistant treasurer of 
Somerset Trust Co. Somerville, 
N. J. Prior to that, he was em- 
ployed by Bankers Commercial 
Corp. 


* * * 


Bear Mfg. Names Parke, 


Even to District Posts 

Paul Parke, Overland Park, 
Kans., has been named district rep- 
resentative for Bear Mfg. Co. in 
charge of product distribution and 
service in Kansas and Western 
Missouri. 

Jay Even, Alton, Ia., has been 
named to a similar post in Nebras- 
ka, Western Iowa and part of 








Kansas. 
* * * 


Eaton Picks Jacobs to Head 





Automotive Gear Division 


Robert C. Jacobs, assistant gen- 
eral manager of the Automotive 
Gear Division of Eaton Mfg. Co. 
since 1959, has been promoted to 
general manager. 

He succeeds G. Willard Frame, 
who has retired after 36 years as 
an automotive gear executive. 
Jacobs, 39, has been with the divi- 
sion since 1946. 

* bd * 


Federal-Mogul Division 


Names Kietzer Sales Chief 


Herbert H. Kietzer has been 
appointed sales manager of the 
Federal-Mogul Division, Federal- 
Mogul-Bower Bearings, Inc. He 
succeeds Thomas 
J. Marshall, pro- 
moted to the new 
position of direc- 
tor of market re- 
search and plan- 
ning for FMB. 

Kietzer joined 
the Federal-Mo- 
gul Division in 
1947 as an orig- 
inal equipment 
salesman in 
Cleveland, He 





H. H. Kietzer 
later was transferred to Chicago, 
and was brought to Detroit in 1958 
as Western district sales manager. 
He is a member of the Society of 


Automotive Engineers. 
* * * 


McCord Shifts Graybiel 


The appointment of M. R. Gray- 
biel as assistant sales manager of 
the Replacement Division of 
McCord Corp. has been announced. 
Graybiel has been the Chicago dis- 
trict manager for the past 16 years. 

* * * 


Rave Appointed Manager 


Of Dow Metals Department 


W. J. Rave has been appointed 
manager of Dow Chemical Co.’s 
newly established Metals Depart- 
ment, and Hilary A. Humble has 
been named sales manager. 

The department will be re- 
sponsible for various Dow activities 
in magnesium and other primary 
metals, the company said. It will 





Form Club— 





be separate from the Dow Metal 
Products Co. Division. 
* * * 


Walker Appoints Curry 
In Original-Equipment Sales 


Rex L. Curry has been named di- 
vision sales manager of Walker 
Mfg. Co.’s Original Equipment 
Sales Depart- 
ment, 

His headquar- 
ters will be in 
Detroit, Curry 
formerly was 
sales engineer in 
the Detroit area 
and with DeLuxe 
Products Corp., a 
Walker subsid- 
iary. He replaces 
Henry M. Porter, 
who will remain 


i 
Rex L. Curry 
in the company’s Original Equip- 
ment Division on special assign- 
ment. 


* * * 


IH Appoints Patterson 


Charles H. Patterson has been 
appointed Sacramento branch 
manager of International Harvester 
Co. 


Ss: & 


Baker Purchases Control 
Of Brass Fittings Firm 


James M. Baker, former general 
manager of the Fort Wayne Divi- 
sion of Weatherhead Co., has pur- 
chased a controlling interest in 
Fittings, Inc., an Andrews (Ind.) 
manufacturer of brass fittings, and 


Turnings 
(Continued from Page 25) 


tons so the X-rays were also used 
to get the flesh-line contour of each 
subject’s back from the lumbar re- 
gion to the buttocks. The average 
flesh line was used for Oscar. 

Also taken into consideration 
was the pivot point of the head. 
This computation turned out to 
be very complex because this 
Pivot point is constantly subject 
to change, depending on the posi- 
tion of the body and the move- 
ment made, 

An interesting point developed 
by these studies is that Americans 
are growing larger, not because 
they’re growing faster, but because 
they’re growing for a longer time— 
until the age of 22 on the average, 
compared to the age of 18 some 
time ago. 

The study also revealed that the 
average adult shrinks 1/40 of an 
inch each year, beginning at the 
age of 30. 

Copies of the new two-dimension- 
al Oscar have now been completed 
and submitted to the managements 
of the three companies for their 
approval or disapproval, It’s possi- 
ble this decision may be deferred 
until further studies will permit 
the making of a standard three- 
dimension Oscar. 


Don’t miss the Auto Dealer Changes col- 
umns, They’ll keep you abreast of what 
is happening in the field. 





Oldsmobile men in the Miami-Palm Beach (Fla.) area last year formed a ‘‘First Tuesday Luncheon Club" which meets from 
December through April at the Lago Mar Hotel in Ft. Lauderdale. Dealers and factory representatives—both past and present— 


turned out in record numbers for the March meeting to renew old acquaintances. Anyone interested in affiliating is invited to 
contact M. J. O'Connor, P. O. Box 688, 440 Olive Way, Boca Raton, Fla. Front row, from left, are Mike Minno; Harold Hidlay; 
John Coleman; J. L. Taylor; Orin B. Hayes; Art Hickey; Ben Jerome sr.; Stan Roper; Bill Loudon; Leo Linehan, president, Linehan 
Oldsmobile, New Rochelle, N. Y., and O'Connor, retired Oldsmobile assistant general sales manager. Back row: Chet Fryxell; 
T. Irving Johnston; Sid Crellin; Tom Brogan, president, Brogan Oldsmobile-Cadillac, Paterson, N. J.; George Davis; Paul O'Brien; 
David E. Ralston, retired Oldsmobile general sales manager; Charles Collins; Ed Knobloch; Hubert Bates (guest), president Ameri- 
can Bank & Trust, Lansing, Mich.; Doran P. Brother, board chairman, D. P. Brother Advertising; Herb Trevellyan, former dealer 
and retired Oldsmobile assistant general sales manager; E. T. Smith; Ray Morse; Sam Potter, vice-president and general manager, 


Potter Oldsmobile, North Miami, and Ray 


Whiteleather. 








has been named president of the 
company. 

Four other former Weatherhead 
executives have joined Fittings: 
M. J. Kaufman as manufacturing 
vice-president, Alfred A. Colbert 
as financial vice-president, John 
F. Hoine as sales manager and 
William A. Hertel as chief en- 
gineer. 

* eo * 
Morrow Named President 


Of Rental-Leasing Group 
Winston V. Morrow jr. was 

named president of the Car & 

Truck Renting & Leasing Assn. at 


the seventh annual meeting in 
Chicago. 
Morrow is executive vice-presi- 


dent of Avis Rent-a-Car System. 
The association is a national trade 
organization with headquarters in 
Chicago. Over 325 members of the 
car and truck rental and leasing 
field are represented from the 50 
States. 
OK * eS 


GMAC Names Reeder 


Donald D. Reeder has been ap- 
pointed branch manager of the 
General Motors Acceptance Corp. 
office in Waycross, Ga. He suc- 
ceeds Ernest W. Jackson, who has 
been transferred to the Jackson- 
ville (Fla.) branch office. 

a ok oe 


AC Promotes Decker 


Joseph K. Decker has_ been 
named equipment sales manager 
for AC Spark Plug Division, suc- 
ceeding O. F. Frost, recently 
named an assistant general sales 
manager at Buick. Decker had 


been purchasing director. 
* ed Ea 


Bradley Heads Board 


Harry R. Bradley has_ been 
named chairman of the dealer 
policy board of Ford of Canada. 
Most recently, he was manager of 


the central region for the company. 
* * * 


L-M Appoints Bromley 


Lincoln - Mercury has appointed 
Carlton A. Bromley retail manage- 
ment manager for the Buffalo dis- 
trict. He succeeds Robert J. Smith, 
now a national business manage- 
ment specialist in the L-M gen- 


eral sales office, Dearborn. 
* * * 


Marshall in New Position 
A new corporate staff position, 
director of market reSearch and 
planning, has been established at 
Federal - Mogul- Bower Bearings, 
Inc. Thomas J. Marshall, a veteran 
of 30 years with the organization, 
has been named to the post. 
* * * 
Meissner Joins Superior 
Superior Coach Corp., Lima, O., 
has announced that H. E. A. Meiss- 
ner has joined its International 
Division as a Latin American sales 
representative. 
* ok 


Napco Names Berger 
Sam D. Berger has been ap- 
pointed vice-president of the 
Automotive and Special Parts 
Division, Napco Industries, Minne- 
apolis. 
ok * ok 


Chevrolet Ups McKee 


W. A. McKee has been promoted 
from Chevrolet Houston city sales 
to Southern zone manager, with 
headquarters in Atlanta. 


Air Conditioning 
Association Notes 


Name Change 


DALLAS.— The Automotive Air 
Conditioning Manufacturers Assn. 
has changed its name to Automo- 
tive Air Conditioning Assn. 

When the association was formed 
in 1955, said D. A. Brown, execu- 
tive director, it included only man- 
ufacturers. Component manufac- 
turers and suppliers are now 
affiliate members. 

The name change, said Brown, 
was necessitated by the broadened 
scope of the association’s work. 

This, he said, now includes mar- 
ket research, industry statistics, 
component reports, credit reports, 
public relations, setting of engi- 
neering standards for the industry 
and co-sponsorship of the annual 
auto air conditioning forum in con- 
junction with the Society of Auto- 
motive Engineers. 





What's New... 


In Parts and Accessory Distribution 


Brake Firm to Sell | 


Metal Linings 


Charter members of the associa- 
tion are 21 wholesalers. 
ok * *” 


Willys of Canada Opens 


CLEVELAND.—S. K. Wellman Toronto Factory Branch 


Co. announced that it will soon 
inaugurate a test sales campaign in 
Los Angeles, preliminary to intro- 
ducing a new type, powdered-metal 
brake lining to the passenger-car 
market, 

Wellman, which produces all- 
metal brake linings, brake blocks, 
clutch plates and facings, previ- 
ously confined its sales to the 
truck, construction and farm ma- 
chinery, aircraft and_ industrial 
fields, 

The company has been engaged 
in development of powdered metal 
passenger car linings for several 
years, according to Wade E, Can- 
field, sales vice-president. He said 
that the new linings, to be offered 
under the tradename “Velvetouch 
Metalik,” have successfully oper- 
ated over 43 million miles during 
the past two years on an experi- 
mental basis. 


Wilkinson — 
ASIA Director 


CHICAGO, — J. K. Wilkinson, 
president of Pomona Motor Parts, 
Pomona, Calif., has been elected a 
wholesaler director of the Automo- 
tive Service Industry Assn, for a 
three-year term. 

The appointment, by the presi- 
dent of ASIA and confirmed by 
the board, was made possible be- 
cause of a change in the associa- 
tion’s by-laws which now estab- 
lishes the Canadian director as an 
ex-officio member of the board. 

The addition of Wilkinson to the 
board will give greater representa- 
tion to ASIA wholesaler members 
in the Western region. 

ca * * 


Cities Service Offers 


Profit Tips for Jobbers 

NEW YORK.—A 30-page book- 
let, titled “Four Successful Jobbers 
Show How to Build Profits,” has 
been issued by Cities Service Co. 

The booklet is the 10th in the 
“Distributor Management Series.” 
Free copies may be obtained from 
the Department of Business Re- 
search and Education, Cities Serv- 
ice Co., 60 Wall St., Room 1702, 
New York 5, N. Y. 


. # “& 
North Dakota Wholesalers 


Elect Hedahl President 


BISMARCK, N. D.— The newly 
organized Automotive Wholesalers 
Assn. of North Dakota elected Er- 
ling Hedahl, Bismarck, president; 
Elmer Berg, Fargo, vice-president, 
and Harry Syvertson, Fargo, secre- 
tary-treasurer. 

Kenneth Mann, Dickinson, and 
Edward Hanson, Minot, were 
named to the board of directors. 


4,000 Request 
Ford Division’s 
Seat-Belt Booklet 


DEARBORN.—Requests for more 
than 4,000 copies of “The Big Plus 
—Seat Belts” have been received 
by Ford Division. 

In February, H. W. Cook, fleet 
sales manager, sent a letter outlin- 
ing the safety benefits of using 
seat belts to more than 500 major 
state, county and municipal fleets 
and 7,300 other fleet executives. 

The purpose of the mailing, Cook 
said, “was not only to encourage 
fleet owners to buy genuine Fo- 
MoCo seat belts, but also to have 
these belts properly installed by 
Ford dealer service departments.” 

The mailing was built around 
“The Big Plus,” a booklet devel- 
oped by Ford’s traffic safety and 
highway improvement department. 
Ford said it has achieved wide- 









spread acceptance among independ- 
ent safety organizations as an im- 
portant source for actual seat belt 
information. 











TORONTO. — Willys of Canada 
has opened a new factory parts 
depot here, with T. W. Towse as 
regional manager. 

The 7,000-square-foot branch 
houses a complete line of Jeep 
parts and accessories and full serv- 
icing facilities, 

* * * 


Yankee Metal Products 


Opens Detroit Sales Office 


NORWALK, Conn. — Yankee 
Metal Products Corp. has opened 
a Central States sales office at 
18450 Livernois, Detroit, according 
to Jack J. Niesi, sales manager. 
The office is headed by Andrew J. 
Plattner. 


Niesi also announced the ap- 








pointment of Bill Hart Sales Co., 
2441 Buckhurst Drive, Cleveland, as 
sales representative for Ohio. Bob 
McNeil and Richard Herpich have 
joined Dwyer-Schubart, McNeil 
Co., sales representative for Indi- 
ana and Kentucky, Niesi added. 
* * * 


Canadian Rep Named 


PITTSBURGH.—Mats Unlimited, 
Inc., has announced the appoint- 
ment of Giant Sales Co., Ltd., Mon- 
treal, as sales representatives in 
the Canadian provinces, with the 
exception of Alberta and British 
Columbia, 

+ * * 


Gates Rubber Salesmen 
Share $74,180 in Prizes 


DENVER.—During Gates Rub- 
ber Co.’s 1960 Gridiron Spectacular, 
171 jobber salesmen won their 





4igot My 


“It’s an Egyptian job.” 





choice of awards from a $74,180 
prize jackpot, The winners were 
picked on the basis of the amount 
of automotive belts and hose they 
sold to dealers. 

Prizes won by salesmen during 
the fall contest included: Outboard 
runabouts, swimming pools, stereo- 
phonic record players, sterling sil- 


ver services, diamond rings and 


shotguns. 
* * ok 


Dealer Gift Selection 
Announced by Fram 


PROVIDENCE.—A new selection 
of gifts for dealers has been made 
available by Fram Corp. as a high- 
light of its Million Dollar Giveaway 
program. 

Available to dealers are 61 new 
gifts all of which can be had by 
saving Million Dollar Giveaway 
gift certificates, which are given 
free when dealers buy Fram filters. 
The gifts are shown in an eight- 
page catalog available from all 
Fram suppliers or from Fram 
Corp., Providence 16, R. I. 


* * * 


Sam’s Auto Parts 


Triples Its Space 

NIAGARA FALLS, N. Y.—Re- 
modeling work at Sam’s Auto 
Parts, 3265 Hyde Park Blvd., when 
completed, will triple the firm’s 
space. 

Larry Itzkowitz, owner, said the 
basic need for expansion of the 
firm’s’ store and shop facilities 
stemmed from a decision to stock 
an expanded line. 





A 75 car Forbes-Scot 
rental fleet earns more profit 


the sale of 2.526 cars: 


Mr. Car Dealer, Take Note: 


- than 


The Forbes-Scot plan will earn more than 50% 
on your investment capital. Compare that to the 
profit left in car sales since the dealer market be- 
came a buyer’s market. Make this comparison, too. 
The Forbes-Scot rental plan will produce profits 
five times greater than a leasing operation. 

And what about the future? A Forbes-Scot fran- 


chise puts you in a 


billion dollar industry. The 


industry rate of growth has been 20% above each 
previous year’s sales, profits have kept pace, and 
the trend shows no sign of slackening. The plan 
Forbes-Scot offers you is designed to capture new 
markets that stand waiting for reasonable rental 


rates. 


The men behind the Forbes-Scot Car Rental 
System are men who helped the great rental ex- 
periment get started and who became key execu- 
tives in it. Recently they reappraised the entire 
rental/leasing industry. Obviously the plan they 
have evolved is free from ill-conceived’ practices 
of the past and is the result of a thoroughgoing 
financial analysis of the rent a car proposition. 

Forbes-Scot franchises are now being offered in 
the 80 top car rental cities across the country. 


FKorbes-Scot 


Car Rental System, Inc., 20 North Wacker Drive, Chicago 6, Illinois, PHONE: DE 2-1282 


Some franchises are already taken. It is to your ad- 
vantage that we talk it over right now. Contact us. 
One of the corporate officers will explain the details 
of our franchise plan and consider the possibilities 


of our working together. 


The Forbes-Scot plan will be backed by promotion, 
publicity, and a heavy national advertising pro- 
gram.The franchise also offers you: 


1. An analysis of the rental/leasing business. 


2. Financial information involving your cash flow 
position, leverages, and possible tax advantages. 


3. A marketing strategy to take fullest advantage 
of present markets and to open new ones. 


4. Executive counsel in getting you started and 
continued advice on better ways to turn a greater 


profit. 


A NOTE OF ASSURANCE: There are no gimmicks or promo- 
tional stunts involved in our plan. Just sound business 
practice coupled with imagination and years of competitive 


experience, 








even get out of the bed in the 
morning unless he thought and felt 
that almost everyone ought to buy 
his product! Your Studebaker is 
much too fine a car to be thought 
of in terms of only 3 percent of the 
market, Mr. Egbert! Why not, at 
least, double your sights? 

Are you familiar with the “re- 
versible 6 and 9” story? 

Consider, for example, that the 
number 6 represents your “unat- 
tainable goal’—the “hope” of your 
fondest and wildest dreams! After 
meticulous planning of your sales 
and advertising programs (where- 
in you say “what do we want,” “how 
can we accomplish our goals,” “what 





Peterbilt Expands— 


Newly appointed members of the sales 
department of Peterbilt Motors Co., New-/ must we do to sell our cars,” etc.) 
ark, Calif., are, from left, Ren Cancellier,| and, after diligent and concerted 
distributor sales manager; Al Gould, fleet| effort by factory and dealer person- 


from top to bottom, to sell, 
sell, sell, you . reach 
. or even 3.1 or, 


sales manager; Glenn Stevenson, retail nel, 
sales manager, and Murray Aitken, gen-| Sell, 


eral sales manager. Expansion of the de-| the results of 2.9 . 


partment comes as the result of the acceler- maybe, higher. 
All of this manful effort was 


premised from the viewpoint and 


ation of sales and production since the 
firm opened its new plant. 


at an 
9 
" 

G i 


What do they 
have in common? 


the uncommon 
motor oil! 








Motorists who care for their cars . . . and serv- 
icemen who care for their customers . . . agree 
that WoLF’s HEap Oil is truly the finest of the 
fine. There’s a reason—WOLF’s HEap is 100% 
Pure Pennsylvania, Tri-Ex refined three im- 
portant extra steps and scientifically fortified for 
the finest engine protection. The result is un- 
common lubrication . . . uncommonly low op- 
erating and upkeep costs . . . truly uncommon 
quality. That’s why many motorists who care 
for their cars insist on WOLF’s HEAD. Keep your 
customers coming back with WoLF’s HEAD... 
the motor oil that commands uncommon cus- 
tomer loyalty the country over. 


WOLF’S HEAD OIL REFINING CO. 
OIL CITY, PA. 





(Continued from Page 12) 







desires and interests of the fac- | 
tory and dealer ... for the bene- 
fit of the factory and dealer 
without regard for the interests 
and benefits of your potential 
customers! 

But you did achieve some per- 
centage of your goal and you are 
glad for the results and are proud | 
of your efforts! 

Now here’s where the “reversing 
of the 6 and 9” comes in: The 6 
represents the goal of the factory 
and dealer based on their interests 
and benefits. Reverse the 6 and you! 
have a 9. The 9 represents the cus- 
tomer’s interests and benefits (and, 
also, results in a 50 percent higher 
goal which the factory and dealer 
would not even dare to dream of!). 
If you think in terms of what the 
customer wants, what the custom- 
er’s interests are, what will benefit 
the customer, then much less ef- 
fort is required to sell, sell, sell and 
the customers will want to buy, 
buy, buy! 

I claim people should not be sold 
—they should be given the oppor- 
tunity to buy! They will buy, after 
you point out the benefits to them 
in having your product, providing 
your product actually contains 
real benefits for them. People don’t 
like to be sold—they like to buy! 

I’m sure everyone concerned—the 
factory men, the dealers in your 
organization and, especially, your 
potential customers wish you God- 
speed, good luck and much success 
in your new position, Mr, Egbert 

But why do it the “hard way?” 
Simply “reverse the 6 and the 9” 
and your success is assured! 
Evucene P. THRUNE,, Seattle-Port- 
land Representative, John E. Wolf 
Co. 


* 


On Superba, Too 

I read in Automotive News, Page 
11, March 13, that the Lincoln Con- 
tinental is the first passenger car 
to use rotating valves. I own an- 
other fine auto, the Checker Su- 
perba, which has used this type 
valve over two years that I know 
of. 


* * 


This is a superior valve, as any | 
Superba owner will agree. 

I have operated my eight-pas- 
senger sedan since last summer 
and find the rotating valves are 
only one of superior features of 
this fine 200,000-mile car.—JosrPH 


30 More Dealers 
Sign to Handle 
Auto Union, DKW 


SOUTH BEND. — Mercedes-Benz 
Sales, Inc., has announced the sign- 
ing of 30 new Auto Union-DKW 
dealerships. They are: 

Parkfield Motors, Inc., Palisades 
Park, N. J.; Collier Motor Sales, 
Rockford, I11.; McCusker Motors, 
Ine., Johnstown, Pa.; Tidwell-Ed- 
wards, Abilene, Tex.; Imported 
Cars of Greenwich, Greenwich, 
Conn., and James River Motors, 
Lynchburg, Va. 

Taylor Motors, Inc., Beaumont, 
Tex.; Medina Sports Cars, Inc., Me- 
dina, O.; Continental Motors, Oak- 
land, Calif.; Dan Gillum Motors, 
Reno; Alan Connell, Ine. Ft. 
Worth; David R. McGeorge Car 
Co., Inc., Richmond, Va., and Van 
Winkle Motor Co., Dallas. 


Bikes, Inc., Chicago; Sheboygan 
Motor Sales, Sheboygan, Wis.; 
Ike’s Motors, Elmsford, N. Y.; For- 
eign Imports, Battle Creek, Mich.; 
Jim Slemons Imports, Santa Ana, 
Calif.; Parisian Motor Car Co., Inc., 
Morristown, N. J.; Braley’s Stock- 
ton, Calif.; Town & Country Lin- 
coln-Mercury, Inc., Middletown, | 
Conn.; Thigpen Studebaker, Inc.,| 
Pensacola, Fla., and Grentner Bros., 
Inc., Miami. 

International Motors, Ltd., Ar- 
lington, Va.; Bob Glinski Motors, 
Las Vegas; Lloyd Motors, Inc., 
Bayshore, N. Y.; Omer F. George, 
Baker, Ore.; Foreign Cars, Ltd.,| 
Inc., Providence; Lewis-Hesse Auto 
Repairs, Charleston, S. C., and 
Metropolitan Imports, Inc., Balti- 
more. 
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|W. JUNKER, 2227 Garfield Ave.,| 
| Terre Haute, Ind. 


In the Letterbox | 


| No-Salesmen Trend? 


* * * 


One of the most interesting ar- 


| ticles I have read in your publica- 
| tion was in your issue of March 6, 


entitled “Houston Dealer Drops 
Salesmen, Notes Gain.” At a time 
when the entire industry is faced 
with an ever-increasing problem of 


| securing and training top salesmen, 
|this is certainly a new phase of 


thinking. 
I note in the article that the 


| spokesman says, “We cut down our 
| overhead expenses by eliminating 


salesmen’s compensation.” “The 
customer no longer has to pay 
the salesman’s commission and our 
lower prices reflect this.” “In addi- 
tion, the customer escapes a sales 


| talk.” 


Since this plan has only been 
in effect for a month at the time 
the article was written it will be 
interesting to see what happens 
when the traffic that the sales- 
men had generated over a period 
of years of hard work wears off. 
It has always been my finding 





that when a customer walks into 
a showroom and is not promptly 
waited on, he usually gets insulted 
and leaves, and I have yet to find 
any customer that did not appre- 
ciate an intelligent, well present- 
ed sales talk on the product he 
wished to purchase. 

However, one cannot argue with 
success and it would be interesting 
to hear more on this operation. If 
it succeeds, it could well set an en- 
tirely new trend for the industry.— 
FraNK B. Batpwin, general sales 
manager, Royal State Motors (Lin- 
coln-Mercury-Comet-Taunus), Hon- 


olulu. 
* 


Ach du Lieber! 

Automotive News goofed again! 
The March 27 issue lists Volks- 
wagen as having 36 horsepower. 
The truth is that VW has 40 SAE 
horsepower and has had since 
Aug. 1, 1960. You’re over seven 
months behind. 

Otherwise, AvuToMotive News is 
my favorite reading matter. Just 
ask my wife.—ATLANTA READER. 

Epitor’s Note: Thirty-six — 
oops, 40—lashes for our caption 
writer. 


* * 
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Nothing pulls like 


raw-Tite 


We like doing business with auto dealers— 


in custom built hitches! 


DRAW-TITE custom-built hitches means 
they are “‘pre-engineered”’ to fit any make, 
model, and year car—full size cars, com- 
pacts and most imports. They are solid-one- 
piece, cold-rolled steel—no loose parts, no 
sag, no twist— 
Made in two sizes—REGULAR and 
HEAVY-DUTY for gross weight capacities 
up to 5000 pounds. The hitch ball is IN- 


or chrome plated. Immediate factory ship- 


inventory problem. 


REGULAR SIZE has 
2000-lb. g.w. capacity 
and is ideal for 
popular sizes of Boat 
and Utility Trailers 


HEAVY-DUTY SIZE has 5000-lb. g.w. 
capacity and is recommended 
for Travel-trailers, Heavy-duty Utility 


DRAW-TITE 
are the original 
shows’’ 
over a million trailers and en- 
dorsed by some auto manufac- 
turers. 
TITE hitches very profitable— 


TRAILER PRODUCTS DIVISION 
DRAW-TITE MANUFACTURING CO. 
BELLEVILLE 3, MICHIGAN 


Q\ 








Custom-built 


ILER HITCHES 






them! Auto dealers like doing 
DRAW-TITE—for the best 










attach directly to frame. 








the price! Finished cadmium 







orders helps you beat the 
















and Large- ‘boat Trailers. 










Custom-built hitches 
“only the ball 
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Lawsuits Affecting Dealers .. . 


Court Decisions 





By Leo T, Parker 


Attorney at Law 


FEW weeks ago, the writer at- 

tended a convention of auto 
dealers, one of whom made this 
remark: “I read your Court Deci- 
sions every week in AUTOMOTIVE 
NEws because 
they are interest- 
ing. However, I 
feel confident 
that I can read 
any automobile 
sale contract and 
correctly decide 
its validity and 
the obligations of 
the contracting 
parties.” 

In my opinion 
iee'S. asker this is false se- 
curity, as verified by higher court 
decisions hereinafter discussed 
which indicate that auto dealers 
should base their assumed obliga- 
tions upon actual law, not mere 
reasoning or hear-say information. 

The leading case of Exchange, 
Inc., v. Coco, 20 So. (2d) 762, clearly 
illustrates how either a buyer or 
seller may be confused and suffer 
financial loss because of unfamil- 
iarity with the law pertaining to 
simple contracts. 

In this case the testimony show- 
ed that both a buyer and seller 
signed a contract which contained 
a clause, as follows: “The party of 
the second part (seller) hereby 
agrees to sell the party of the first 
part (purchaser) . . . etc, etc. The 
contract contained al] details per- 
taining to price, quantity, quality, 
identification, delivery, date and the 
like. However, the contract failed 
also to specify that the purchaser 
agreed to purchase from the seller 
the subject of the sale. 

When the time for delivery ar- 
rived, the seller refused to make 
the delivery, and the purchaser filed 
suit to recover heavy damages al- 
leging that the seller had breached 
the contract. 

The higher court held that the 
contract is not valid, or enforce- 
able because it imposed no obli- 
gation on the purchaser to buy. 
In other words, the contract fail- 
ed to state that the purchaser 
was obligated to purchase the 
subject of the sale. This omission 
resulted in the contract being 
void because the buyer and seller 
were not mutually obligated. 

No doubt but that an average 
auto dealer would believe that a 
valid and enforceable contract was 
made because the contract clearly 
stated that the seller agreed to sell 
the auto at a specified price, and 
both the buyer and seller signed 
the contract. The fact that the con- 
tract did not also contain a state- 
ment that the purchaser agreed to 
buy the auto from the seller result- 
ed in the contract being absolutely 
void and unenforceable, 

* * * 
Law of Printed Contracts 


A COMMON legal pitfall] involves 
contracts which comprise print- 
ed, typewritten and penwritten 
clauses. See the leading case of 
Walter v. Wills, 223 Fed. Rep. 404. 
In this case a contract was printed, 
and it had an inserted typewritten 
clause and also some penwritten 
modifications. Without previous 
legal experience, the average lay- 
man does not know the established 
law pertaining to instruments 
which are partly printed, and part- 
ly typewritten and partly penwrit- 
ten. 

Here is the law: The typewrit- 
ten parts have the greater weight 
over the printed portions because 
obviously greater attention has 
been bestowed by the parties 
upon the typewritten parts of the 
contract. And penwritten portions 
supersede all printed and type- 
written clauses, This court said: 

“It scarcely needs the citation of 
authority to support the well es- 
tablished rule that the printed por- 
tions of a contract must be sub- 
ordinated to those which are writ- 
ten, and that the latter are pre- 
sumed to embrace the real intent 
and meaning.” 

Many confusing combinations of 
printed, typewritten and penwritten 
contract clauses may be planned 
by unscrupulous persons. 

For example, in a leading higher 








court case the testimony showed 
that paragraphs 7 and 8 of a print- 
ed contract involving a machine 
contained details of a manufactur- 
er’s broad guarantee and warranty. 

Paragraph 9 of the printed con- 
tract gave directions for special 
uses of the machine. A typewritten 
line on the margin of the contract 
Stated “we give no guarantee not 
specifically outlined in para- 
graph 9.” 

* * * 

Guarantee Cancelled 


i SUBSEQUENT litigation, the 


higher court held that as para- 


Fire Hits Rambler Deal 


WILLOUGHBY, O.—Three new 
cars and six autos in the shop were 
damaged as a flash fire swept 
through Dupan Rambler Sales. 
Damage was estimated at $50,000. 
Firemen said the blaze started in 
the parts department. 


graph 9 contained no guarantee, the 
detailed guarantee specified in par- 
agraphs 7 and 8 was automatically 
cancelled. Hence, the manufacturer 
was not liable for any guarantee. 
There were no penwritten portions 


in this contract. If there had been, | 
the penwritten parts would have| 


taken precedent and superseded the 
typewritten notation. 

Stating the law in a different 
way: If a typewritten contract 
has contradictory penwritten 
clauses, the typewritten clauses 
have no weight, and a court will 
base the obligations of the con- 
tracting parties strictly upon the 
contents of the penwritten 
clauses. 

On the other hand, if there are 
no penwritten portions in a printed 
contract, then, under these circum- 
stances, the typewritten portions 
take precedent over the printed 
portions, Thus the typewritten por- 
tions automatically render void all 
similar or contradictory printed 
portions of the contract. 

+ * co 


Law of Warranty 


CONVENTION member asked 
the writer to “expand” upon a 
law which quite often “traps” the 
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“Now, keep your eye on the 


birdie while ‘Chirp! 


Chirp!” 


it goes 





average layman. This I shall do. 
One day an auto dealer and a man 
named Williams talked over their 
long friendship, and the dealer said 
“Bring me in some new customers.” 
Williams promised to do so, 

On day Williams brought into 
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the dealer’s place of business ar 

acquaintance named Smith. Wil- 

liams said to the dealer: “Let Mr. 

Smith have all the merchandise, 

supplies and service he wants, 
and if he does not pay you I will.” 

If legal controversy arises over 
such a contract or promise, the 
dealer had best compromise be- 
cause he cannot win the lawsuit. 
This is so because this ‘s a surety 
obligation and absolutely void un- 
less in writing. This is so because 
this person guarantees that Smith 
will pay for the goods he pur- 
chases. 

On the other hand, let us assume 
that Williams states, as follows: 

“Let Mr. Smith have all the sup- 
plies and service he wants and I 
will pay you.” This oral contract is 
valid because Williams said “I will 
pay you.” 

In other words, Williams assum- 
ed direct responsibility for debts 
contracted by Smith, whereas in the 
former illustration Williams said 
that if Smith “does not pay you, 
I will.” This is a surety obligation, 
and is void in all states of the 
United States, unless made in writ- 
ing. 

See Foley v. Currie, 189 S. W. 
(2d) 349. 
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“‘We’re very well satisfied . . . 


the Color Eye operation is a 


big time and money saver.” 


“Before we switched to Acme’s Color Eye 
System in June, 1959, we were writing off 
$1,200 a month in wasted paint materials. 
In the first three months of operation, Acme 
cut our paint material costs 30%. Costly 
delays for delivery were completely elimi- 
nated, and our inventory cost is 60% lower.” 


This is the report from North Brothers Ford, which 


operates one of the 


country’s largest and most 


modern service departments. 


Any paint shop—large or small—can save time and 
get more profit from every job, with Acme’s Color Eye! 
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PL ed a 





8250 St. Aubin ¢« Detroit 11, Michigan e TRinity 2-4800 


ACME 


AUTOMOTIVE FINISHES 


ACME QUALITY PAINTS, INC. 


: 
= Acme’s Color Eye System 


saves us 30% on 





basic colors. 


paint material costs” 


—reports JIM NORTH, 
Vice President, North Brothers Ford, 
Garden City (Detroit), Michigan 


COLOK-STIR 


Saves inventory costs, because you stock only 


Saves material costs, because there’s no wasted 


paint—you mix only the amount you need. 


waiting for paint delivery 


Saves time, because there are no costly delays 


or hunting for colors. 


Color matching is perfect—you mix all colors 


quickly with “laboratory accuracy’’. 


5. 


Helps you meet promised delivery of paint jobs. 


Insures customer satisfaction. 


For the full story, see your nearest Acme automotive 
jobber or write Acme Quality Paints, Inc., 8250 
St. Aubin, Detroit 11, Michigan, or call any of 


these numbers: 


Atlanta, Ga. ......... 
Burbank, Calif ............ 
Cambridge, Mass. ...... 
CCMA cnc sco sssesepsise 
eae. EMS & eiasccaiesss 





Dever CBI, .55..c0005.c.0008 
Kansas City, Mo. ............ 
Long Island City, N.Y... 


Los Angeles, Calif. ...... 
Milwaukee, Wis. ............ 
Minneapolis, Minn. 
Seattle, Wear iii. ss cies. 


aes TRinity 5-8676 


.THornwall 2-7158 


.... UNiversity 8-7180 
aoe Victory 2-0264 
...BRoadway 8-2158 


sngeied ALpine 5-5257 


.... WEstport 1-7879 
......STilwell 6-7010 


......WIctoria 9-2405 
sciote HIlltop 5-6876 
.....-FEderal 6-4667 
sesseactscs ete 2-2al5 
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His Views on Industry .. . 





NOWHERE 


i 


By James F. Moffatt 


Staff Correspondent 


DAYTON. — “Mr. Compact Car” 
| of Dayton, George E. Schumacher, 
|is leaving the automobile business 
| with a bad taste in his mouth. 

The primary reason for his re- 
tirement at 57 is poor health. But 
there are contributing factors, 
like, for instance, the fact that 


in the United States | Sx, 2, meianee,, ee, tom, ent 
Can you reach | the investment it is necessary to 


make in this business.” 

Schumacher, who graduated 
from Ohio State University as a li- 
censed undertaker, amassed his 
fortune by putting his fingers in a 
| dozen or so different business pies, 
five of them Dayton auto dealer- 
ships. He held the Kaiser-Frazer 
franchise for a time. Next, he start- 
|ed selling Mercury. 

He operated Park Plymouth, at 
one time one of the biggest Plym- 
outh dealerships in the country. 
Then he switched to a Studebaker 
Lark-Renault dealership, where he 
acquired the title of “Mr. Compact 
Car.” 

At the moment, he’s hunting for 
a buyer for Dayton Rambler Sales, 
which, at one time, was fourth in 
the nation in Rambler sales and 
was first in Ohio consistently. 

He has also been in the furniture, 
appliance and tool business. 

Schumacher is moving to Phoe- 
nix for at least a year because 
he is suffering from a lung con- 
dition. 

“IT don’t expect to quit business 
completely,” he says, “but I’m going 
to take a good, long time looking 
the field over. If my health im- 
proves out there, I'll probably be- 
come actively engaged in some- 
thing.” 

Would that something include the 
auto business again? 

“Under today’s circumstances I 
don’t think I’d reenter the auto 
field. When you take into consider- 
ation the kind of money it takes 
to get into the business, the re- 
sponsibility you have to assume— 
the kind of obligation you are 
shouldering in financing and floor 
planning, for instance—it’s just too 
big a gamble.” 

As far as Schumacher is con- 
cerned, the squeeze on the dealer 
is making auto retailing an almost 
impossible business. 

“There’s one thing a customer 
always does before he buys a 
car,” he says. “He grabs a news- 
Paper and turns to the back to 
see what his car is worth, So 
when he walks into a dealer’s 
showroom he knows just about 
the price his car should bring. 

“But, when he asks the salesman 

what he’s going to give him for his 
car, in most cases the salesman’s so 
greedy for a deal and the selling of 
the house so short that the cus- 
tomer will be offered $200 more 
than the car is worth. 

“So the customer says to him- 
self, ‘Ho, ho!’ and goes on to the 
next place, where he’s offered about 
what his car is worth. When the 
customer says he was just offered 
$200 more than that over at so- 
and-so’s, the salesman says he’ll 
top that by $50. And at the next 
place he’s allowed still another $50.” 

The customer isn’t the only one 
who helps keep the dealer in a 











newspaper readers in 
a rich, million-plus 
metropolitan area 
with one newspaper 
at one low cost. 





JOURNAL 


Only eight U.S. cities. 
have a bigger daily pa- 
per than The Journal. 
And in none of these 
big markets can you 
get such complete one- 


bind. The manufacturer does his 
part too, Schumacher contends. 
“The dealer has to carry any- 


paper coverage. | 

When picking big 
newspaper markets re- 
member the best buy in 


buy-lines... 





THE 


MILWAUKEE 
JOURNAL 


375,950 daily — 513,647 Sunday 


Member of Million Market Newspapers, Inc. 








where from 100 to 150 cars to sell 
60 or 70 a month, and then 20 
percent of these have to be or- 
dered. And when you consider 
that he’s caught with all this floor 
planning, not to mention his fi- 
nancing problems, well, it’s al- 
most impossible for him to make 
a profit.” 

Schumacher feels it’s a mistake 
to permit the manufacturer to put 
price stickers on the cars “because 
you’re a victim of any discount the 
manufacturer comes up with.” 

On a $2,000 compact car, the 
gross profit is 18.2 percent, or $360, 
“and believe me, today you need 
just abeut all of that $360, But if 
a salesman gets full gross for your 
car, he’s going to expect at least 
an $80 to $100 commission. 

“This is where the problem really 
is. You can’t work on that short a 
gross profit and stay in business.” 

How does one counteract some 
of these squeezes? Instead of hav- 
ing a salesman inflate tradein 
values, Schumacher would have 
him “sit down with his prospective 
customer and find out something 
about him, make a friend of him, 





Analysts See 
More U.C. Sales 
Price Shoppers 


NEW YORK.—An upswing in car 
shoppers who are looking for price 
deals and an improvement in used- 
car sales appears in the cards, ac- 
cording to Sindlinger & Co, a 
market analysis firm. 


The company bases its conclusions 
on a dramatic increase in the num- 
ber of auto prospects who don’t 
know what make they will buy. 

Among those with plans to buy a 
car, 90 to 95 per cent normally are 
considering one or more specific 
makes with those who don’t know 
what make they will buy amounting 
to 5 to 10 percent. 

Sindlinger said its studies showed 
an increase in the number with no 
specific make in mind in late 1957 
and traced this change to the intro- 
duction of the Edsel. 

The number with no specific make 
in mind was high all through reces- 
sion year 1958 as price shopping be- 
came a major factor. At times dur- 
ing 1958, nearly one of three poten- 
tial buyers had no specific make 
in mind. 

The “don’t-know-what-makes” 
dropped off to a normal 5 to 10 per- 
cent of prospects during much of 
1959 and all of 1960. 

In January of this year, those 
with no specific make in mind began 
to soar and reached 30 percent of 
prospects by the end of the month. 
The month showed an average of 21 
percent of prospects were undecided 
on make. 

Interviewing of those with no 
specific make in mind showed they 
fall into two groups: Those who 
are shopping for a price deal and 
those who are undecided whether 
to buy a new or used car. 

Sindlinger concluded this plus an 
upsurge in plans to buy used cars 
indicates that used-car sales will 
increase. The company also sug- 
gested that a reappraisal of the 
importance of brand advertising 
might be in order now. 





New York + Chicago + Detroit Borgward Offers Truck Series— 
Los Angeles «+ San Francisco 
Ad 2-61 





other special models also are available. 


Borgward Motors Corp., Boston, has announced addition of the B611/0 truck series 
to its Borgward line. The series will contain vans retailing at $3,925 and up, dropside 
trucks from $3,671, and 17-passenger buses from $5,287. Campers, canteens and 


_AUTOMOTIVE NEWS, APRIL 10, 1961 


Dayton’s "Mr. Compact’ Gives Up | 


| to. get smart and carry only a cer- 


show a sincere interest in him. 

“The salesman could say, ‘Now, 
Mr. Jones, here’s how we operate. 
I have a newspaper here. You 
can see what your car’s worth. 
Your car’s in good shape, and 
the highest price for your model 
in the paper is $1,695. We have to 
take 5 percent off that for our 
sales commission, and we take 
off $30 for cleanup. Deduct these 
two things, and that is what I 
can allow you for your car. How 
does that strike you?’ 

“The customer may reply, ‘Well, 
I'd still like to get the $1,695, the 
price in the paper.’ So the salesman 
says, ‘I’ll tell you what I’m going to 
that for you.’” 

But Schumacher feels there’s lit- 
tle likelihood of such a conversa- 
tion taking place because “the 
salesmen of today are too lazy even 
to stop and buy a morning news- 
paper to find out what the going 
prices of the cars are, And the rea- 
son they’re too lazy is manage- 
ment’s lack of ability to train them 
properly. 

“Management is the crying need 
of this business, good management. 
Specifically, it’s practically an im- 
possibility today to find a sales 
manager who is capable of running 
a business. 

“If I could have found such a 
person, I would have been glad to 
put him in business with me, and, 
in a period of time, would have 
gladly given him an interest in this 
business with an opportunity to 
purchase it. 

“I would say that about 80 per- 
cent of the sales managers in 
this field don’t know what a sales 
manager’s duties are. He’s some 
salesman who’s done a pretty 
good job, so the dealer says, ‘ll 
make you sales manager.’ But he 
goes on working at his deals in 
the same old routine, even though 
his responsibility should be in- 








ventory, hiring capable people 
and training them. 

“There probably aren’t 500 men 
in the whole United States who 
are capable of training salesmen. 
In the auto business today you 
can’t stand around on the floor all 
day. You have to get out, contact 
people and create sales. 

“Those creative sales are the 
most productive ones, but you’re 
hiring men today who want to sit 
down on their seats and wait until 
somebody comes in the door, then 
hit him over the head and try to 
get the sale in 10 minutes. 

“It’s all right to make 10 phone 
calls and send out 10 postcards 
when you’re on the floor, but the 
time off the floor is the salesman’s 
most productive time. You furnish 
a man a demonstrator for one 
thing, to create sales, but at night 
he’s either home or out joyriding 
in your car. 

“The people in this business 
today will not go out and make 
those personal contacts because 
they’ve been spoiled and, if I 
were starting a new auto dealer- 
ship tomorrow, I wouldn’t hire a 
salesman or sales manager who 
ever worked in the auto business. 
I would hire all new people who 
would go out and work the way 
we taught them.” 

If you train a man to work, and 
throw him in with five oldtime, 
“professional” salesmen, the new 
salesman’s incentive will be crip- 
pled because he will be told he’s 
foolish to waste his energy con- 


tacting people, according to Schu- 


macher. 

“If the average dealer had two 
men walk in tomorrow morning 
and lay two orders on his desk, 
he’d probably faint. But a good 
salesma:. should know enough 
| about the business to go out on his 
own time and make his own deal, 
and we'd hardly have to glance at 
it because we’d know the salesman 
knew his stuff.” 


It’s just as hard to find good| 


mechanics as salesmen and sales 
managers, 


as mechanics, so it’s a constant 
mill, mechanics going from one job 
to another, with no one really satis- 
fied about the arrangement.” 

He expresses admiration for 
the general run of auto dealers, 
whom he sees as “a fine bunch of 
men. And I’m very bitter about 
the treatment they’ve received 


do. I’m going to see if I can’t get} 


Schumacher maintains. | 
“No young men are being trained | 


| central place 
|Columbus in Ohio, where cars 
| would be stocked and from which 
| you could pull what you needed. 
| Then the company could assure his 
|dealer fast delivery and, at the 





from the manufacturers, I think 
the companies should show more 
interest in their dealers, 

“As for this constantly load- 
ing the dealer with a tremendous 
amount of cars just to liquidate 
them, I think the dealers are going 


tain amount of stock. 


“The companies should have a 
in each state, like 


same time, his floor plan wouldn’t 


| be eating him up.” 


Schumacher points to his own 
case as an instance of what he re- 
gards as manufacturer injustice to 


|a dealer. “The dealer is the back- 


bone of this business—without deal- 
ers, the company is nothing. But to 
a manufacturer a dealer today is 
nothing. 

“Here we’ve sold 1,400 cars in 
a year for American Motors, 
which is a phenomenal job in a 
General Motors town, and yet 
American Motors won’t take back 
$800 worth of parts as we go out 
of business. That’s pretty bad.” 
What’s his overall view of Amer- 
ican Motors’ operation? 

“Mr. Romney’s program may be 
all right in some respects, but you 
can’t go along with the same model 
year after year because people 
want change. People still buy style. 

“Mr. Romney challenged the com- 
panies to get into the compact field. 
They all did and Falcon last year 
came in and outsold him.” 

Schumacher feels the auto re- 

tailing business will get better—but 
not before it gets a lot worse. “I 
look for a lot of people going out 
of business before things get better. 
I can’t see where the auto business 
is going to get any better for the 
dealers until this competition the 
companies have built up softens. 

“For instance, it’s stupid to 
have four Rambler dealers in 
Dayton when there are only 
three Chevrolet and three Ford 
dealers. 

“If this business doesn’t get to 
the place where they’re fair trad- 
ing prices on new and used autos 
in some manner, there’s just no fu- 
ture in it,” 

As long as the competitive pic- 
ture remains dog-eat-dog, Schu- 
macher thinks that dealer adver- 
tising must be hard-hitting “in 
hopes that when the smoke clears, 
you'll be the one who survived. 

“In your ads you ought to be 
able to say that you're offering a 
deal as good as anybody else in the 
market. But I think the advertis- 
ing business does have to be clean- 
ed up to this extent, that you’ve 
got to be truthful and honest with 
people.” 

As far as Schumacher is con- 
cerned, the auto dealer isn’t just 
competing with other auto deal- 
ers, he’s competing with every- 
one who’s after the consumer’s 
dollar. 

“It’s the guy who gets there first- 
est with the mostest. If the depart- 
ment store is advertising discount 
prices, you’ve got to follow the 
trend. If a man is paying $20 a 
month on furniture, that takes him 
out of the car field, so you’ve got 
to have payments and price plus a 


tremendous deal.” 
* * ok 





Departing Dealer— 


This is George E, Schumacher, “Mr. 
Compact Car" of Dayton, who is selling 
his Rambler dealership and leaving the 
auto business. While poor health is the 
| main reason for his retirement at 57, he 
has a number of other reasons for leav- 





ing, including the belief that a dealership 
is too much of a gamble. 
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This message is directed to those men who have 

the next best thing to a business of their own. 

The sales managers and general managers of 
successful dealerships. And especially those who fee! 
that the time is ripe for them to step out on their own. 


In the past 18 months there have been big changes 
at Dodge. First came the low-price Dodge Dart. 
Almost single-handedly it boosted Dodge sales a 
healthy 98.4% last year. Now, with great pleasure, 
we watch the Darts our dealers sold last year 
consistently bring more trade-in dollars than 
comparable models of either Ford or Chevrolet. 


Then, this year, came two more new ones. The 
compact Dodge Lancer, priced a cut below Dart and 
on a par with Comet, Corvair and Falcon. 

And the Dart Pickup with the hottest potential 

in Dodge truck history. 


So you can see that, despite this not being a year of 
great boom, Dodge dealers are in fine shape. 


It remains true that the number of Dodge dealers is 
closely controlled by the Dodge Market-Programmed 
Sales Agreement. This is logical. We want to give 
each of our dealers a high unit sales and 

profit opportunity to work with. 


It is also true, however, that there are some good 
locations open now, in cities of various sizes all over 
the country. To fill these locations, we are in a 
position to arrange up to 75% of the capital needed. 
The Dodge Dealer Enterprise Program 

takes care of this. 


If you have a feeling that there’s no business 

like your own business and are ready to do 
something about it, do this first. Write to John B. 
Naughton, General Sales Manager, Dodge Division, 
7900 Joseph Campau, Detroit 11, Michigan. 

Give him your complete background and 
qualifications. Be sure to let him know (1) where, and 
(2) in what size community you'd like to be a 

Dodge dealer. You'll get a fast answer back. 


Canadian inquries should be addressed to: A. L. Hancox, Director of Sales, Chrysler Corp. of Canada Ltd., Windsor, Ontario 








; 





Show Cars of Aluminum— 


This two-door Scimitar convertible, with a hard top that retracts into the luggage 
compartment, has anodized aluminum quarter panels, grille, bumpers, trim, wheel 
discs and other components. This and two other’ Scimitar models—a ‘'station sedan” 
and a four-door hardtop convertible town car—were exhibited in the United States 





for the first time at the recent International Automobile Show in New York. The 
Scimitars were built for Olin Mathieson Chemical Corp. for use in research to develop 
new functional and decorative applications for aluminum in automobiles. The Scimitars 
were designed for Olin by Brooks Stevens Associates, Milwaukee, and constructed 
on a standard 120-inch-wheelbase Chrysler New Yorker chassis. 
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Capsule Reports .. . 


Detroit Smelting Firm 


Purchased by Autolite 


TOLEDO.—Purchase of all phys- 
ical assets of Consolidated Smelt- 


ing & Refining Co., Detroit, by| 


Electric Autolite Co. was announc- 
ed by Autolite President Robert H. 
Davies. 


The five-year-old facility, which 
employs approximately 40 people, 
will continue to operate primarily 
as a lead smelter, he said. Jack 
Abramson, president and general 
manager of Consolidated, has join- 
ed Autolite and will remain as gen- 
eral manager of the smelting oper- 
ation. 

* * * 


School Honors Dealer 


TURNER’ CENTER, Me. — Lea- 
vitt Institute, a private secondary 
school, has presented a “civic con- 
tribution” plaque to Roland L. 
Marcotte, who provided a car for 


use in the school’s driver-training 
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Marcotte 


classes. Marcotte heads 

Chevrolet Co., Auburn, 
ed ok Ke 

May Elected President 

Of Olds Group in Chicago 

CHICAGO.—George C. May jr., 
May Motor Sales, Inc., hag been 
elected president of the Oldsmobile 
Dealers Assn. of Metropolitan Chi- 
cago. Other officers are: 

Jack Thompson, Jack Thompson 
Oldsmobile, Oak Lawn, vice-presi- 
dent; Clarence Marquardt jr., 
Montgomery Motor Sales Co., Mor- 
ton Grove, secretary, and A. D. 
Leverson, Granger Oldsmobile, La 
Grange, treasurer, 

BA oe ok 


3rd Expansion Since 1950 


Planned by Armbruster 


FORT SMITH, Ark.—Armbruster 
& Co, here, which converts regular 
sized automobiles into airport lim- 
ousines, has announced it will con- 
struct a $150,000 building for its 


‘A business booster 
for 32 years” 


“Since 1928 Pennzoil has been a featured product 
in my dealership, and has been a real business booster. 


*“‘Customers know Pennzoil is a standard of 
excellence, and it adds to the reputation 


of my whole service operation. 


“In addition to Pennzoil’s motor oils and lubricants, 
we have found that Pennzoil’s 36,000-mile 
Warranty, its direct mail advertising 
service and follow-up system all contributed 
directly to the success of my business.” 


ana Sapet 


HARLAN G. LOUD, President 
Harland G. Loud Ford 
Pasadena, Calif. 





Give your business a boost with Pennzoil’s 


“BIG 3” profit plans. One...or all...of these plans, 
backed by Pennzoil performance, will make more money for you. 


PLAN 1—-Follow-up Promotion System... 
Brings in customers oftener for more services. 


PLAN 2 — Lifetime Lubrication Program... 
Ties customers to your service for the life of their cars. 


PLAN 3 -— Custom-tailored Warranty Program... 
Helps you sell more cars at better prices. 


You get these advantages when you handle Pennzoil: supreme quality 
Pennsylvania oils and lubricants; and merchandising that helps brighten 
your whole profit picture—in new- and used- car sales, and in bigger 


service orders. 


Pennzoil performance in your customers’ cars insures the 
satisfaction that makes it possible to capitalize fully 


on the business-getting programs built around it. 


Choose the money-making Pennzoil plans that best 


fit your problems.. Write: Pennzoil, Oil City 2, Pa. 


6our— 
o/, Pure ennsylvay 















operations. It will be the third ex- 
pansion project for the firm since 
1950. 

The new building will be of steel 
and concrete block construction 
and will include a new assembly 
line. Employment will be increased 
from 50 to 80 employes upon com- 
pletion of the building. 

+ * * 












Purolator, U. S. Agency 


Push Civil Defense Plan 


RAHWAY, N. J.—The joint ef- 
forts of Purolator Products, Inc., 
and the Office of Civil and Defense 
Mobilization in having service sta- 
tions aid in civil defense is now 
rolling in high gear. 

Sylvania transistor radios with 
the two Conelrad channels, 640 and 
1240, marked clearly on the dial 
and a preparedness poster listing 
the five points every citizen should 
know in defense emergencies are 
being distributed to service station 
dealers across the nation in Puro- 


lator’s 1961 “Bonanza” package. 
* * * 


Auto Salesman Makes 


Trapping Profitable Sideline 


MONESSEN, Pa.—Pat Sedlack, 
a salesman for Mori Sales & Serv- 
ice (Mercury-Oldsmobile), is an 
expert on trapping fur-bearing 
animals and has made it a profit- 
able hobby. 

Sedlak, who. has trapped in 
Iowa, South Dakota, Nebraska, 
Louisiana and North Carolina, 
sells his pelts to a New York 
furrier. He is the author of a 
book, The School-Boy Trapper, 
which was published last fall. 

* * * 


$650,000 Left by Ballard 


LOUISVILLE.—The estate of G. 
Breaux Ballard, a former Louisville 
auto dealer, has been valued at 
$650,000. He founded a dealership 
in 1925 and headed it until 1948. 

* 


* * 


Railroad OKs $454,000 


For Piggyback Flat Cars 


LOUISVILLE. — Piggyback ship- 
ping of autos has proven so suc- 
cessful with the Louisville & Nash- 
ville Railroad that directors have 
approved expenditure of $454,000 to 
provide additional auto transport 
cars. 

Sixty more flat cars will be equip- 
ped with multiple decks. Three 
levels will be built on 50 85-foot 
flats, and 10 others will be two- 
deckers. Counting the new cars, the 
line will have 235 multiple-freight 
flats in its auto delivery service. 

* o * 


New Book Notes Invention 


Of Molded Brake Lining 


CHICAGO —\The invention of 
molded automotive brake lining by 
Thomas L. Gatke and how it led to 
development of four-wheel brakes 
are covered in a new book, “Of All 
People,” by Ellis E, Reed, advertis- 
ing manager, Gatke Corp, 

Gatke is founder and president of 
the firm, which also produces other 
brake and friction materials. 

* * * 
Army Increases Order 


For Ford Utility Vehicle 


DETROIT.— Continuity of pro- 
duction of the Army’s M-151, 4-ton 
utility vehicle in Detroit wag as- 
sured by-a $4,500,000 Detroit Army 
Ordnance District award to Ford 
Motor Co, 

In announcing the award, Col. 
J. E, Johnston, district command- 
er, advised that the action was in 
reality a partial funding for pro- 
duction and related services cover- 
ing 3,174 of the %-ton vehicles. 
Production of the new order will 
continue through October, 1961, at 
Ford’s Livonia Transmission Plant. 

* ok * 


Symington Cites Waste 


Through Army Buying Setup 


WASHINGTON.—“Many millions 
of dollars have been wasted” and 
“the combat capability of our 
forces has been impaired” because 
the Pentagon has had no system to 
stop the Army from buying faulty 
tanks and other combat and tac- 
tical vehicles, Senator Stuart Sym- 
ington, Missouri Democrat, has 
charged. 

Recent General Accounting Office 
studies of 19,000 Army tanks and 
other vehicles’: showed that even 
when models were found to have 
serious deficiencies, ‘procurement 
continued without adequate means 
of evaluating” the equipment, Sym- 
ington said in a speech.on the Sen- 
ate floor, 

















| Stronger Billboard Curbs. . . 


Auto Advertising 


By Martin L. Whitmyer 41st edition of the National Direc- 


Staff Writer 


| tory of Weekly Newspapers, which | 


Stronger Federal action to curb| contains information on 8,000 week- | 


outdoor advertising along the Na-| ly newspapers, plus 1960 U, S. cen- 
tional System of Interstate and) gus figures. 
Defense Highways has been urged Copies may be purchased directly 


on Congress by the American Auto- , 
mobile Assn. from WNR, it was announced. 


ok * ok 
In a statement filed with the ‘ 
Roads Subcommittee of the House| Gough Picks Recht 
Public Works Committee, AAA The Automotive Division of 
pointed out that the Interstate} Gough Industries, distributor for 


British Motor Corp. in Southern 
California, Arizona, Utah and 
Southern Nevada, has appointed 
Recht & Co., Beverly Hills, Calif., 
as its advertising agency. The 
account formerly was handled by 
Weverka & Associates, 


System, estimated to cost $41 bil- 
lion, is designed and engineered to 
the highest standards. “Unless cor- 
rective action is taken, this great 
dream System may become a $41 
billion billboard nightmare,” the 
AAA statement said. 

“The desecration of the scenery 
is bad enough,” the AAA statement 
said. “More important is the safety 
aspect. Much thought and research 
has gone into designing highway 
warning and directional signs ade- 
quate for the safe and orderly 
movement of high-speed traffic on 
Interstate highways. 

“This progress will be largely nul- 
lified unless outdoor advertising is 
controlled. If warning and direc- 
tional signs on our new high-speed 
highways are blanketed or obscur-| 
ed by commercial signs, the in-| 
evitable result will be a large in- 
crease in confusion and accidents.” | 

* * * 


Almanac Perfect Bound 


Automotive News Almanac, | 
which will be issued April 24, will | 
be bound in a new and revolu- | 
tionary manner. Instead of nor- 
mal binding, which is saddle or | 
side stitch, the Almanac will be 
Perfect Bound—a method of af- 
fixing each separate form to the 
cover without the use of staples. | 

This method of binding assures 
easier use by the reader and | 
maximum visibility of advertise- 
ments because the usual gutter 
is practically eliminated. 

Helm, Inc., Detroit binder, will 
do the job on its new Martini 
Perfect Binder, which is one of | 
the first machines of its kind in 
the Midwest. This machine will 
Perfect Bind coated paper stock 
as well as the uncoated by means 
of a cold polyvinyl ahhesive. 

The 47,000 copies of the AIl- 
manac, numbering over 260 
pages, will be bound in a three- 
day period. 


* * 


GMM&B, Western Merge 
Sam M. Ballard, president of 


Inc., and G. B. Gunlogson, chair- 
|man of the board of Western Ad- 
vertising Agency, Inc., have an- 





* * * 


Safety Program on Coast 


A national automotive accessories 
firm, Sure-Fit Inc., and three Pa-| 
cific Coast radio stations, KMPC, 
Los Angeles; KVI, Seattle, and 
KXOA, Sacramento, have teamed| 
up in a drive to promote traffic 
safety. 

The program is part of a plan 
originated by Sure-Fit Inc. to in-| 
crease public awareness of auto 
safety belts, in cooperation with 
national safety authorities. 

ok * * 


Digest Linage Climbs 

Advertising in the U. S. edition 
of Reader’s Digest for the first | 
three months of 1961 totalled 205) 
pages, an increase of 10.6 percent 
over the corresponding period in 
1960. Gross advertising revenue in 
the national edition was $8,073,252, 
up 12.2 percent. 

In the first quarter of 1961, 163 
pages of regional advertising ap- 
peared in the Digest’s eight re- 
gional editions. Regional gross ad- 
vertising revenue was $923,379. A 
year earlier, the Digest had only 
one regional edition, the Western. 

* * * 


Auto Promotion in Chicago 


A special spring automobile pro- 
motion has been scheduled by the 


Chicago Sun-Times and the Chi- 
cago Daily News, April 8 through 
April 23. 


Keyed to the slogan “Move Up— 
Move Ahead! Buy a Better Car 
Now!” the promotion is designed 
to stimulate interest among Suwn- 
Times and Daily News readers in 
selecting a new or used car, 

ea * a 


Weekly Paper Directory 
Weekly Newspaper Representa- 

tives, Inc., 404 Fifth Ave., New 

York, has begun distribution of its 





Geyer, Morey, Madden & Ballard, | 


| tising, will 
With Western’s billings of some} 
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nounced the merger of the two 
agencies. 

With the merger, Western Adver- 
tising Agency becomes a division 
of the GMM&B organization 
will continue to have its offices 
in Chicago and Racine, 


| tries around the world. 


| 


and | 


Wis. The} 


GMM&B main offices are in New| 


York. 

Donald J. Powers, senior vice- 
president of GMM&B and manager 
of the Chicago Office, 
chairman of the Western Division 
executive committee. Lee H. Ham- 
mett, president of Western Adver- 
retain that title. 


$6 million, GMM&B’s total volume 


| will approximate $40 million, Bal- 


lard disclosed. 
* * 


Miller Ford Picks Temmens 
Boyd Miller Ford Co., Houston, 
has selected Frank Temmengs Ad- 
vertising Agency, Houston, to 
handle its advertising and public 
relations. 


* 


* 


French Postcards from Miami 
In an unusual direct-mail cam- 


* * 


paign, French auto maker Renault 
is scribbling vacation messages in 
nine languages on 400,000 postcards 
and mailing them from Florida to 


becomes | 
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prospective customers 


in 28 coun-| messages are being written include 
| Portuguese, Serbian, Danish, Nor- 
| wegian, Swedish and two German 


The postcards—in color — are 
as well as English and 


being sent from Miami to spur | dialects 
world-wide sales of Renault’s | French. 
new convertible. The “Sunshine Renault has dubbed this direct 
State” was selected for the mail- | mail campaign “Operation Miami.” 
ings because the car is known * . 
as the “Floride” overseas. It’s 


Playboy Ups Guarantee 
called the “Caravelle” in the U.S. | . : F " 


The se i eee y Effective with the September is- 
3 e campaign involves two sim- | sue, Playboy magazine will increase 
ilar cards with different messages.| its circulation guarantee to 1,150,- 
They are being airmailed from| 999 vee 
Miami seven days apart to a| ‘he i 

. ; new guarantee will represent 
prospect list of 200,000 persons. The! the second such increase this year. 
TCR OSE on the first ca rd SayS,/ The magazine’s circulation guaran- 
Wish you were here. Having &|tee was raised from 900,000 to 
wonderful trip in Florida” and it S| 1,050,000 with the March issue. 


signed “John.” The second one is} < @-a 
signed “Renault” and says subtly, | > 
“Having had a really amazing jour- | “ee Rubber Ad Campaign 
ney in our Floride. Au revoir.” Lee Rubber & Tire Corp. is 
The cards are going to prospects} launching its 1961 program of ad- 
in Europe, Africa, Asia and Aus-| vertising in national consumer 
tralia. They will be delivered to| magazines with a series of adver- 
doorsteps in Great Britain, Ger-|tisements in Saturday Evening 
many, Switzerland, Austria, Yugo-| Post, Look Magazine and Sports 
slavia, Denmark, Norway and| Illustrated. 
Sweden in Europe. And many of| The Ultra M 200, Lee’s new pre- 
them are being addressed to such| mium-type tire will be featured in 
faraway places as Tasmania, Ethi-| all advertising which is scheduled 
opia, Hong Kong, Tahiti, Tangan-}to run through the heart of the 
yika, Madagascar and New Cale-| tire-selling season. Gray & Rogers 
donia. ; Advertising Agency, Philadelphia, 
The nine languages in which the! will coordinate the campaign. 






STROMBERG 
CARBURETOR 
MILES-PER-GALLON 
HELPS KEEP 
HAPPY OWNERS 
HAPPY 


: 


“You know—there’s just one 
way to keep a satisfied car owner 
satisfied. And that’s to provide 
him with carefree, trouble-free perform- 
ance. What he wants is dependable 
operation, good gas mileage, and easy 
starting.” 

“That’s right—and one easy way we 
can do it is by specifying 
STROMBERG*—the carburetor 
that’s built by Bendix—a pioneer 
of better fuel systems for over forty 
years.” 








*REG. U.S. PAT. OFF. 


Bendix-Elmira 


Eclipse Machine Division 
Elmira, New York 
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Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 





5 
June 


"59 =°60 
April 





"60 
Sept. 


"60 "659 =°60 


Aug. 


"659 
duly 


Oct. Nov. 


Eas 


“ 


NON 
RS 


eR 


Cowes 
SS 


2 SE aaa 


9 
8 


si 
SRS 


oi 


‘ 





"60 "59 °60 


Dec. 








"61 "60 =’61 
April 
te Date 


"60 
Feb. 


"61 


"60 
March 


Prices of ’61s added and ’53s dropped in November, 1960. Prices of '60s and '52s dropped in December, 1959. 
Figures alongside bars represent dollars. 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 


steering. 
* + + 
ALBANY 
Tim Anspach Dealer’s Auto Auction. 
Sale every Monday. Prices are for sale of 
March 27, Need more late models, Sold 
108 cars from 124 consignments, 
BUICK—’57 Special 2-dr. Riviera, $520*; 
2-dr., $510*; 4-dr,. Riviera, $470*, 
’56 Special 4-dr., $525* (ps); 2-dr, Rivi- 
era, $380*; 4-dr. Riviera, $210* (ps). 
’55 Special 2-dr, Riviera, $290*; RM 2- 
dr, Riviera, $220* (ps), 


CADILLAC—’56 (62) 4-dr., e 100* (ps). 


’51 (60) Special 4-dr., $110 
CHEVROLET—’ 60 Biscayne eo 2-dr., $1,- 
400*. 

’59 Impala (8) sport sedan, $1,464*; 
Bel Air (8) 4-dr., $1,280*, $1,225* 
(ps), $1,150*, $1,090*; Bel Air (6) 4- 
dr., $1,150*%, $1,100; Brookwood (6) 
4-dr., $1,225, $1,220, 

’58 Bel Air (8) sport sedan, $1,135*; 
Biscayne (8) 4-dr., $1,050*; Delray 
(6) 4-dr., $975, $900, $370. 

’57 Bel Air (8) station wagon 4-dr., $1,- 
055*; sport sedan, $950*; 4-dr., $925", 
$835*; sport coupe, $950*; Bel Air (6) 
2-dr., $900*; Two-ten (8) 2-dr., $850*; 
station wagon 4-dr., $760*, 

’56 Bel Air (8) 2-dr., $530*; sport se- 
dan, $500*; Two-ten (6) 2-dr., $520*; 
Two-ten (8) 2-dr., $510. 

’55 Bel Air (8) 2-dr., $510*, $365*; 4- 
dr., $280; conv., $170; One-fifty (6) 


station wagon 2-dr., $450; Two-ten (8) 
station wagon 4-dr., $415*, $330*; 
Two-ten (6) 4-dr., $360, $245; station 
wagon 4-dr., $300*, 
754 Bel Air 2-dr., $310*; 
$125. 
CHRYSLER — ’58 Saratoga 4-dr., 


$550*; 


$985*, 
Royal 


Two-ten 4-dr., 
$795* 
(ps). 

DeSOTO—’57 Firedome 4-dr., Fire- 
sweep 4-dr., $465* (ps), 
DODGE—’59 Coronet (8) 4-dr., 
’57 Sierra (8) 4-dr., $550* (ps); 

(8) 4-dr., $520* (ps). 
’55 Coronet (8) 2-dr., $150. 
FORD—’59 Country Sedan (8) 4-dr., $1,- 
300*; Fairlane (6) 4-dr., $1,200; Cus- 
tom 300 (8) 2-dr., $840; 4-dr., $800. 

’58 Thunderbird (8) 2-dr, hardtop, $1,- 
700*; Country Sedan (8) 4-dr., $880*; 
Custom 300 (8) 4-dr., $670*. 

’57 Thunderbird (8) conv., $1,700* (ps); 
Country Sedan (8) 4-dr., $675, $675*, 
$510*; Custom 300 (8) 2-dr., $580*; 
Custom 300 (6) 2-dr., $430*, 

°56 Country Squire (8) 4-dr., $475*, 
$370*; Fairlane (8) 2-dr, Victoria, 
$375*; 4-dr., 2 at $370*, 

’*55 Country Sedan (8) 4-dr., $400*; 
Fairlane (8) conv., $340*; Custom (8) 
4-dr., $250. 

LINCOLN—’56 Premiere 
$500*. 

MERCURY—’57 Montclair 4-dr. 
$750*; Turnpike Cruiser 2-dr, 
top, $660*; Monterey 4-dr., $550*, 

’55 Custom 2-dr., $130, 

OLDSMOBILE—’59 (88) Super 4-dr., 
700* (ps). 

*58 (88) Super 4-dr., 

"57 (88) 4-dr., $550*. 

°56 (88) 2-dr. Holiday, $325*; 
Holiday, $300* (ps). 

’54 (88) Super 4-dr., $170* (ps). 

PLYMOUTH ’59 Belvedere (8) 
$975*. 

57 Savoy (8) 4-dr., 

’56 Belvedere (8) 4-dr., 

’55 Belvedere (8) 4-dr., 
4-dr., $265* (ps), 

PONTIAC—’57 Star Chief 4-dr. 
$800*; Safari 4-dr., $720*. 

’56 Chieftain station wagon 4-dr., 
$200*. 

55 Chieftain 4-dr., 

RAMBLER—’56 Super 


2-dr. hardtop, 


hardtop, 
hard- 


$1,- 
$1,090* (ps), 


(98) 2-dr. 


2-dr., 


$480*, 

$: 220*, 
$330; Savoy (8) 
Catalina, 
$300*, 


$400* (ps), 
Cross Country, 


$490*, $370. 
’55 Custom Cross Country, $200. 
STUDEBAKER—’56 President (8) 4-dr., 
$100*. 
MISCELLANEOUS 56 Dodge %-ton 
pickup, $300. 


’55 Ford F-100 panel, $150, 


LOS ANGELES 


Harold Henry’s Los Angeles Dealer Auto 
Auction. Sale every Tuesday. Prices are for 
sale of March 28, 


BUICK—’60 LeSabre 2-iir. hardtop, $1,- 
970. 

’59 Electra 4-dr. hardtop, $1,850* (ps). 

’58 RM conv., $725* (ps), 

’D7 Super 4-dr. Riviera, $760* (ps); RM 
2-dr. Riviera, $730* (ps); Special 4- 
dr., $550*. 

"56 Super 2-dr. Riviera, $550* (ps); 
conv., $325* (ps); Special 4-dr. Rivi- 
era, $505*; 2-dr. Riviera, $500*; Cen- 
tury 2-dr. Riviera, $515* (ps), $390*; 


4-dr. Riviera, $435* (ps). 


(ps) ; 


°55 Century 2-dr. 
$350*, 


Special 2-dr. Riviera, 
$275*, $235*, $210* 
CADILLAC—’60 (60) Special 4-dr, hard- 
top, $4,450* (ps), $4,160* (ps); de 
Ville 4-dr, hardtop, $4,370* (ps); 2- 
dr. hardtop, $4,000* (ps); (62) 4-dr., 

$4,300* (ps); conv., $3,975* (ps), 

’59 de Ville 2-dr. hardtop, $3,500* (ps), 
$3,215* (ps), $3,175* (ps); (60) Spe- 
cial 4-dr, hardtop, $3,470* (ps); (62) 
conv., $3,470* (ps); 4-dr., $3,070* 
(ps). 

’58 (62) Coupe de Ville, 
2-dr. hardtop, $2,150. 

’57 (60) Special 4-dr. 


Riviera, $405* 
$375*, 


$2,375* (ps); 


nardtop, $1,930* 


(ps), $1,920* (ps), $1,660* (ps), $1,- 
625* (ps); (62) Sedan de Ville, $1,- 
850* (ps), $1,600* (ps). 

’56 (62) Coupe de Ville, $1,250* (ps); 
2-dr, hardtop, $1,095* ips); Sedan de 
Ville, $1,080* (ps); conv., $985* (ps). 

’55 (62) Coupe de Ville, $1,055; 4-dr., 
$755* (ps), $685* (ps); (60) Special 
4-dr., $955; Eldorado conv., $935* 


(ps). 
’54 (62) 2-dr, hardtop, $705. 





Frequency Rates: Lis 
y 
be +. Automotive News, 


"53 (62) 4-dr., $300. 

’52 (62) 2-dr. hardtop, $325. 

’51 (62) Coupe de Ville, 
$100. 

’50 (62) 4-dr., $150. 

CHEVROLET—’60 Impala (8) sport coupe, 
$2,240* (ps), $2,205* (ps), $2,180* 
(ps), $2,120* (ps); Bel Air (8) 4-dr., 
$1,720* (ps); 2-dr., $1,720° (ps); 
sport sedan, $1,710*; Brookwood (6) 
4-dr., $1,650; Corvair 700 (6) 4-dr., 
$1,545*, $1,480*, $1,300; 2-dr., $1,- 
470. 

’59 Corvette (8) 
wood (8) 4-dr., 
$1,575*, $1,555*, 
sport coupe, 


$190; 4-dr., 


$2,135*; Park- 
$1,635* (ps), 
Impala (8) 
$1,745* (ps), $1,705* 
(ps), $1,690*, $1,600* (ps), $1,600; 
conv., $1,620* (ps), $1,350 (ps); sport 
sedan, $1,580* (ps), $1,575* (ps), $1,- 
570* (ps), $1,535*, $1,480* (ps); Im- 
pala (6) sport sedan, $1,375; Biscayne 
(8) 2-dr., $1,335* (ps); 4-dr., $1,090; 
Biscayne (6) utility sedan, $850; Bel 
Air (8) 4-dr., $1,300* (ps), $1,275*, 
$1,270*, $1,260*, $1,235*, $1,230*, $1,- 


conv., 
$1,795*, 
$1,550*; 


Detroit 7, Michigan. 
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160*; sport sedan, $1,250*; Bel Air 


(6) 4-dr., $1,260*, 

’58 Impala (8) sport coupe, $1,360, $1,- 
135*, $1,025*; conv., $1,210* (ps), $1,- 
100* (ps), $1,090* (ps), $1,050* (ps); 
Nomad (8) 4-dr., $1,195* (ps), $1,- 
100* (ps); Brookwood (8) 4-dr., $1,- 
175* (ps), $975*; Bel Air (8) sport 
coupe, $1,075* (ps); sport sedan, 
$955* (ps); Biscayne (8) 4-dr., $1,- 
065*. 

’57 Corvette (8) conv., $1,500; Two-ten 
(6) station wagon, $775*; Two-ten (8) 
station wagon, $770*; sport coupe, 
$750*; 4-dr., $685*, $660*; One-fifty 
(8) station wagon, $755*. 

‘56 Bel Air (8) sport coupe, $800* (ps); 
station wagon, $735*; 2-dr., $685; 
conv., $600*; 4-dr., $535*; Bel Air (6) 
sport sedan, $670*; Two-ten (8) 2-dr., 
$665*; 4-dr., $615*; sport sedan, 
$585*; Two-ten (6) station wagon, 
$515*; 4-dr., $485*; One-fifty (8) sta- 
$438 wagon, $600*; One-fifty (6) 2-dr., 
435. 


’55 Bel Air (8) sport coupe, $640, $550*, 
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$475, $460* (ps); conv., $605*, $825*; 
4-dr., $600; Bel Air (6) sport coupe, 
$610; Two-ten (8) sport coupe, $600; 
station wagon, $590*; Delray, $540*, 
$360*; 4-dr., $385*; One-fifty (6) 2- 
dr., $375, $330, 

7. Bel Air 4-dr., $300*, $285*; Two-ten 

2-dr., $330. 

53 Bel Air 2-dr, hardtop, $405, $225; 
2-dr., $220. 

"52 Deluxe 2-dr., $145*. 

CHRYSLER —'61 (300G) 2-dr. hardtop, 

$4,300* (ps). 

’59 Windsor conv., $1,430* (ps). 


’58 Windsor 2-dr, hardtop, $1,075* (ps). 
56 NY 4-dr., $720* (ps). 


DeSOTO—’55 Fireflite 4-dr., $340* (ps). 


DODGE—’61 Lancer (6) 2-dr., $1,775. 
’°60 Dart (8) Seneca 4-dr., $1,970* (ps). 
’59 Sierra (8) 4-dr., $1,645* (ps). 

’57 Suburban (8) 2-dr., $735*. 

56 Coronet (8) 2-dr., $435*; conv., 
$425* (ps); Custom Royal (8) 4-dr., 
$375*. 

’55 Royal (8) 4-dr., $340* (ps). 

’54 Royal (8) 2-dr, hardtop, $140*, 

’53 Coronet (8) 2-dr., $130*. 


FORD—’61 Thunderbird (8) 2-dr. hard- 
top, $4,325* (ps), $3,990* (ps), $3,- 
985* (ps), $3,925* (ps); Falcon (6) 2- 
dr., $1,900*, $1,895*. 

’60 Thunderbird (8) 2-dr, hardtop, $2,- 
785* (ps); Galaxie (8) starliner, $1,- 
860* (ps), $1,850* (ps), $1,765* (ps); 
4-dr. Victoria, $1,750* (ps); conv., 
$1,725* (ps); Ranch Wagon (6) 2-dr., 
$1,500; Falcon (6) 4-dr., $1,435*; 2- 
r., $1,175. 

’59 Thunderbird (8) 2-dr, hardtop, $2,- 
500* (ps), $2,470* (ps), $2,400* (ps); 
Galaxie (8) 2-dr. Victoria, $1,485* 
(ps), $1,480* (ps), $1,380*; 4-dr, Vic- 





toria, $1,480* (ps), $1,375* (ps); 
conv., $1;280* (ps); Country Sedan 
(8) 4-dr., $1,480* (ps), $1,410*, $1,- 
355* (ps); Fairlane 500 (8) 2-dr, Vic- 
toria, $1,305* (ps); 4-dr., $1,270* 
(ps); Custom 300 (8) 4-dr., $1,240*, 
$1,035*, $1,025*, $1,020*; 2-dr., $1,- 
130*, $1,120*, $1,060*, $1,035*; Cus- 
tom 300 (6) 2-dr., $940; Ranch Wag- 
on (6) 4-dr., $1,185*; Ranch Wagon 
(8) 4-dr., $1,100*; 2-dr., $1,000. 


’58 Thunderbird (8) 2-dr, hardtop, $1,- 


955*, $1,950* (ps); Country Sedan (8) 
4-dr., $915* (ps), $845*; Fairlane 500 
(8) 2-dr,. Victoria, $900*; 4-dr, Vic- 
toria, $850* (ps); 2-dr., $735*; Cus- 
tom 300 (6) 2-dr., $590*. 

’57 Fairlane 500 (8) skyliner, $1,050* 
(ps), $965* (ps); 2-dr., $725* (ps); 
4-dr., $605* (ps); 2-dr, Victoria, $560* 
(ps); Country Sedan (8) 4-dr., 2 at 
$750* (ps), $700* (ps); Custom 300 
(8) 2-dr., $710, $610*, $585*; 4-dr., 
$600*, $580*, $465*; Custom (8) 2-dr., 


$590; Fairlane (8S) 4-dr., $490* (ps). 
’56 Thunderbird (8) conv., $1,390* (ps); 

Fairlane (8) 2-dr, Victoria, $585 (ps), 

$455*, $385* (ps); 4-dr., $510* (ps), 


(Continued on Page 40, Col, 1) 















ALABAMA 


NEW JERSEY 





JOHNSON AUTO 


AUCTIONS 
Huntsville, Ala.—Friday 
100% Insured—Ne Registration Fee 





COLORADO 





Colorado Auto Auction 
4285 So. Santa Fe, Littleton, Colorado 
Phone: SU 1-782i 
SALE EVERY TUESDAY 
11:00 A.M. 


George A. Lamb Norman Early 
Owners & Operators 
MILL NACE, General Manager 


Dealers Only 
Write for FREE Market Reports. 





CONNECTICUT 





NEW ENGLAND'S OLDEST 
AND BEST 
Dealers Auto Exchange in our I5th Year of 
Continuous Operation. 
DUAL LANE SALE 
Sales every Wed.—11:30 A.M. 


Southern Auto Sales, Inc. 
Warehouse Point, Conn. 





FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues., 10 
A.M. Dealer-owned. Dealers only. 


MARYLAND 
BEL AIR—Bel Air Auto Auction. Ti- 
tles, checks guaranteed. Cars group- 
ed. Thur., 12 noon. Established 1947. 
MICHIGAN 
Aptco 
DETROIT'S 


Oldest, Largest and Very Best 
Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just 1/2 mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 


NEW JERSEY 


N-A-D-E 


eat Se 


OVER 


600 CARS|..>, 


EVERY WEEK LANES 


Junction of Penna. and N. J. Turnpikes 
Route 206 South, Bordentown, N. j 
Exit 7, N. J. Turnpike * AXminster 8-3400 


Overstocked? Inventory Unbalanced? 


Top Heavy with Hard-to-Sell Items? 


Need Some Creampuffs Fast? 


Dealer auto auctions listed here hold 


the answer to your used-car problems. 


Consult this page each week for the nation's top auto auctions. 

















EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 


MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 
Dual Lane Sale—4 Auctioneers 


Insured B 
AUCTION INSURANCE AGENCY, 
Birmingham, Alabama 
EVERY TUESDAY AT NOON! 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 


CApito!l 8-0100 for Reservations 
‘aint ner emir ect aie DM A ASPENS 


NEW YORK 


NEW YORK STATE’S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 


Dealer Auto Auction 
Albany 5, N. Y. 
Every Monday — I! O'Clock 
180 car sale average 


All Titles and Checks Guaranteed 





LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State. Check and 
Title Protection. (Wed.) 


NORTH CAROLINA 
RALEIGH — Mann’s Auto Auction 


Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 





AKRON—A-1 Auto Auction, U. S. 224, 
PL 3-6643, Titles, Checks guaran- 
teed. Ea. week, Tues., Thurs., 12:30. 





LUCA D, the Dealers’ Directory 
to Leading Auto Auctions. 





PENNSYLVANIA 





THESE J Free BooK.eTs 


CAN MAKE 


$$ FOR YOU 





“A QUICK TRIP THROUGH | een i 
THE WORLD'S BIGGEST; ~ | 
AUTO AUCTION” shows how 
you can.make money by attending the larg- 
est 3-lane auction in the world. 
“MARKET REPORT” makes $$$$ for you 
by listing the current prices being paid for 
each of the 700 cars handled by the Man- 
heim Aute Auction on an average sales day. 
For a limited time only—copies of these 
booklets can be yours absolutely FREE! 
Simply send your name, address, and 
dealer registration number to Manheim 
Auto Auction. P. S. Please tell us whether 
you handle new or used cars. 


MANHEIM AUTO 
AUCTION, INC. 


On Route 72, Manheim, Pa., Mohawk 5-2401 


North-East-South-West 
Automotive News' 


“Leading Used-Car Auction Direc- 
tory" gives the sale day and time 
of top Auto Auctions EVERY 
WEEK, 











Heard about the New Breed of “Cat” from Pontiac? 


Quick on its feet, 





born with balance, 

nine-life durability- 

that’s the New Breed of “Cat” from Pontiac. 
Pontiac Catalina! 


That’s why Pontiac is the purr-fect franchise! 





PONTIAC—THE ONLY WIDE-TRACK CAR ; 


PONTIAC MOTOR DIVISION «¢ GENERAL MOTORS CORPORATION 
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$485*, $360*; Country Sedan (8) 4-dr., 
$465*; Country Sedan (6) 4-dr., $400*; 
Custom (8) 2-dr., $445*; Custom (6) 
2-dr., $350*; Ranch Wagon (8) 2-dr., 
$445*, $300*. 

’55 Thunderbird (8) conv., $1,310; Fair- 
lane (8) 2-dr., $490*; 4-dr., $335, 
$330* (ps), $245*; Custom (8) 4-dr., 
$400*; Country Sedan (8) 4-dr, (8 
pass.), $380* (ps); Ranch Wagon (8) 
2-dr., $330; Main (6) 4-dr., $210*. 

’54 Crest (8) 2-dr, Victoria, $450. 

’53 Crest (8) 2-dr. Victoria, $175; Cus- 
tom (8) 4-dr., $100*. 

’52 Crest (8) 2-dr, Victoria, $150*. 

’51 Crest (8) conv., $120, 

*50 Custom (8) 2-dr., $135. 

IMPERIAL—’61 Imperial 4-dr. 
$5,050* (ps). 

LINCOLN—’59 Continental Mark IV 2-dr. 
hardtop, $3,050* (ps), $2,750* (ps); 4- 
dr. hardtop, $2,845* (ps). 


hardtop, 


58 Continental Mark III 2-dr, hardtop, 
$1,790* (ps). 

’56 Premiere conv., $585* (ps); 2-dr. 
hardtop, $500* (ps). . 

’52 Capri 2-dr. hardtop, £100*, 

MERCURY—’60 Monterey conv., $1,975* 

(ps). 

"59 “Monterey 4-dr, hardtop, $1,450*, $1,- 
290* (ps). 


’57 Commuter 4-dr, (9 pass.), $940* 


(ps); Monterey 4-dr, hardtop, $675* 
(ps); Montclair 4-dr., $580* (ps). 
’56 Custom 2-dr., $565* (ps); Montclair 


Monterey 2-dr. 


4-dr, hardtop, $545*; 
Medalist 2-dr. 


hardtop, $465* (ps); 
hardtop, $410*, $315*. 

’55 Montclair 2-dr, hardtop, $425*, $400* 
(ps), $335* (ps); Monterey 2-dr. hard- 
top, $355* (ps). 

54 Monterey 4-dr., $310*, 

OLDSMOBILE — '61 (88) 
$2,875* (ps); F-85 4-dr., $2,100. 

59 (88) Super 2-dr. Scenic, $2,030* 
(ps); 4-dr. Holiday, $1,905* (ps); (88) 
2-dr, Scenic, $1,815* (ps). 

58 (88) Super 4-dr, Holiday, $1,385* 
(ps); 2-dr, Holiday, $985*. 

’56 (S88) Super 2-dr. Holiday, $635* (ps), 
$555* (ps); 4-dr. Holiday, $390*; (S88) 
2-dr., $375*. 

’55 (88) 2-dr, Holiday, $625* (ps); 
Super 2-dr. Holiday, $500* (ps); 
Holiday, $495* (ps); (98) 4-dr. 
day, $190* (ps). 

’53 (88) 2-dr, Holiday, $185*, 

PACKARD—’56 Clipper 2-dr. hardtop, 
$390". 

’55 Clipper 4-dr., $265* (ps). 

PLYMOUTH—’60 Fury (8) 2-dr. hardtop, 
$1,900* (ps), $1,630* (ps); Valiant 
200 (6) station wagon, $1,820* (ps). 

’59 Suburban (8) Custom 4-dr., $1,300* 
(ps); Custom 2-dr., $1,250*, $1,150*; 
Belvedere (8) 4-dr., $1,060* (ps), 
$925*. 

’57 Belvedere 


2-dr. Holiday, 


(88) 
4-dr. 
Holi- 


(8) 2-dr. hardtop, $725* 
(ps); 4-dr. hardtop, $510* (ps); Sub- 
urban (8) Custom 4-dr., $585*; Cus- 
tom 2-dr., $565* (ps); Savoy (8) 4-dr. 
hardtop, $495*, $450*, 

"55 Plaza (6) 4-dr., $175. 
’53 Cranbrook 4-dr., $170, 

PONTIAC—'61 Tempest 4-dr., $2,210*. 

’60 Bonneville sport coupe, $2,500*, 
759 Bonneville 4-dr, Vista, $2,230* 
’58 Bonneville sport coupe, $1,675* 


(ps). 
(ps), 


$1,565* (ps); Chieftain 2-dr, Catalina, 
$1,020. 

’57 Star Chief 2-dr, Catalina, $900* 
(ps); 4-dr, Catalina, $685* (ps); Su- 


per Chief 4-dr, Catalina, $775*; Chief- 
tain 2-dr, Catalina, $675*. 


’56 Star Chief conv., $340* (ps). 
55 Star Chief 2-dr, Catalina, $360*, 
$325*; Chieftain 4-dr., $265, 
"53 Chieftain 4-dr., $140; Safari 4-dr., 
$120* (ps). 
RAMBLER—’60 Custom (6) Cross Coun- 


try, $1,835*; American (6) Super sta- 
tion wagon, $1,295. 

’55 Custom Cross Country, $355*, $295*. 

"52 Custom 2-dr, hardtop, $140. 

’51 Custom 2-dr. hardtop, $155, 


STUDEBAKER—’55 Champion (6) station 
wagon, $250*. 

"51 Champion (6) 2-dr., $135*, 

MISCELLANEOUS—’'60 Chevrolet (6) El 
Camino, $1,545*; (6) %-ton pickup, 
$1,390; Ford (6) Falcon Ranchero, 
$1,450. 

’59 Chevrolet (8) El Camino, $1,515*, 
$1,100 (ps); (6) El Camino, $1,410, 
$1,375; (8) %-ton LWSB pickup, $1,- 
240, $810*; (6) %-ton pickup, $990; 
Ford (8) Ranchero, $1,295* (ps), $1,- 
200, $1,150*, $1,135; (6) %4-ton LWB 
pickup, $1,190; Willys Jeep, $700. 

"58 Ford (6) %-ton pickup, $885; Chev- 
rolet (6) %-ton pickup, $810. 


’57 Ford (8) %-ton pickup, $785*, $600*; 


(8) Courier, $435*; GMC (8) 1-ton 
pickup, $710; Chevrolet (6) %%-ton 
pickup, $595; International (6) %-ton 
stake, $580. 

’56 Chevrolet (8) %-ton pickup, $715; 
Ford (8) %-ton LWB pickup, $430; 
(6) %-ton panel, $220. 

755 Chevrolet (6) %-ton pickup, $625, 
$585; Ford (8) %-ton pickup, $510; 
(6) %-ton pickup, $505, $405, $350. 


MASON CITY, IA. 


Central States Auto Auction. Sale every 
Wednesday, Prices are for sale of March 
29. Never hotter—buyers here in droves— 
prices firm on all models, Sold 80.4 percent 
of 181 consignments, 


BUICK—’57 Special 4-dr., $700*. 

"56 Super 2-dr. Riviera, $550, $450* 
(ps); 4-dr., $450* (ps); Special 4-dr., 
$405". 

’55 Super 2-dr. Riviera, $480* (ps). 
CADILLAC—’59 de Ville 2-dr, hardtop, 
$2,890*; (62) 4-dr., $2,690* (ps). 

*58 (62) Sedan de Ville, $1,855*; 4-dr., 

$1,780* (ps), 

"57 (62) 4-dr., $1,140*. 

"56 (62) Sedan de Ville, $1,060*; 4-dr., 
$835* (ps). 

CHEVROLET—’61 Impala (8) sport sedan, 


$2,545* (ps). 
’60 Impala (8) sport coupe, $1,940* (ps); 


Bel Air (6) 2-dr., $1,420; Biscayne 
(6) 4-dr., $1,415. 

’59 Impala (8) conv., $1,700*; sport 
sedan, $1,575* (ps); 4-dr., $1,500* 
(ps); Bel Air (6) 2-dr., $1,140*; 4- 
dr., $1,125*, $1,050; Biscayne (6) 4- 


dr., $955. 
"58 Impala (8) 
Air (8) 4-dr., 


conv., $1,400* (ps); Bel 
$1,035*; Brookwood (6) 
4-dr., $950* (ps), $935*; Delray (8) 
2-dr., $850; Delray (6) 4-dr., $850; 
Biscayne (8) 4-dr., $830*, 





"57 Bel Air (8) 4-dr., $1,080*, $850*; 
sport sedan, $925*; Two-ten (8) 4-dr., 
$805*, S$785*. 

‘56 Bel Air (8) 4-dr., $750; sport coupe, 
$710*; 2-dr., $680; Two-ten (8) sta- 
tion wagon, $620*, $605*. 

'55 Bel Air (8) 4-dr., $545*; Bel Air (6) 


sport coupe, $540; Two-ten (8) 4-dr., 
$435. 
’54 Bel Air sport coupe, $300*, 
’53 Bel Air 4-dr., $290*, 
CHRYSLER — '60 Windsor 4-dr., $1,945* 


(ps). 
’59 Saratoga 4-dr. hardtop, $1,280* (ps). 
’57 Saratoga 4-dr., $920*, 


DODGE—’57 Royal (8) 4-dr. hardtop, 
$700*; Coronet (8) 4-dr., $590*, 
EDSEL—’5S8 Ranger 2-dr., $400*. 


FORD—'61 Fairlane 500 (8) 4-dr., $2,015; 
Falcon (6) 2-dr., $1,900*, 

"60 Thunderbird (8) 2-dr, hardtop, $2,- 
470; Country Sedan (8) 4-dr., $1,575*; 
Fairlane 500 (8) 4-dr., $1,350*, $1,- 
335*; Fairlane 500 (6) 4-dr., $1,320*; 
Falcon (6) 2-dr., $1,305; Custom 300 
(8) 4-dr., $1,280. 

‘59 Thunderbird (8) 2-dr, hardtop, $2,- 
310* (ps); Galaxie (8) 4-dr, Victoria, 
$1,445* (ps), $1,410*, $1,400*; Fair- 
lane 500 (8) 4-dr., $1,275*; Country 
Sedan (8) 4-dr., $1,200; Custom 300 
(8) 2-dr., $1,000; 4-dr., $985; Fairlane 
(8) 4-dr., $1,075*, $1,040*; Fairlane 
(6) 4-dr., $1,005*, 

"58 Thunderbird (8) 2-dr. hardtop, $1,- 
665* (ps); Fairlane (8) 2-dr. Victoria, 
$835* (ps); 4-dr., $810*; 2-dr., $795* 
(ps); Country Sedan (8) 4-dr., $820*; 


Ranch Wagon (6) 4-dr., $800, $725*; 
Custom 300 (6) 4-dr., $795; 2-dr., 
$695. 

’57 Country Sedan (8) 4-dr., $720*; 
Custom 300 (8) 4-Ir., $670* (ps), 
$600*; Fairlane (8) 2-dr, Victoria, 
$600; 4-dr., $665* (ps); Custom (6) 
2-dr., $495. 

’56 Parklane (8) 2-dr., $550* (ps); 
Fairlane (8) 4-dr., $475*, $415* (ps). 

’55 Fairlane (8) 2-dr. Victoria, $420*; 
Country Sedan (8) 4-dr, (9 pass.), 
$400* (ps). 

IMPERIAL—’57 Crown 4-dr., $1,105*. 


MERCURY—’60 Monterey 2-dr., $1,430. 
59 Montclair 4-dr., $1,220* (ps). 
’58 Monterey 4-dr., $770* (ps). 
’57 Montclair 4-dr, hardtop, $615* 

Monterey 4-dr., $595*, 
’54 Monterey 2-dr, hardtop, $250. 


(ps); 


OLDSMOBILE—’60 (88) Super 2-dr, Sce- 
nic, $2,460* (ps); 4-dr. Holiday, $2,- 
350* (ps); (98) 4-dr., $2,205* (ps). 

"59 (88) Super 4-dr., $1,790* (ps); (88) 
Fiesta 4-dr., $1,690* (ps), 

"58 (98) 4-dr. Holiday, $1,095*; conv., 
$1,275"; (88) Fiesta 4-dr., $1,170*, 
"57 (88) Super 2-dr. Holiday, $815* 

(ps); (98) 4-dr., $700* (ps), 
"56 (98) 4-dr., -$630* (ps); 2-dr, Holi- 
day, $630*; (88) 4-dr., $455*, 

PLYMOUTH—’59 Belvedere <8) 4-dr., $1,- 
000*; Belvedere (6) 4-dr., $890*; Sa- 
voy (8) 4-dr., $905* (ps), $800*; Sa- 
voy (6) 4-dr., $785. 

‘58 Suburban (8) Custom 4-dr., $800*; 
Savoy (8) 2-dr. hardtop, $735*. 
’56 Suburban (8) Sport 4-dr., $625*; 
Belvedere (8) 2-dr., $400. 
PONTIAC—’60 Catalina 4-dr., $1,860*, 


’59 Catalina 4-dr., $1,350*, $1,080. 
’58 Chieftain conv., $1,235. 
’56 Star Chief 4-dr., $525*; 
2-dr. Catalina, $415*, 
RAMBLER—’60 American (6) 
wagon 2-dr., $1,310*; Super (6) 
Country 4-dr., $1,700*. 

59 American (6) station wagon 2-dr., 
S785. 

’58 Ambassador (8) Cross Country 4-dr., 
$1,000* (ps); Custom (6) Cross Coun- 
try 4-dr., $950. 

’57 Super (6) 4-dr., $625, 

’56 Super (6) 4-dr., $560, 

STUDEBAKER—’59 Lark (6) 4-dr., $850. 

’57 Silver Hawk (8) 2-dr., $635* (ps). 





Chieftain 


station 
Cross 


VALIANT—'60 V-200 4-dr., $1,300* (ps), 
$1,000. 

MISCELLANEOUS—’59 Ford 1-ton pick- 
up, $1,165. 





’58 Chevrolet 14-ton, $770, 

’57 Chevrolet %4-ton pickup, $750, 
’56 Ford “%-ton pickup, $620, 

’54 Chevrolet 11%4-ton, $340. 

'52 Chevrolet 2-ton, $400. 


FLINT 


Flint Auto Auction. Sale every Wednes- 
day. Prices are for sale of March 29. A 
good percentage of the cars entered were 
not considered sharp and we did hear some 
complaints as to the scarcity of sharp units 

which we feel counts for only 65 percent 
of the entry changing hands, Sold 183 cars 
from 279 consignments. 

BUICK—’60 Electra 225 4-dr. hardtop, §$2,- 
655* (ps), $2,230* (ps); Electra 2-dr. 
hardtop, $2,350* (ps); Invicta 4-dr. 





Le) 





Plastic Interior— 





$2,340* (ps); LeSabre 4-dr., 
(ps); 2-dr. hardtop, $2,290* 


$1,675* (ps), 
$1,520* 


hardtop, 
$2,290* 
(ps). 

"59 Electra 4-dr. 
$1,630* (ps); 
(ps). 

58 Super 4-dr. Riviera, $1,110* 
’57 Special conv., $805* (ps); 4-dr., 
$775* (ps); 2-dr., $550* (ps); RM 4- 
dr. Riviera, $750* (ps); Super 2-dr. 
Riviera, $750* (ps). 
’56 Special 2-dr., $470* 2-dr, Ri- 

viera, $400* (ps). 
’55 Special 2-dr., $345* (ps). 


CADILLAC—’60 de Ville 4-dr. 
$3,625* (ps); (62) 4-dr. hardtop, 
525* (ps). 

"59 (62) 4-dr., $2,825* (ps). 

58 (62) 4-dr. hardtop, $1,525* (ps). 

CHEVROLET—’61 Impala (8) conv., $2,- 
650* (ps); 4-dr., $2,245*; Biscayne 
(6) 2-dr., $1,815; Corvair 700 (6) 
2-dr., $1,650. 

’60 Impala (8) conv., 
250*, $2,230*; 4-dr. 
(ps); 2-dr. hardtop, $1,805*; Impala 
(6) conv., $2,125* (ps); Bel Air (8) 
4-dr., $1,780* (ps); Bel Air (6) 2-dr., 
$1,600*, $1,515, $1,465; Biscayne (6) 
4-dr., $1,625*, $1,440*; Corvair 700 
(6) 2-dr., $1,425*, $1,340; 4-dr., $1,- 
400*, $1,355*, $1,335*. 

’59 Impala (8) conv., $1,755* (ps), $1,- 
600* (ps); 2-dr. hardtop, $1,600* (ps); 


hardtop, 
Invicta 4-dr., 


(ps). 


(ps) ; 


hardtop, 
$3,- 


$2,250* (ps), $2,- 
hardtop, $2,085* 


4-dr., $1,575* (ps), $1,325*; 4-dr. 
hardtop, $1,540* (ps); Parkwood (8) 
4-dr., $1,485*; Parkwood (6) 4-dr., 
$1,350* (ps); Brookwood (8) 4-dr., 
$1,410* (ps); Brookwood (6) 4-dr., 
$1,100; Bel Air (8) 4-dr., $1,335* 
(ps), $1,325*, $1,310*%, $1,275*, $1,- 


175*; 2-dr., $1,200*; Bel Air (6) 4-dr., 
$1,295*, $1,225, $1,110*; 2-dr., $1,170*, 
$1,965; Biscayne (6) 2-dr., $950. 


"58 Bel Air (8) 4-dr., $1,015* (ps); 2- 
dr., $850*; Brookwood (8) 4-dr., $995*, 
$975*; Biscayne (6) 2-dr., $855*, 


$850*, $850, $615; 4-dr., $765*. 


’57 Bel Air (8) 2-dr, hardtop, $915*, 
$825* (ps); 4-dr. hardtop, $875*, 
$860*; Bel Air (6) 2-dr. hardtop, 


$770*; 2-dr., $750*; 4-dr., $700*; Two- 
ten (8) station wagon 4-dr., $805*; 
One-fifty (8) 4-dr., $690*; One-fifty 
(6) 2-dr., $375. 

’56 Bel Air (6) 4-dr., $560*; 2-dr. hard- 
top, $490*; Two-ten (8) station wagon 
4-dr., $530*. 

’55 Two-ten (8) Delray, $410*; 4-dr., 
$270; Two-ten (6) 2-dr., $165*, $130*; 





Bel Air (8) 4-dr., $200*; 2-dr, hard- 
top, $100* (ps). 

DeSOTO — ’58 Firedome 4-dr. hardtop, 
$575* (ps). 

DODGE—’60 Dart (8) Pioneer 2-dr., $1,- 
535*. 


’57 Coronet (8) 2-dr., $600* (ps), $525*; 
4-dr., $500*. 

FORD—’61 Thunderbird (8) 2-dr. hardtop, 
$3,615* (ps); Falcon (6) station wag- 
on 4-dr., $2,000; 2-dr., $1,560; Fair- 
lane (6) 2-dr., $1,780. 

’60 Thunderbird (8) 2-dr. hardtop, $2,- 
655* (ps); Galaxie (8) 4-dr., $1,675; | 





Model Breakdown 
Of Auction Averages 

















April, 1961 Mar., Feb., 

Model To Date 1961 1961 

$2,561 $2,533 
1,909 1,932 
1,355 1,370 
963 920 
634 632 
444 439 
323 320 
206 219 
Overall 
Average $1,061 ($1,049 $1,046 
Fairlane 500 (8) 2-dr., $1,450*; Falcon 

(6) 2-dr., $1,350, $1,290. 

’59 Galaxie (8) 2-dr, Victoria, $1,205*; 
Ranch Wagon (6) 4-dr., $1,025* (ps); 
Custom 300 (8) 2-dr., $995*; Custom 
300 (6) 2-dr., $990. 


’58 Thunderbird (8) conv., $1,815* (ps). 

’57 Thunderbird (8) conv., $1,600*; Fair- 
lane 500 (8) Skyliner, $960* (ps); 
conv., $815*; 4-dr., $530*; Country 
Sedan (8) 4-dr., $620*; Custom 300 
(8) 4-dr., $435*; 2-dr., $420*; Cus- 
tom (8) 2-dr., $435, $400. 

’56 Country Sedan (8) 4-dr., $510*; Cus- 
tom 300 (8) 4-dr., $370*; Fairlane (8) 
4-dr., $270*; Custom (8) 2-dr., $230. 

’54 Custom (6) 4-dr., $145. 

’53 Ranch Wagon (8) 2-dr., $100. 

MERCURY—’58 Commuter 2-dr., $755*. 

’55 Monterey 4-dr., $110*. 

OLDSMOBILE — ’61 (88) 4-dr., 
(ps). 

760 (98) 4-dr., $2,365* (ps); (88) Super 
4-dr. Holiday, $2,300*; (88) Fiesta 4- 
dr., $2,250* (ps); 4-dr., $1,775. 

’59 (S8) 4-dr., $1,475*. 


$2,510* 


"58 (88) Fiesta 4-dr., $1,170* (ps). 

’5T (88) 2-dr., $700* (ps); (88) Super 
4-dr., $555*. 

"56 (88) 2-dr., $630* (ps). 


PLYMOUTH—’60 Suburban (6) 4-dr., $1,- 
785*. 
59 Savoy (6) 2-dr., $810. 
’58 Suburban (8) 4-dr., $750; Plaza (6) 
2-dr., $545. 


’57 Belvedere (8) conv., $450*; Plaza 
(6) 4-dr., $290. 
PONTIAC—’61 Catalina 4-dr. Vista, $2,- 
600* (ps); Tempest 4-dr., $2,005*. 
60 Bonneville conv., $2,705* (ps); Star 
Chief 4-dr., $2,300* (ps); Catalina 4- 


dr., $1,800*. 


’59 Bonneville 4-dr., $1,975* (ps); Ven- 
tura 4-dr. Vista, $1,630* (ps); Star 
Chief 4-dr., $1,605*; Catalina sports 


coupe, $1,530* (ps). 
’57 Star Chief 2-dr, 
Chieftain 2-dr., $515*; 
$370*, $370. 
’5S Chieftain Safari 


Catalina, $735*; 
2-dr. Catalina, 
(ps); 


4-dr., $400* 


Used Import Car Prices 


Volkswagen—’61 2-dr., $1,475. 





ALBANY 


Simeca—'59 4-dr., $400. 


BORDENTOWN, N. J. 


Austin-Healey—’60 conv., $1,050. 
’54 conv., $375. 

Renault—’60 4-dr., $585, $395. 
’5S 4-dr., $355. 
’57 4-dr., $297, 

Volkswagen—’59 2-dr., $940, $750. 


Volvo—’58 2-dr., $600. 


CALDWELL, N. J. 


Metropolitan—’ 54 2-dr., $175. 
Wartburg—’61 4-dr., $650. 


CHICAGO 


"58 conv., 3605. 
hardtop, 


Hillman— 

Metropolitan—’59 2-dr. 

Morgan—’59, $1,295. 

Triumph—’ 60 conv., $1,200. 

Vauxhall—’60 4-dr., $795. 
’5S 4-dr., $690. 


COLUMBUS, O. 
Ford (English)—’59 Consul 4-dr., 
Goliath—’58 2-dr., $300. 
Metropolitan—’55 2-dr., $310. 
Vauxhall—’58 Super 4-dr., $675. 
Volkswagen—’61 2-dr., $1,530. 


DAYTONA BEACH, FLA. 
Morris—’57 2-dr., $275. 
Peugeot— 59 4-dr., $675. 
Renault—’60 4-dr. Dauphine, $740. 
Simca—’60 4-dr., $540. 
’59 4-dr., $420. 


DETROIT 


Hillman—’57 Husky station wagon, $285. 
Metropolitan—’57 2-dr. hardtop, $450. 


$520. 


$550. 
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All-plastic interior for the car of tomorrow is shown in a cutaway model developed 
by Marbon Chemical Division, Borg-Warner Corp., Washington, W. Va. Interior compo- 
nents are made of Cycolac brand polymers, a hard-surfaced primary material pro- 
duced by Marbon. To demonstrate practicality of the rigid yet lightweight resin as a 
replacement for metals and less durable plastics, the steering wheel, instrument panel 
cluster, seat shells, transmission console, one-piece ceiling headliner, door liners and 
trunk lining are fabricated of the material. Presently specified for many automotive 
components, the plastic is widely used in telephones, typewriters, commercial refriger- 
ation units and refrigerated trailers and freight cars. 


"60 $1,890. 


FLINT 


Volkswagen—’ 60 2-dr., $1,250. 
’57 2-dr., $655, $595. 


vt 
FONTANA, WIS. 


"59 conv., $1,000. 
’59 4-dr., $620. 


LOS ANGELES 


Austin-Healey—’55 roadster, $635. 
Hillman—’59 Minx conv., $745, $675; 4-dr., 
$625. 
’53 Minx 4-dr., $125. 
Renault—’59 Dauphine sunroof 4-dr., $355. 


2-dr., 


Triumph 
Vauxhall 











’58 Dauphine 4-dr., $450, $400, 
Volkswagen—’60 Kombi station wagon, 
$1,250. 


’5S8 2-dr., $860. 
’57 2-dr., $770; sunroof 2-dr., $710. 
756 Karmann-G hia 2-dr., $710; 
$630, $600. 
Volvo—’59 2-dr., $1,070. 
’57 2-dr., $475. 


MANHEIM, PA. 


2-dr., 


Borgward—’59 station wagon, $870. 
Fiat—’59, $360; conv., $235. 
Hillman—’55 Minx conv., $235. 
Jaguar—’59 conv., $1,670. 

MG—’59 2-dr. hardtop, $1,070. 
Mercedes-Benz—’58 4-dr., $1,125*. 
Moretti—’ 60 roadster, $850. 
Peugeot—’60 sunroof 4-dr., $910. 
Renault—’58 4-dr., $450. 

Saab—’59 2-dr., $625, $500. 
Simea—’58 2-dr. hardtop, $375. 
Sunbeam—’59 conv., $885. 
Vauxhall—-’60 station wagon, $860. 
Volkswagen—’61 2-dr., $1,650, $1,550. 


760, $1,425; 113 2-dr., $1,330. 
°59 2-dr., $1,025, $950, $910, $850, $800. 


MASON CITY, IA. 
Volkswagen—’60 2-dr., $1,330, $1,200, $1,- 
045. 


NEWINGTON, CONN. 


Saab—’58 2-dr., $235. 


WAREHOUSE POINT, CONN. 
Austin-Healey—’60 Sprite <onv., $975. 
Fiat—’59 1100 4-dr., $470. 

Ford (English)—’59 station wagon, $415. 
Hillman—’58 station wagon, $500. 
Renault—’59 Dauphine 4-dr., $575. 


WEST PALM BEACH, FLA, 
Alfa-Romeo—’58 2-dr., $1,000. 
Borgward—’59 Isabella station wagon 2- 

dr., $640. 








Fiat—’59 conv., $400, $270; 2-dr., $205. 
Ford (English)—’59 Anglia 2-dr., $590, 2 
at $575; Zephyr 4-dr., $530; Prefect 
4-dr., $385. 
Goliath—’59 1100 station wagon 2-dr., 
$515. 
Hillman—’60 Minx 2-dr., $850. 
Mercedes-Benz—’58 190 4-dr., $1,550. 
MG—’57 4-dr., $505. 
’54 roadster, $550. 
Renault—’59 Dauphine 4-dr., $525, 2 at 
$510. 
Taunus—’60 2-dr., $790. 
’59 4-dr., $590. 
Volkswagen—’59 Microbus, 2 at $1,245, 


$1,180; 2-dr., $780. 
'58 2-dr., $725. 





4-dr., $150*. 
RAMBLER—’61 Classic (6) Super station 
wagon 4-dr., $1,905. 
60 Custom (6) station wagon 4-dr., $1,- 


715*, $1,635. 

’59 Super (6) Cross Country 4-dr., $1,- 
185*. 

MISCELLANEOUS — ’'60 Ford (6) %-ton 

pickup, $1,250. 

’59 Ford (6) %-ton pickup, $1,030. 

’56 Chevrolet (6) %-ton pickup, $665, 
$425°. 


DYER, IND. 


Dyer Auto Auction. Sale every Friday. 
Prices are for sale of March 31, Sold 251 
cars from 310 consignments. 

BUICK—’57 Special 4-dr. $540* 
(ps). 
’56 Special 4-dr. Riviera, $295* (ps). 
’55 Century 4-dr. Riviera, $340* (ps); 
Special 4-dr., $155*, $145* (ps), $120*; 
2-dr. Riviera, $120*. 
CADILLAC—’60 (60) Special 4-dr. hard- 
$1,850* 


Riviera, 


top, $3,850* (ps). 

"5S (60) Special 4-dr, 
(ps). 

’57 (62) 2-dr. hardtop, $795* 

’53 (62) 4-dr., $125*. 

CHEVROLET—’60 Impala (8) sport coupe, 
$2,110* (ps), $2,070* (ps); sport se- 
dan, $1,985* (ps); Bel Air (8) 4-dr., 
$1,550". 

°59 Impala (8) sport coupe, $1,585* 
(ps); sport sedan, $1,475* (ps); Bel 
Air (8) 4-dr., $1,295*; 2-dr., $1,205*. 

758 Impala (8) sport coupe, $1,120* 
(ps); Nomad (6) 4-dr., $975*; Bel Air 
(8) 4-dr., $850; sport coupe, $795* 
(ps); Biscayne (8) 2-dr., $740*. 

’57 Bel Air (8) sport coupe, $950* (ps), 
$795*; station wagon, $925; 4-dr., 2 
at $675*; Bel Air (6) 4-dr., $700*; 
One-fifty (8) 2-dr., $550*, 

56 Bel Air (8) 2-dr., $625; 4-dr., $450; 
Bel Air (8) sport sedan, $620*; sport 
coupe, $615, $505*; 2-dr., $450; Two- 
ten (8) sport coupe, $450*, $390*; 4- 
dr., $410*; Two-ten (6) 4-dr., $340*. 

55 Bel Air (8) sport coupe, $505*; 4- 
dr., $385*; 2-dr., $360*, $310*; Bel Air 
(6) 2-dr., $365*; 4-dr., $340*; Two-ten 
(6) station wagon, $340*; Two-ten (8) 
sport coupe, $310*; One-fifty (6) 2-dr., 


nardtop, 


(ps). 


$195, $140; 4-dr., $190*, $175; One- 
fifty (8) 2-dr., $165*. 

°54 One-fifty 4-dr., $145*, 

53 Bel Air 4-dr., $300*; 2-dr., $275*; 
Two-ten 2-dr., $175*; One-fifty 4-dr., 
$105*. 


’51 Deluxe 4-dr., $275. 
CHRYSLER—’59 NY 4-dr., 
DeSOTO—’59 Adventurer 

$1,455* (ps). 


’55 Fireflite 2-dr. 


$1.600* (ps). 
2-dr. hardtop, 


hardtop, $300* 
DODGE—’56 Coronet (6) 4-dr., $135*. 
55 Royal (8) 4-dr., $285*; Coronet (8) 
4-dr., $200*; Coronet (6) station wag- 
on, $145; 2-dr., $100. 
EDSEL—’58 Ranger 4-dr. hardtop, $375* 
(ps); 2-dr, hardtop, $275*. 
FORD—’60 Fairlane (8) 4-dr., $1,325*. 
’59 Galaxie (8) 2-dr. Victoria, $1,310* 
(ps); 4-dr., $1,270* (ps); Fairlane (8) 
4-dr., $1,030*; 2-dr., $975*; Ranch 
Wagon (8) 4-dr., $950*. 
°5S8 Fairlane 500 (8) 2-dr. Victoria, 
$925* (ps); 4-dr., $860*; Fairlane (8) 
2-dr. Victoria, $600*, $550*; Ranch 
Wagon (8) 4-dr., $500*; Ranch Wagon 
(6) 2-dr., $375, 
‘57 Fairlane (8) 2-dr, Victoria, 
(ps), $585*; 4-dr., $600*, $550*, 
756 Fairlane (8) 2-dr., $360*; conv., 
$320*; Country Sedan (8) 4-dr., $315*; 


$815* 





Custom (8) 4-dr., $295*, $280*; 2-dr. 
Victoria, $210*; Main (8) 4-dr., $235*, 
$210*; Main (6) 4-dr., $190*, $185*. 

’55 Fairlane (8) 2-dr, Victoria, $360*, 
$200*, $165*; Custom (8) 2-dr., $215*; 
Main (6) 4-dr., $130*, $115, 

’54 Custom (8) 2-dr., $200*; 4-dr., $170, 
$160*; Ranch Wagon (6) 2-dr., $135; 
Main (6) 4-dr., $125*. 

’53 Custom (8) 4-dr., $160*. 
HUDSON—’55 4-dr. hardtop, $200*. 
MERCURY—’5S Monterey 2-dr, hardtop, 

$400* (ps). 

’57 Monterey 4-dr., $500, $425*; 2-dr. 
hardtop, $400*; Commuter 4-dr., $470. 


’56 Montclair 2-dr. hardtop, $420*; 4-dr., 


$385*; Medalist 4-dr., $135*. 
’52 Monterey 4-dr., $135*. 
OLDSMOBILE — ’59 (98) 4-dr., $1,625* 
(ps). 

75S (98) 2-dr. Holiday, $1,200* (ps), 

’56 (88) 2-dr. Holiday, $275*. 

"5S (88) 2-dr, Holiday, $365*; 4-dr. Hol- 
iday, $355* (ps), $150*; 4-dr., $235*; 
conv., $150*. 

’54 (88) 4-dr., $140*, $120*, $115*; (98) 


2-dr. Holiday, $125*, 
"BO (88) 4-dr., $115*. 


PACKARD—’55 Clipper 2-dr. hardtop, 
$330*, $280*. 
’54 Clipper 2-dr., $110*, 
PLYMOUTH—’60 Fury (8) 2-dr. hardtop, 


$1,800* (ps). 
’59 Belvedere (8) 4-dr. hardtop, $700*. 


58 Suburban (8) 2-dr., $655*, $280*; 
Savoy (6) 2-dr., $455*; Plaza (8) 2- 
dr., $330*. 

’57 Belvedere (8) 2-dr. hardtop, $555*; 
Savoy (8) 4-dr., $410*; Savoy (6) 2- 
dr, hardtop, $325*; Plaza (6) 4-dr., 
$275*. 

’56 Plaza (8) 2-dr., $175*. 

PONTIAC—’57 Chieftain 2-dr. Catalina, 
$500* (ps); 4-dr., $475* (ps). 

’56 Chieftain 2-dr. Catalina, $345*, 
$300*, $275*; 4-dr., $325*, $200. 

’55 Chieftain 2-dr, Catalina, $275*; 2- 
dr., $230*, $180*; Star Chief 4-dr., 
$255". 

’54 Chieftain 2-dr. Catalina, $125”*, 

’53 Chieftain 2-dr., $135*; 2-dr, Cata- 
lina, $100*, 

RAMBLER — ’59 Ambassador (8) 4-dr., 
$1,190*. 

’58 American (6) 2-dr., $730* 


’55 Deluxe Suburban 2-dr., $190*, $120*; 
4-dr., $170. 


STUDEBAKER—’59 Lark (6) 2-dr. hard- 
top, $500*. 
’57 Commander (8) 2-dr., $375*, 
MISCELLANEOUS—’57 Ford (6) panel, 





$275; Dodge panel, $250. 
’56 GMC %-ton, $500. 


re 


Ford panel, $150. 


55 Dodge panel, $155; 

’54 Chevrolet %-ton pickup, $165. 

753 GMC %\%-ton, $375; Ford panel, $120. 
’51 Dodge %-ton, $140. 


DETROIT 


Aptco Auto Auction. Sale every Wed- 
nesday. Prices are for sale of March 29. 
BUICK—’59 LeSabre 4-dr., $1,535* (ps), 

$1,510*. 

’5S Special 4-dr, Riviera, $875*. 

’57 Super 2-dr. Riviera, $800* (ps), 
CADILLAC—’57 (62) Coupe de Ville, $1,- 


460* (ps). 
CHEVROLET—’61 Impala (8) sport coupe, 
$2,425*. 
’60 Impala (8) conv., $2,205*; sport 


(Continued on Page 41, Col. 1) 











Used-Car Auction Prices 





(Continued from Page 40) 


coupe, $2,050*; 4-dr., $2,010*, $1,950*; 
Parkwood (8) 4-dr., $1,840* (ps); Bis- 
cayne (6) 4-dr., $1,505; 2-dr., $1,- 
440°. 

"59 Impala (8) conv., $1,805* (ps); 
sport coupe, $1,550*, $1,415* (ps); 
Parkwood (6) 4-dr., $1,430*, $1,300; 
Bel Air (6) 4-dr., $1,190*; Biscayne 
(6) 2-dr., $1,175, $1,150*, $1,135*, $1,- 
125*, $1,040, $1,030°, $1,110*, $985*. 

’*58 Bel Air (8) sport coupe, $1,150* 
(ps); 4-dr., $985*, $675*; 2-dr., $850; 
Brookwood (8) 4-dr., $990*. 

’57 Nomad (8) 2-dr., $960*; Two-ten (8) 
sport coupe, $810*; station wagon (6) 
2-dr., $790; Two-ten (6) 2-dr., $640; 
Bel Air (8) sport coupe, $775*; 2-dr., 
$600. 

CHRYSLER ’61 (300G) 2-dr. hardtop, 
$4,235* (ps). 

’59 Saratoga 4-dr., $1,350* (ps). 

’57 Saratoga 4-dr, hardtop, $650* (ps). 
COMET—’60 Comet 4-dr., $1,625*. 
DODGE—’60 Matador (8) 4-dr., $1,875*; 

Dart (6) 4-dr., $1,450. 





’59 Custom Royal (8) 2-dr. hardtop, $1,- 
280*, 

’58 Custom Royal (8) 4-dr., $1,050* 
(ps). 


’57 Custom Royal (8) 2-dr, hardtop, 
$710*; 4-dr., $570*. 
’56 Custom Royal (8) 4-dr., $300*. 
FORD—’60 Galaxie (8) convy., $2,050* 
(ps), $2,010* (ps); 2-dr. Victoria, $1,- 
860* (ps); 4-dr., $1,660* (ps); Coun-| 


j 


try Sedan (8) 4-dr., $1,810*; Falcon! yERCURY—’58 Monterey 4-dr. 
$790*; 4-dr., 2 at $685* (ps). 


(6) station wagon 4-dr., $1,650; 4-dr., 
$1,420*; 2-dr., $1,385; Fairlane 500} 
(8) 2-dr., $1,500*. } 

59 Thunderbird (8) 2-dr, hardtop. $2,-| 
350* (ps), $2,250* (ps), $2,165* (ps); 
Galaxie (8) conv., $1,585* (ps), $1, | 
530* (ps); 4-dr. Victoria, $1,425* (ps), 
$1,375*; Country Sedan (8) 4-dr., $1,- | 
425*, $1,390*, $1,070; Fairlane 500! 
(8) 4-dr, Victoria, $1,260* (ps); Cus- | 
tom 300 (8) 2-dr., $1,080* (ps), $965; 
4-dr., $950* (ps); Fairlane (8) 4-dr.., | 
$1,060, $1,050. 

’58 Fairlane 500 (8) Skyliner, $1,035*; 
2-dr, Victoria, $1,000*; Fairlane (8) 
2-dr., $645*. 

57 Custom 300 (6) 4-dr., $390*. 

56 Country Sedan (8) 4-dr., $360*. 

MERCURY—’60 Colony Park 4-dr., $2,- 
500*; Monterey conv., $2,280*. 

’57 Montclair conv., $820* (ps); Mon- 
terey 4-dr. hardtop, $610*; 2-dr., 
$550*, $475, $475*. 

OLDSMOBILE — ’60 (98) 4-dr. Holiday, | 
$2,400* (ps); (88) 2-dr, Scenic, $2,- 
085*. 

’59 (98) 2-dr, Scenic, $1,855* (ps); (88) 
Super 4-dr. Holiday, $1,735* (ps); (88) 
4-dr. Holiday, $1,500* (ps). 

’58 (88) conv., $1,380* (ps). 

’57 (88) Super 4-dr., $880* (ps); 4-dr. 
Holiday, $715*; 2-dr, Holiday, $690* 
(ps), 

PLYMOUTH — ’59 Suburban (8) Custom 
4-dr., $900*. 

’58 Belvedere (8) 2-dr, hardtop, $750*; 
4-dr., $730*. 

’57 Belvedere (8) 2-dr., $560*, $550*; 
4-dr., $460*; Plaza (6) 4-dr., $350. 
PONTIAC—’60 Bonneville conv., $2,640* 

(ps). 

’58 Star Chief Safari 4-dr., $1,075* (ps). 

’57 Chieftain 4-dr., $615*. 

RAMBLER—’60 Super (6) station wagon 
4-dr., $1,810*, 

’59 Super (6) 4-dr., $1,050; American 
(6) 2-dr., $775*. 

STUDEBAKER—’59 Lark (6) station wag- 
on 2-dr., $750*. 

VALIANT—’60 V-200 4-dr., $1,510*, $1,- 
465. 

MISCELLANEOUS—’60 Chevrolet Apache 
%-ton pickup, $1,275. 

’59 Ford Ranchero pickup, $1,125. 

56 Ford %-ton pickup, $360. 


WEST PALM BEACH, FLA. 


West Palm Beach Auto Auction. Sale 
every Thursday. Prices are for sale of 
March 30. Retail on up-grade with heavy 
consignment and excellent bidding. Trucks 
and foreign cars sold very well as 79.2 
percent sold. 

BUICK—’58 RM conv., $1,185* (ps); Spe- 
cial conv., $800* (ps). 

’57 Special 4-dr. Riviera, $650* (ps); 
Estate Wagon 4-dr., $575; 2-dr. Rivi- 
era, $575* (ps); Super 2-dr. Riviera, 
$575* (ps); RM 4-dr. Riviera, $550* 
(ps). 

56 Super 2-dr. Riviera, $375* (ps), 
$310* (ps), $310*; 4-dr. Riviera, $350* 
(ps). 

CADILLAC—’59 (62) 4-dr. hardtop, $2,- 
915* (ps); de Ville 2-dr. hardtop, $2,- 
810* (ps). 

"58 (62) 2-dr. hardtop, $1,825* (ps). 

’b7 (62) 4-dr. hardtop, $1,090. 

*56 (62) 2-dr. hardtop, $960* (ps); 4- 
dr., $740* (ps), $725*, $655* (ps); 
Coupe de Ville, $820* (ps); (60) Spe- 
cial 4-dr., $860* (ps), $850* (ps). 

"55 (62) 4-dr., $460* (ps), $450* (ps); 
Coupe de Ville, $405*. 

OHEVROLET — ’61 Parkwood (8) 4-dr., 
$2,235. 

’60 Brookwood (6) 4-dr., $1,585; Corvair 
700 (6) 2-dr., $1,280. 

759 Impala (8) conv., $1,405* (ps), $1,- 
400* (ps), $1,315* (ps); 4-dr. hardtop, 
$1,330* (ps); Impala (6) 4-dr., $1,- 
200; Brookwood (8) 4-dr., $1,160* 
(ps), $1,095*; Biscayne (6) 2-dr., 
705. 

758 Impala (8) conv., $1,130* (ps), $1,- 
025* (ps), $975* (ps); Brookwood (8) 
4-dr., $800; Yeoman (6) 4-dr., $750*; 
Delray (6) 2-dr., $650*. 

’57 Bel Air (8) conv., $930* (ps), $915* 
(ps), $895* (ps), $875* (ps); Bel Air 
(6) 2-dr. hardtop, $850; Two-ten (6) 
2-dr., $595* 

’56 Bel Air (8) 4-dr. hardtop, $650*; 2- 
dr., $415; Bel Air (6) 4-dr., $540*. 
CHRYSLER—’57 NY 4-dr. hardtop, $750* 

(ps). 

’56 NY conv., $430* (ps). 

DeSOTO—’'58 Fireflite station wagon 4-dr., 
$1,000* (ps). 

’56 Fireflite 4-dr. hardtop, $505*. 
DODGE—’57 Custom Royal (8) conv., 

$360. 

’56 Custom Royal (8) 2-dr. hardtop, 
$480; Coronet (8) Sierra 4-dr (9 
pass.), $445* (ps); Royal (8) 4-dr., 
$400* (ps), $235*. 

FORD—'60 Thunderbird (8) conv., $2,700* 
(ps); Galaxie (8) starliner, $1,515*; 
Fairlane (8) 4-dr., $1,375*, $1,325; 2- 
dr., $1,200. 
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’57 Commuter 4-dr., 
Monterey conv., 
OLDSMOBILE 


Super conv., 


PACKARD 
’59 Thunderbird (8) conv., $2,270* 
PLYMOUTH 
toria, $1,250* Country Sedan (8) 
’58 Belvedere 
dr., $945; Custom 300 (8) 2-dr., $850*. ’56 Suburban 


(6) 4-dr., $970* (ps); 





*58 Country Sedan 


"60 Catalina conv., 
Chieftain 4-dr. 
"56 Chieftain :‘ 


2-dr. Victoria, $860* (ps), $810, $615*; 
Victoria, 
Ranch Wagon 
Ranch Wagon 
Custom 300 


Ranch Wagon $580, $310*; 
Country Sedan 


2-dr., $500; 4-dr., $365, $280* 


’56 Fairlane (8) 4-dr., $440; conv., $230* 
Country Sedan 
%-ton panel, $505; | 
$175; Custom (6) 2-dr., $220. . 


’57 Crown 


delivery, $300; panel, | 

IMPERIAL- Ford (6) pickup, $375; GMC (6) | $690*; Bel Air (6) 2-dr, hardtop, ’58 (88) 2-dr. Holiday, $1,135* 
%-ton pickup, 
| 


LINCOLN — ’59 Premiere 4-dr. 
$1,800* (ps). 
’58 Continental Mark III 4-dr. 
$1,550* (ps). 
Premiere 2-dr. 


Skyline Auto Auction. 
day. Prices are 


’56 Premiere 4-dr., in short supply. 


consignments. 
BUICK—’59 Electra conv., $1,510* (ps); 





FLAWLESS EIGHT-CARAT FINE RIVER DIAMOND, PEAR SHAPED, IN PLATINUM MOUNTING. FROM CHARLES W. WARREN & COMPANY. VALUE: $40,000.00 


HOLLEY oistributor repair kits 










A Complete 
Ignition 
Tune-up 


Low-Cost 
Package 








$650* (ps), $650*; | 4-dr. hardtop, $1,475* (ps); LeSabre $295* (ps); 4-dr., $220* 
$500. | 4-dr. hardtop, $1,465* (ps). hardtop, $245* (ps). 
(98) 2-dr. Holiday, *58 Century 4-dr. Riviera, $1,035* (ps). | DODGE "59 Coronet (8) 4-dr, 
(88) 2-dr., $505. 57 Special 2-dr. Riviera, $660* (ps), $1,065* (ps). 
; conv., $800* (ps); $615* (ps); 2-dr., $490*; 4-dr., $615* ’57 Royal (8) 2-dr. hardtop, 
$800; 2-dr. Holi- (ps); Super 4-dr. Riviera, $610* (ps); tom Royal (8) 4-dr., $360*, 
2-dr., $640* (ps). | Century conv., $560* (ps). ’56 Coronet (8) 4-dr., $415*, 
$575; 2-dr., $500* | ’56 Century 4-dr, Riviera, $310* (ps). FORD—’60 Falcon (6) 4-dr., 
$465* (ps); 4-dr. | ’55 Century 2-dr. Riviera, $345*. | °59 Fairlane 500 (8) 4-dr. Victoria, 
(ps). | CADILLAC—’57 (62) 4-dr. hardtop, $1,- 150* (ps); 4-dr., $975; Country 
Clipper 4-dr., $200* (ps). 355* (ps). (8) 4-dr., $1,150* (ps), 
’53 Clipper 4-dr., $150. | °56 (62) 2-dr, hardtop, $985* (ps); El-! lane (8) 4-dr., $1,035*, $1,020* 
"59 Belvedere (8) 2-dr., | dorado conv., $785* (ps) $920* (ps), $915; 2-dr., 
4-dr., $760*. CHE VROLET—’61 Impala (8) 2-dr. hard- tom 300 (8) 4-dr., $960, 
(8) conv., $910* (ps). top, $2,550* (ps). $870, $850, $845, $835, 
2-dr., $325. ’60 Bel Air (8) 4-dr. hardtop, $1,610* $750; 2-dr., $800; Custom 
’61 Catalina sport coupe, $2,- (ps); 4-dr., $1,495*; Corvair (700) 2-dr., $730*; Ranch Wagon 
(6) 4-dr., $1,230*. $900". 
$2,100* (ps). ’59 Kingswood (8) 4-dr., $1,380* (ps);| °58 Fairlane 500 (8) 4-dr. Victoria, $825* 
Catalina, $600* (ps). | Parkwood (6) 4-dr., $1,335* (ps), (ps); Fairlane (8) 4-dr., 
Catalina, $315; 2-dr., | $1,225*, $1,140*; Impala (8) 4-dr., tom (8) 4-dr., $595. 
$1,310*; Bel Air (8) 4-dr., $1,190*, ’57 Country Sedan (8) 4-dr., $490*; Cus- 
RAMBLER—'54 Custom 2-dr. hardtop, | $1,170*, $1,165* (ps), $1,150*, $1,-| tom 300 (6) 2-dr., $390; Fairlane 
| 100*, $1,050*, $1,505* (ps), $1,040, | (8) 4-dr., $360* (ps). 
STUDEBAKER—’59 Lark (6) Deluxe 4- $1,005*, $1,005; 2-dr., $1,100*; Bel | ’56 Fairlane (8) 2-dr., $330*; 
Air (6) 4-dr.. $1,165* (ps), $1,160*, toria, $255*. 
MISCELLANEOUS—’59 Chevrolet (6) %- $1,135*, $1,130*, $1,130, $1,120*, $1,-| LINCOLN—’58 Capri 2-dr. hardtop, 
Ford (6) %-ton} 120, $1,090*, $1,080*, $1,075*, $1,070*, | 245* (ps). 
Dodge (6) %-ton pick- $1,065*, $1,050, $1,040*, $1,025, $1,-| °’56 Premiere 2-dr., $610* (ps). 
020; 2-dr., $1,000, $970, $955, $920;| MERCURY ’58 Monterey 2-dr. 
$625; International | Brookwood (6) 4-dr., $1,045. 740* (ps). 
%-ton pickup, $580; Chevrolet (8)/| °58 Impala (8) conv., $1,210* (ps); ’57 Montclair 4-dr. hardtop, $685* 
| Bel Air (8) 4-dr. hardtop, $985*; | $530". 
\%-ton pickup, $580. | Biscayne (8) 4-dr., $850*; 2-dr., $525*; | OLDSMOBILE—’59 (98) 2-dr. 


’57 Bel Air (8) 4-dr., $855*, $725*, (ps). 








$500*; Two-ten (8) station wagon 4- ’57 (88) 4-dr., $500*. 
dr., $690*; 2-dr., $440*; One-fifty (8) ’56 (98) 2-dr, Holiday, $425* 
CALDWELL, N. J. 2-dr., $400*, $510*; One-fifty (6) 2- dr., $295* (ps); (88) 4-dr., $300*. 
dr., $500; Two-ten (6) 2-dr., $360. PACKARD — '56 Clipper 2-dr. 
Sale every Tues-| CGHRYSLER—’58 NY 4-dr. hardtop, $1,- $155* (ps), $145* (ps). 
for sale of March 28. | 140* (ps); Saratoga 4-dr. hardtop, $1,-| PLYMOUTH—’60 Valiant (6) V-200 4-dr., 
Activity excellent. Real sharp merchandise | 100* (ps); Windsor 4-dr, hardtop, $1,340. 
Indications are market will | $855* (ps). 59 Fury (8) 4-dr. hardtop, $1,250* (ps); 
continue upswing. Sold 205 cars from 247| +57 Ny 4-dr. hardtop, $770* (ps). Savoy (6) .2-dr., $1,115*; 
’55 NY 2-dr. hardtop, $150*. | 4-dr., $820*; 2-dr., $730*; 
DeSOTO — '56 Firedome 4-dr. hardtop, | (Continued on Page 12, Col, 3) 








like Holley 
ignition 
parts 





Whether it’s jewelry or ignition parts, no imitation matches the 
genuine article for real satisfaction. You'll find only genuine 
Holley Ignition Parts—made to exacting original equipment 
specifications—in the low-cost Holley Distributor Repair Kits. 
They include everything needed for a complete minor ignition 
tune-up. And you're sure of that same genuine quality when you 
buy individual Holley parts—contact sets, rotors, coils, condensers, 
caps or voltage regulators. Better stock up with Holley now, and 
be ready to get your share of profitable ignition tune-up business. 
With only 13 Holley Distributor Kit numbers you can service all 
Ford-built cars and trucks. Call your Holley Distributor today. 


RT-44 


Original Equipment 
Manufacturers of 


OG. Carburetion and Ignition 
. Products for Over 55 Years 


11955 E. Nine Mile Road 
Warren, Michigan Registered Trademark 


$1,060*; 


Scenic, $1,- 
Biscayne (6) 4-dr., $650*. 705* (ps); (88) 4-dr. Holiday, 
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To the 
AUTOMOBILE DEALERS 


who are participating 
in and promoting safety 
through 
NATIONAL VEHICLE 
SAFETY-CHECK 


Shank for 


Your owners and customers 
should be grateful to you for 
your constant efforts to 
protect their driving safety. 


MODERN DISPLAYS, INC. 
DETROIT 


















The best sales manager 
we know is available! 


top in his present job. Ready to 
go anywhere—ready to invest in a 
dealership on a buy-out plan—or 
will take a $15,000 minimum plus 
an over-ride which will not limit 
his earnings. Just mail your letter- 
head and name to “Salesmanager”’ 
c/o Morrison Research Associates, 
7033 Sunset Blvd., Los Angeles 28, 
Calif., and we'll have him get in 
touch with you and sell himself. 





We've known this General Sales 
Manager for ten years . . . watched 
him handle tough selling jobs for 
two different World’s Largest deal- 
ers. He creates original, effective 
merchandising-advertising pro- 
grams and follows through to 
make salesmen exceed quotas. He’s 
only 49—just seasoned right for a 
bigger deal—and he’s reached the 











USE AND Mose Meas 
PRODUCTION SFOUNDRIES: 


NUFACTURING [PIL 
TENNESSEE 
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Used-Car Auction Prices 





(Continued from Page 41) 


(8) 4-dr. hardtop, $985*; Suburban (6) | 


2-dr., $830*, 

’58 Belvedere (8) conv., $800* (ps); 
4-dr. hardtop, $710* (ps); Savoy (8) 
4-dr., $500*. 

'57 Savoy (8) 4-dr., $510* (ps); Subur- 
ban (8) 4-dr., $175* (ps). 

'56 Belvedere (8) 4-dr., $340*, $335*; 


Savoy (8) 4-dr., $230. 

PONTIAC—'60 Catalina 4-dr., $1,475*. 
’59 Star Chief 4-dr. Vista, $1,490* (ps). 
58 Star Chief 4-dr. Catalina, $950* 

(ps). 

’57 Chieftain 2-dr., $700*; 2-dr. 
alina, $630*; 4-dr. Catalina, 
Star Chief 4-dr., $660*. 

MISCELLANEOUS — '56 

carryall, $190, 


CHICAGO 


Greater Chicago Auto Auction, Sale 
every Thursday. Prices are for sale of 
March 30. Prices continued very strong. 
Sold 618 cars from 414 consignments. 


Cat- 
$620*; 


International 


BUICK—’61 Electra 225 conv., $3,430* 
(ps). 
'60 Electra 4-dr. hardtop, $2,390* (ps); 


LeSabre Estate Wagon, $2,170*. 


’59 Electra 4-dr. hardtop, $1,620* (ps); 
LeSabre 4-dr., $1,280*, $1,185* (ps). 

’58 Super conv., $1,335* (ps), $1,250* 
(ps); Special 2-dr, Riviera, $1,200* 
(ps), $775* (ps). 

’57 Special 2-dr. Riviera, $750*; RM 


2-dr. Riviera, $705* (ps). 

’56 RM 4-dr. Riviera, $810* (ps); 4-dr., 
$555* (ps); Super 4-dr. Riviera, $465* 
(ps); conv., $310* (ps); Special 2-dr. 
Riviera, $250*; 4-dr. Riviera, $245*. 

CADILLAC—’60 Eldorado conv., $4,700* 
(ps); (60) Special 4-dr. hardtop, $4,- 
280* (ps); de Ville 2-dr. hardtop, $4,- 
000* (ps); (62) 2-dr, hardtop, $3,805* 


(ps); 4-dr., $3,800*, $3,700* (ps), 
$3,450* (ps). 
’59 (62) conv., $3,075* (ps); 4-dr., $2,- 


740* (ps); de Ville 4-dr, hardtop, $2,- 
990* (ps). 

’58 (62) Coupe de Ville, $2,000* 
Sedan de Ville, $1,930* (ps). 

’57 (60) Special 4-dr, hardtop, $1,500* 
(ps), $1,275* (ps); (62) 2-dr. hardtop, 
$1,255* (ps). 

'56 (62) 4-dr., $1,200* 
Ville, $1,030* (ps); 
$980* (ps), $735* (ps). 

CHEVROLET—’61 Impala (8) sport sedan, 
$2,270* (ps): Corvair 900 (6) 4-dr., 
$2,200, $2,140*. 

’60 Corvette (8) conv., $3,000*, $2,740*; 
Impala (8) conv., $2,300* (ps); sport 
coupe, $2,175, $2,150* (ps), $2,135, 
$2,115: Impala (6) conv., $2,110* 
(ps): sport coupe, $2,040* (ps); Kings- 
wood (8) 4-dr.. $2,070*; Brookwood 
(6) 4-dr., $1,975* (ps); Brookwood 
(8) 4-dr., $1,400; Bel Air (6) sport 
coupe, $1,650*; 2-dr., $1,410;  Bis- 
eayne (6) 4-dr., $1,590*; Corvair (6) 
2-dr., $1,440*, 

59 Impala (8) conv., $1,835* (ps), $1,- 
670, $1,620* (ps); sport coupe, $1,555* 
(ps), $1,460* (ps), $1,405*; 4-dr., $1,- 
530* (ps); Kingswood (6) 4-dr., $1,- 
390* (ps), $1,120; Brookwood (8) 4- 
dr.. $1,200*; Bel Air (8) 4-dr., $1,- 
300*, 2 at $1,150*. 

’58 Impala (8) sport coupe, 
conv., $1,165*; Bel Air (8) 4-dr., 
$995*, $915*: sport sedan, $925*, 
$910*: Biscayne (6) 2-dr., $960; 4- 
dr., $820*: Biscayne (8) 2-dr., $875*; 
4-dr., $850*, 

‘57 Bel Air (8) 


(ps); 


Coupe de 
hardtop, 


(ps); 
2-dr. 


$1,230* ; 


sport coupe. $1,050*, 
$885*; conv., $960*, $500*; 4-dr., 
$935*: Bel Air (6) 4-dr., $820; Two- 
ten (8) 4-dr., $700*: 2-dr., $630*; Two- 


ten (6) 2-dr., $630*;: One-fifty (6) 4- 
dr., ‘$595. 
CHRYSLER—’'58 NY 4-dr., $795* (ps). 


’57 Windsor 4-dr. hardtop, $650* (ps). 
’56 Windsor 2-dr. hardtop, $450*, 
"55 NY 4-dr., $350* (ps). 
DeSOTO — '58 Firedome 
$965* (ps). 
’57 Firedome 4-dr. 
DODGE—’60 Dart (8) Phoenix conv., 
995* (ps). 
*59 Custom Royal (8) 4-dr, hardtop, $1,- 
235* (ps). 
’57 Coronet (8) 4-dr., $605*, $300*. 
’56 Roval (8) conv., $525*. 
FORD—’'61 Thunderbird (8) 
$4,035* (ps), $3,550* 
(8) 4-dr., $2,000*. 
’60 Thunderbird (8) conv., 


2-dr. hardtop, 


hardtop, $475* (ps). 
$1,- 


2-dr. hardtop, 
(ps); Galaxie 


$2,960* (ps); 


2-dr. hardtop, $2,840* (ps): Country 
Sedan (8) 4-dr., $1,630*: Falcon (6) 
station wagon, $1,435, $1,285; 4-dr., 
$1,050. 

’59 Galaxie (8) 2-dr,. Victoria, $1,455* 
(ps), $1,450*, $1,350*, $1,340* (ps); 
4-dr., $1.240* (ps); Ranch Wagon (6) 
4-dr., $1,155*; Fairlane (8) 4-dr., 2 
at $1,080*; 2-dr.. $850; Custom 300 


Custom 300 (6) 


(8) 4-dr., 2 at $995*; 
(8) 2-dr. 


4-dr., $970*; Fairlane 500 
Victoria, $640*. 

’58 Fairlane 500 (8) conv., $900* (ps); 
4-dr., $815*, $715* (ps): 2-dr. Vic- 
toria, $7506, $640*; 4-dr. Victoria, 
$745*, $600*; 2-dr., $690*, $580*; 
Ranch Wagon (8) 4-dr., $705*; Cus- 
tom 300 (8) 4-dr., $635*; 2-dr., $540; 
Fairlane (8) 2-dr., $575*; 2-dr, Vic- 
toria, $550*. 

‘57 Fairlane 500 (8) Skyliner, $760*; 
4-dr. Victoria, $550*; Ranch Wagon 
(8) 2-dr., $520; Ranch Wagon (6) 


2-dr., $315*; Custom (8) 4-dr., $520*, 
$375, $365; 2-dr., $365: Custom (6) 
4-dr., $245*; Custom 300 (8) 4-dr., 
$420*. 

LINCOLN—’59 Continental Mark IV conv., 
$2,800* (ps): Capri 4-dr, hardtop, $2,- 


400* (ps), $2,035* (ps). 

’58 Continental Mark VIII 4-dr., $1,- 
500* (ps). 

’57 Premiere 4-dr. hardtop, $800* (ps). 

MERCURY—’59 Monterey conv., $1,475* 

(ps). 

’5B8 Monterey 2-dr., $655* (ps). 

’57 Monterey conv., $785* (ps); 2-dr. 
hardtop, $510*, $500*; Commuter 4- 


dr.. $630*. 

"56 Custom 4-dr. 

OLDSMOBILE 

$3,565* (ps). 

60 (98) conv., $2,955* (ps); (88) 4-dr., 
$2.505* (ps), $2,280* (ps): conv., $2,- 
355* (ps): 4-dr. Holiday, $2,285* (ps); 
Fiesta 4-dr., $2,120* (ps). 

59 (88) Super 4-dr. Holiday, $1,945* 
(ps); (88) 4-dr. Holiday, $1,740* (ps); 


hardtop, $410*. 
’61 (98) 4-dr,. Holiday, 
















































Fiesta 4-dr., $1,660* (ps), $1,425*; 
2-dr., $1,050*. 

‘58 (88) Super 4-dr. Holiday, $1,290* 
(ps); 2-dr. Holiday, $1,080*; (98) 4- 
dr, Holiday, $1,130* (ps); (88) 2-dr., 
$1,035; 4-dr. Holiday, $1,015" (ps); 
4-dr., $1,015* (ps), $650" (ps). 

‘57 (88) Super 4-dr. Holiday, §$705* 
(ps); (88) 4-dr., $530* (ps). 

’56 (88) 4-dr. Holiday, $700* (ps), $395* 
(ps), 

PLYMOUTH—’'60 Suburban (8) 4-dr., $1,- 
875* (ps); Savoy (8) 2-dr., $1,250* 
(ps). 


’59 Fury (8) 2-dr. hardtop, $1,040* (ps), 
$1,000*; Belvedere (8) 4-dr., $855*. 


‘58 Belvedere (8) 4-dr., $440*. 
‘57 Belvedere (8) 2-dr., $485*. 
‘56 Suburban (8) Sport 4-dr., $330*. 
PONTIAC—’'60 Bonneville 4-dr. Vista, $2,- 
510* (ps), $2,320* (ps), $2,050* (ps); 
Catalina Safari 4-dr., $2,300* (ps); 
4-dr. Vista, $2,195* (ps); 4-dr., $2,- 
060* (ps), $1,995* (ps); Star Chief 
4-dr. Vista, $2,170* (ps). 
RAMBLER-—-’59 Custom (8) Cross Coun- 


Super (8) Cross Country, 
(6) station wag- 


try, $1,250*; 
$1,200*; American 
on, $800. 
"58 Custom (6) 
STU DEBAKER—’'59 Lark 


Cross Country, $800*. 
(6) 2-dr., $740, 


$715. 
MISCELLANEOUS—’59 Chevrolet (6) El 
Camino, $1,300; Ford (6) %-ton pick- 
up, $990. 
’56 Ford %-ton pickup, $660 
BORDENTOWN, N. J. 
National Auto Dealers Exchange. Sale 


every Thursday, Prices are for sale of 
March 30. Prices in every year group were 
strong. Earlier models 1956 and 1955 down 
groups were at an alltime high, Sold 87 
percent of 516 consignments. 
BUICK—'59 Electra 4-dr.. 


$1,600* (ps); 


LeSabre 4-dr., $1,450* (ps), $1,345"; 
Invicta 2-dr, hardtop, $1,425*. 

’5S Century conv., $1,150* (ps); Super 
2-dr. Riviera, $1,050* (ps); Special 
2-dr, Riviera, 2 at $970*. 

’57 Special 2-dr, Riviera, $785*; Super 
2-dr. Riviera, $730* (ps). 

’56 Special 2-dr. Riviera, $485*; RM 
4-dr, Riviera, $350* (ps). 

’55 Special 2-dr, Riviera, $185*. 

’54 Super 2-dr, Riviera, $195* (ps). 

’50 Special 4-dr., $110*. 

CADILLAC—’61 de Ville 4-dr. hardtop, 
$4,650* (ps); (62) 2-dr, hardtop, $4,- 


425* (ps). 
’59 de Ville 4-dr. hardtop, $3,100* 
(62) 4-dr. hardtop, $2,950* (ps). 
"58 (62) 4-dr. hardtop, $1,770* (ps). 
’57 (62) Coupe de Ville, $1,375* (ps); 
2-dr. hardtop, $1,100* (ps). 
CHEVROLET—’61 Corvair (6) 
000. 
’60 + Corvair 
$1,450*, 
59 Parkwood (8) 


(ps); 


$2,- 
4-dr., 


2-dr., 


(6) 2-dr., $1,485*; 

4-dr., $1,600* (ps); 
Bel Air (8) 4-dr., $1,275*; 2-dr., $1,- 
200*; Brookwood (6) 4-dr., $1,160. 

"58 Bel Air (8) sport sedan, $950* (ps). 


’57 Bel Air (8) sport coupe, $750* (ps); 


Two-ten (6) 2-dr., $650. 
56 Two-ten (8) 2-dr., $500*. 
CHRYSLER — ’57 Windsor 4-dr., $685* 
(ps). 
’53 NY 2-dr. hardtop, $150* (ps). 
DeSOTO—’59 Fireflite 2-dr. hardtop, $1,- 
450* (ps). 
’57 Adventurer 2-dr. hardtop, $975* 
(ps); Firedome 4-dr. hardtop, $690* 
(ps); Firesweep 2-dr, hardtop, $450* 


(ps), $325* (ps). 

DODGE—’61 Dart (8) 
top, $2,375* (ps). 

60 Dart (8) Pioneer 4-dr., 
350. 

758 Coronet (8) 2-dr. 
(ps); Coronet (6) 2-dr., 

’57 Custom Royal (8) 
$500* (ps). 

FORD — '60 Galaxie (8) conv., $2,000* 
(ps); Starliner, $1,625* (ps), $1,440; 
Country Sedan (8) 4-dr., $1,510*; Fal- 
con (6) 4-dr., $1,400. 

’59 Thunderbird (8) 2-dr, hardtop, §$2,- 
335* (ps); Galaxie (8) 4-dr. Victoria, 
$1,450* (ps); 2-dr, Victoria, $1,435* 
(ps); 2-dr., $1,340*; Country Sedan 
(6) 4-dr., $840*; Custom (6) 4-dr., 
$800. 

’bS Thunderbird (8) 2-dr. 
910* (ps); Fairlane 500 (8) Skyliner, 
$1,110* (ps); Fairlane (8) = 2-dr., 
$840*; 2-dr, Victoria, $835*. 

’5S7 Fairlane (8) 4-dr. Victoria, $700* 
(ps); 2-dr, Victoria, $660* (ps); 2-dr., 


Pioneer 2-dr. hard- 
$1,- 
$1,170* 


$1,380, 


hardtop, 
$455. 


2-dr, hardtop, 


hardtop, $1,- 


$650*, $650. 
’56 Fairlane (8) 2-dr, Victoria, $530*. 
IMPERIAL — '58 Imperial 4-dr. hardtop, 
$1,550* (ps). 

’57 LeBaron 4-dr., $1,215* (ps). 

LINCOLN — '59 Premiere 2-dr. hardtop, 
$1,990* (ps). 

MERCURY—’60 Parklane conv., $2,150* 
(ps). 

’59 Parklane conv., $1,490* (ps); Mon- 
terey 4-dr. hardtop, $1,500* (ps); 4- 
dr., $1,150*. 

’5S Montclair 2-dr. hardtop, $940* (ps); 
Monterey 2-dr., $750; 4-dr., $680; 
Commuter 4-dr., $725* (ps). 

’57 Monterey 4-dr, hardtop, $620* (ps); 


2-dr, hardtop, $500*. 
OLDSMOBILE— 61 (88) Fiesta 4-dr., $3,- 
260* (ps); 4-dr. Holiday, $3,075* (ps). 


60 (88) 4-dr., $2,260* (ps). 

’59 (98) 4-dr, Holiday, $1,600* (ps), 

"5S (98) 4-dr. Holiday, $1,425* (ps); 
econv., $1,250; (88) 4-dr, Holiday, 
$825* (ps); 2-dr., $915* (ps). 

'57T (98) 4-dr., $425* (ps); (88) 4-dr. 
Holiday, $845, $700* (ps). 

56 (88) 2-dr, Holiday, $475*; 2-dr., 
$375* (ps). 

PLYMOUTH—’60 Belvedere (8) 4-dr., $1,- 
380*. 

‘59 Belvedere (8) 2-dr., $1,060*; Savoy 
(6) 2-dr., $700. 

’"b8 Savoy (6) 2-dr. hardtop, $665*; 4- 
dr., $650, 

’57 Belvedere (8) 4-dr., $600; Suburban 
(8) Custom 2-dr., $550*; Plaza (6) 
2-dr., $430. 

56 Plaza (6) 4-dr., $380. 

PONTIAC—’60 Bonneville conv., $2,650* 
(ps). 

’59 Catalina conv., $1,750; sport coupe, 
$1,375". 

56 Star Chief 4-dr., $390*; Chieftain 
2-dr, Catalina, $300*. 

RAMBLER 61 American (6) station 
wagon 4-dr., $1,770. 

’60 American (6) 2-dr., $1,175, $1,120; 








4-dr., $1,050; Deluxe (6) 4-dr., $1,140 
‘59 American (6) station wagon 2-dr. 
$1,070". 
‘56 Super (6) Cross Country 4-dr., $600. 
STUDEBAKER — ‘60 Lark (8) station 
wagon 2-dr., $1,270; Lark (6) 2-dr., 
$1,050*, $995*. 
‘59 Lark (6) 2-dr. hardtop, $800*. 
MISCELLANEOUS—'59 GMC %-ton, $1,- 
450, 
"58 Dodge \%-ton, $610, 


'56 Ford 1-ton, $350. 


NEWINGTON, CONN. 


Newington Auto Auction, Sale every 
Thursday. Prices are for sale of March 30. 
Older models starting to come to life. Late 
models holding very firm, Sold 56 cars 
from 81 consignments. 

BUICK—’59 Super 4-dr., $770* (ps). 

‘57 Century 4-dr. Riviera, $950* (ps). 

’56 Special 2-dr, Riviera, $330*, 
CHEVROLET — '60 Parkwood (8) 4-dr., 

$1,900*; Biscayne (6) 4-dr., $1,260*. 

‘59 Impala (8) conv., $1,550*; Bel Air 
(8) 4-dr., $1,230* (ps), $1,175* (ps); 
Bel Air (6) 2-dr., $1,200*, $1,130*; 
Parkwood (8) 4-dr., $1,210* (ps). 

'56 Two-ten (6) station wagon, $410*; 
2-dr., $280; Two-ten (8) 2-dr., $400. 

FORD—’'60 Galaxie (8) conv., $1,850*; 
Country Squire (8) 4-dr., $1,800; Fair- 
lane (6) 4-dr., $1,290. 

"59 Country Sedan (8) 4-dr., $1,600* 
(ps); Fairlane (8) 4-dr., $1,050*; Cus- 
tom 300 (6) 2-dr., $975*, $900*, 

"6S Fairlane (8) 2-dr., $700*, 

’57 Fairlane 500 (8) 2-dr. Victoria, $455. 

MERCURY—’'57 Monterey 4-dr., $450*. 


‘56 Montclair 2-dr. hardtop, $325* (ps). 
OLDSMOBILE — ’'59 (88) 2-dr., $1,530* 
(ps). 
"5S (88) 2-dr. Holiday, $910* (ps). 
’57 (88) 4-dr., $640*; 2-dr., $580* (ps). 
PLYMOUTH — '59 Belvedere (8) 2-dr., 
$975"; Savoy (8) 4-dr., $930. 
"58 Savoy (8) 4-dr., $550. 
’57 Savoy (8) 4-dr., $435*. 
PONTIAO —’'61 Tempest 4-dr., $2,100* 
(ps). 
‘59 Catalina 2-dr., $1,350* (ps). 
‘58 Chieftain Safari 4-dr., $910. 
‘57 Star Chief 2-dr, Catalina, $750* 
(ps). 


WAREHOUSE POINT, CONN. 


Southern Auto Sales, Inc, Sale every 


Wednesday, Prices are for sale of March 

28. 

BUICK—’59 LeSabre Estate Wagon 4-dr., 
$1,575* (ps); Invicta 4-dr., $1,445* 
(ps), $1,400* (ps). 

’*58 Super 2-dr, Riviera, $870* (ps); 
Limited 4-dr. Riviera, $625* (ps). 
CADILLAC—’57 (62) 4-dr, hardtop, $1,- 

345* (ps). 
'56 (60) Special 4-dr., S800* (ps). 
53 (62) Coupe de Ville, $140* (ps). 


CHEVROLET—'60 Biscayne (8) 4-dr., $1,- 
505"; Biscayne (6) 4-dr., $1,440*, $1,- 
250°. 

’59 Parkwood (6) 4-dr., $1,360*, $1,300*, 
$1,275*; Bel Air (6) 4-dr., $1,265* 
$1,150*, 3 at $1,125*; 2-dr., $1,050; 
Bel Air (8) 4-dr., $1,200*, $1,100; 
Brookwood (6) 4-dr., $1,200*; Bis- 
cayne (6) 4-dr., $1,085*; Biscayne (8) 
2-dr., $1,085. 

’5S Biscayne (6) 4-dr., $1,090*, $950*. 

’57 Bel Air (8) sport sedan, $990*, 
$945*; Two-ten (8) station wagon 4- 
dr., $860*, $730; One-fifty (8) 2-dr., 
$470". 

’56 Two-ten (6) Delray, $685*; Two-ten 
(8) station wagon 4-dr., $650*; Two- 
ten (6) station wagon 4-dr., $535, 
$335*; 2-dr., $500, $455; 4-dr., $330. 

CHRYSLER—’'56 Windsor conv., $500* 
(ps). 

DeSOTO—’5S8 Firesweep conv., 
’57 Firesweep 2-dr. hardtop, 
dr., $530* (ps). 
DODGE—’ 60 Polara 
$2,200* (ps). 


(ps). 
4- 


$800* 
$575*; 


(8) station wagon, 


EDSEL—’'58 Villager (8) station wagon 
4-dr., $740* (ps). 

FORD — ’'60 Galaxie (8) 4-dr. Victoria, 
$1,650*; Fairlane (6) 4-dr., $1,400; 


Fairlane 500 (8) 4-dr., $1,375*; Falcon 
(6) 2-dr., $1,300. 

’59 Thunderbird (8) 2-dr. 
260* (ps), $2,250* (ps); 
dan (8) 4-dr., $1,250*; 
(8) 4-dr., $1,025. 

’58 Thunderbird (8) 2-dr, hardtop, $1,- 
850* (ps); Custom 300 (8) 2-dr., 
$675*; Ranch Wagon (6) 2-dr., $590. 

'57 Fairlane 500 (8) conv., $735; Coun- 
try Sedan (8) 4-dr., $600*; Custom 
300 (8) 2-dr., $525, $450; Custom (8) 
2-dr., $380. 


hardtop, $2,- 
Country Se- 
Fairlane 500 


OLDSMOBILE — '59 (98) 4-dr. Holiday, 
$1,705* (ps); (88) 4-dr. Holiday, $1,- 
600* (ps); (88) Fiesta 4-dr., $1,600*. 

"5S (88) 2-dr. Holiday, $940* (ps). 
’57 (88) 2-dr. Holiday, $690* (ps); (88) 
Super 4-dr., $615* (ps). 


’56 (88) Super 2-dr. Holiday, $580* (ps), 


$515* (ps), $430* (ps); (98) 2-dr. 
Holiday, $250* (ps). 
PLYMOUTH—'59. Suburban (8) Sport 4- 


dr., $1,165; Custom 4-dr., $1,135* (ps). 


‘57 Savoy (8) 2-dr., $405*. 

PONTIAO — '56 Chieftain 2-dr. Catalina, 
$530*; 4-dr., $165*; Star Chief 2-dr. 
Catalina, $425*. 

RAMBLER—'59 American (6) 2-dr., $920*. 
’58 Super (6) Cross Country 4-dr., $950*. 
’56 Super (6) Cross Country 4-dr., $300, 

$250. 

STUDEBAKER—'58 Scotsman (6) station 


wagon, $310, 
* * * 


— Auctions in Brief — 
CHICAGO 


Arena Auto Auction. Sale every Tuesday 
(March 28). Market very s00d, Sold 401 
cars from 627 consignments. 

* 


* * 
COLUMBUS, O. 

Capital Auto Auction, Inc, Sale every 
Thursday (March 30), Market remained 
steady. Sold 260 cars from 381 consign- 
ments. 

* * * 


FONTANA, WIS. 
Fontana Auto Auction. Sale every Thurs- 
day (March 30), Good activity on all sharp 
units. Sold 186 cars from 258 consign- 


ments. 
* * * 


MANHEIM, PA. 


Manheim Auto Auction, Sale every Fri- 


day (March 31), Weather: Snow, Sold 84 
percent of 811 consignments, 
* * * 
PADUCAH, KY. 

Fred Brown Auto Auction, Sale every 
Tuesday (March 28). Prices have been 
firmer for the past two weeks. Clean cars 
are very much in demand. Sold 89 cars 


from 154 consignments, 








Renault 
) announces 
\ the 
new 
BS Gonwnrs 





Higher powered, richly appointed, the new Renault Gordini embodies a host of 
engineering refinements ‘calculated to give it performance and styling char- 
acteristics never before available in a low-priced economy car. / Christened 
after a famous French race car designer—the Renault Gordini has proven its 
superiority in major competitions from the Alps to Africa. / With its new deluxe 


interiors, fast-shifting, 4-speed transmission, rugged new 
engine, and the famous Renault 12/12 warranty and economy 
—the Renault Gordini will be a sizzling addition to the Renault 
family of fine economy cars. /Small wonder our whole coast- 


to-coast dealer organization is anxiously awaiting its arrival. 
For information about available Renault Dealerships write: Commercial inc. 
Division, Renault, Incorporated, 750 Third Avenue, New York 17, New York. 





GORDINI 





CARAVELLE DAUPHINE 
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AMA Issues Facts and Figures... 


AUTOMOTIVE NEWS, APRIL 10, 1961 





Automotive Sales Top $45 Billion 


DETROIT.—Twenty-two percent 
of all retail sales in the United 
States are automotive, according to 
the Automobile Manufacturers 
Assn, 

This is one of the many motor 
vehicle and highway transporta- 
tion items of information con- 


Financial 





Pittsburgh Plate Glass Co.’s sales 
during 1960 reached a new record 
of $627,965,000. The company re- 
ported sales of $606,947,000 for the 
previous year. 

The company reported that 1960 
net earnings of $47,631,000 were the 
best since 1957. Net earnings for 
1959 were $44,096,000. 

The company pointed out that 
while there were no significant in- 
creases in the price of company 
products during the year, there 
were substantial reductions in the 
selling prices of certain glass and 
chemical lines that resulted in a 


Squeeze on profits. 
* * * 


Firestone Profit 


Rises, Sales Drop 


Firestone Tire & Rubber Co. an- 
nounced increased earnings in the 
first quarter of the current fiscal 
year despite a slight drop in sales. 

Firestone reported earnings of 
$13,603,958 for the first quarter, 
which ended Jan. 31, compared with 
$13,564,023 in the like period a year 
ago. 

Net sales amounted to $267,974,- 
146 compared to $273,921,522 last 
year. 


* * * 
e 
Autolite Reports 
* e e 
Dip in Earnings 

Electric Autolite Co., after giving 
effect to certain pooling of interests 
adjustments, reported consolidated 
net sales for 1960 of $221,819,216, as 
compared with $220,772,395 for the 
year 1959. 

Consolidated net earnings from 
operations for the year amounted 
to $6,005,191. Consolidated net earn- 
ings from operations in 1959 were 
$7,691,569. 

The combined total of operating 
earnings and special items, after 
all adjustments, amounted to 
$5,573,573 for 1960, compared with 


$10,743,697 for 1959. 
* 


x . 


Bohn Aluminum Reports 
Sales Gain, Dip in Profit 


Bohn Aluminum & Brass Corp. 
increased sales during 1960, but ex- 
tremely competitive conditions in 
all its product lines placed earnings 
below the 1959 level, the company 
said. 

Consolidated net sales for the 
year rose to $49,045,954 from $45,669,- 
559 in 1959. Net profits amounted 
to $1,004,822, compared with a 1959 
net of $1,260,681. 

* * 


Rockwell Nias 
Gains in 1961 


Rockwell-Standard Corp. expects 
this year to top 1960 “if President 
Kennedy offers the tax incentives 
he’s promised,’ Col. W. F. Rock- 
well, chairman, said in an inter- 
view. 

Rockwell said the company will 
resume its stock dividend, if 1961 
earnings top $3 a share, and will 
consider increasing the cash divi- 
dend, if the government grants 
tax relief in the form of liberalized 
depreciation allowances. 

The company is a major automo- 
tive supplier and has been hit by 
lagging auto sales. Rockwell said 
liberalized depreciation rules would 
increase the company’s cash flow 
and “make us willing to part with 
more money” in the form of divi- 
dends. 


* 


Stewart-Warner Reports 

Dip in Sales, Earnings 
Stewart-Warner Corp. reported 

net income for 1960 totalled $6,189,- 


* * 


tained in the 1961 version of Au- 

tomobile Facts and Figures, 

statistical factbook published by 
the AMA, 

In a special center section, the 
annual booklet lists automotive re- 
tail sales at more than $45 billion 
| for a single year. Tota] automotve 


Front 


294 on net sales of $107,348,373. In- 
come in 1959 was $7,883,729 on sales 
of $114,309,343. 

“Even though our 1960 earnings 
were considerably below the record 
profits achieved in 1959 they were, 
nevertheless, the third highest in 
the last 31 years, having been ex- 
ceeded only by those for 1959 and 
1956,” Bennett Archambault, chair- 
man and president, stated. 

+ * * 


LOF Reports Decreases 
In 60 Sales, Earnings 


Decreases in sales and earnings 
for 1960 have been reported by 
Libbey-Owens-Ford Glass Co. 

Sales totalled $294,076,452, com- 
pared with $306,734,077 the previous 
year. Earnings declined $9,991,312 
to $43,753,840. Operating costs were 
up $7,581,176 to $206,089,674. 

* * * 


Minneapolis-Moline Takes 


Motec as New Name 


Stockholders of Minneapolis-Mo- 
line Co. have approved a change in 
the corporation’s name to Motec 
Industries, Inc. Edmund F. Buryan, 
president, said the change was made 
so that the corporate name would 
reflect the diversified activities now 
characteristic of the company. 

Sales for the first fiscal quarter 
ended Jan. 27 were down 2.6 percent 
from $9,655,000 to $9,396,000. This re- 
sulted in a loss for the quarter of 
$195,304, compared with a profit of 
$23,868 in first quarter of previous 
year, 

* 


National Malleable Reports 


National Malleable and Steel 
Castings Co., Cleveland, reports 
1960 earnings of $1,314,250 compared 
with $1,962,331 in 1959. Sales were 
$58,687,560, compared with $58,405,- 
886. 


* * 


dealer Richard A. Fox decided 10 
years ago to go into business for 
himself he opened Triangle Motors 
in this small town. The population 
today is 2,575 persons. 


of Hardin, Fox’s total market 
covers some 2,600 square miles 


cover the entire area. Results 
speak for themselves: Triangle 
Motors now has 25 percent of the 
car market in its sales area. In 
1960, the dealership delivered 54 
new cars, 254 used cars and trucks 
and 12 new trucks. Half of Fox’s 
sales in 1961 have been the Lancer. 


Another Fox talent that has led 
to numerous sales is his association 
with the Billings Symphony. Now 
entering his tenth season, Fox is 
second violinist. The 70-man group 
tours the Northwest. Through his 





Robertson Sells One 


NEW ORLEANS. — Willard E. 
Robertson, International Auto Sales 
& Service, Inc., Volkswagen distrib- 
|utor for four states, has sold one 
of his two retail dealerships to Dan 
| R. Durham, Hammord, La. 


Durham has acquired the dealer- 
;ship at 2537 Tulane Ave. and 
changed the firm name from Wil- 
| lard E. Robertson Corp. to Durham 
; Motors, Inc. 
tinue to operate the dealership at 
5950 Chef Menteur Highway. 











In spite of the small population 


Of 2 VW Deals to Durham | 


retail, wholesale and connected 
service business receipts exceed 
$93.5 billion, or 18 percent of all 
such business activity in the coun- 
try. 

The statistics are taken from the 
latest U. S. Census of Business 
Survey. They show that one busi- 
ness in six is automotive and that 
10,500,000 persons are employed in 
highway transportation industries. 

The booklet also shows that the 
trend toward motor vehicle owner- 
ship and travel continued to grow 
at a rapid rate in 1960, topping 
most of the old records. 

For the first time in history, 
more than 75 percent of the na- 
tion’s families now own at least 
one automobile. In fact, 13.4 per- 
cent own more than one car. 

Motor vehicle registrations 
reached a new high of 73,897,000. 
Of this number, 61,569,000 were 
passenger cars and 12,328,000 
were trucks and buses. This fleet 
travelled a record 720 billion 
miles. 

Second only to 1955, factory sales 
of motor vehicles in 1960 totalled 
7,869,271 units. This includes sales 
of 6,674,796 cars and 1,194,475 trucks 
and buses with a combined whole- 
sale value of $14,461,150,000. 

Another first was chalked up by 
the industry in the sale of more 
than a million station wagons, a 
seven-fold increase over 1950. 
Among other highlights in the 
more than 70 pages of charts and 
figures pertaining to the automo- 
tive industry and highway trans- 
portation are: 

The motor vehicle industry pur- 
chases nearly $6 billion worth of 
goods produced by other industries 
in a single year, plus vast quan- 
tities of steel, rubber, leather and 
other raw materials. 

Special motor vehicle tax col- 
lections reached an alltime high 
of $10.6 billion in 1960, including 
federal excise taxes of $4.5 bil- 
lion. Special truck taxes equalled 
$3 billion. 

Taxes take 26 cents of every dol- 
Jar included in the delivered price 
of a new car. 

The industry has turned out 185 
million motor vehicles since 1900. 
More than four million vehicles are 
scrapped every year. 

Of the motor cars now in use, 57 
percent are equipped with auto- 
matic transmissions, 22 percent 
with power steering and 20 percent 
with power brakes, 





Dealer Covers 2,600 Miles... 


Wide Open Market 


HARDIN, Mont. — When Dodge musical career, Fox has customers 


from three states, 

Situated within a few miles of 
Custer’s Last Stand, Triangle has 
another Fox for a salesman, He 
is Irvin Red Fox, full-blooded 
Cherokee. 

The third man on the sales team, 
Harold Dysart, thinks nothing of 


and a population of nearly 20,000. | hopping into his car and driving 


Fox and two salesmen manage to| 175 miles to call on a prospect. 
* * * 


salesman. 








Plan Rambler Ad Budget in Boston— 





Members of the advertising committee of the Greater Boston Rambler Dealers Assn. 
meet to discuss the iargest spring advertising campaign in history. From left, seated, 
are Ernie Boch, Norwood, advertising committee chairman; Bill Smith, Dorchester; 
Nish Atamian, Boston, association president; R. W. Dillaway, Boston zone manager; 
Clarence Zarren, Belmont. Standing: Wes Taylor, Worcester; John Kolligian, Sommer- 
ville; Sam Sherman, Lowell; Burt Schair, Braintree; R. W. Saunders, assistant zone man- 
ager; Gordon Pettengill, Stoneham, and Gene MacArthur, Harold Cabot Advertising 


Agency, Boston. 





Dew Motor Co. Shuns It .. . 


No Used-Car Department 


By Evelyn C. Bash 
Staff Correspondent 

ST. PETERSBURG.—Dew Motor 
Co. (Cadillac) is in the top 10 deal- 
ers in its class, based on profits 
earned on percentage of sales, ac- 
cording to National Automobile 
Dealers Assn. figures, it is reported 
by Page Harris, who operates the 
business in a partnership with Bob 
Burns. 

Dew sells an average of 300 
Cadillacs annually. This year, it 
is expected the 300 mark will be 
well exceeded, as “sales have 
started out this year better than 
last,” Harris says. 

Harris credits this enviable rec- 
ord to three factors: A stable sales 
force, a “perfectionist” make-ready 
department and the absence of a 
used-car department. 

Harris says he believes all deal- 
ers would be better off if they got 


Army Purchases 


Chrysler Tanks, 
Chevrolet Trucks 


DETROIT, — New Army Ord- 
nance contracts have been awarded 
to Chrysler Corp. and Chevrolet. 

Chrysler hag been awarded a 
contract totalling approximately 
$57,495,000 to produce an additional 
660 M-60 tanks at the Detroit Tank 
Arsenal in Center Line, Mich. 

Chevrolet received a contract for 
1,420 trucks at a cost of $3,023,570. 
The trucks will be built at Tarry- 
town, N, Y.; Norwood, O.; Atlanta; 
St. Louis; Kansas City; Oakland; 
Los Angeles, and Baltimore. 

The new Chrysler contract brings 
the total number of M-60s pur- 
chased from Chrysler to more than 
1,500. The original contract was 
awarded in May, 1960, 





They Get 25 Percent Penetration— 


Covering 2,600 square miles of territory in Montana, this three-man sales team cap- 
Robertson will con-| tured 25 percent of the car market there in 1960 for Triangle Motors (Dodge), Hardin, 
Mont. From left are Harold Dysart, salesman; Richard Fox, dealer, and Irvin Red Fox, 


out of the used-car business. “The 
percentage of profit is so small we 
feel we’d be wasting our time. We 
know we can do better by staying 
out. The used-car business is a dif- 
ferent, separate business from the 
new-car operation. It should be 
kept separate. 

“We believe a used-car depart- 
ment, operated in conjunction with 
the sale of new cars, takes a dis- 
proportionate amount of overhead, 
management and sales force for 
the amount of profit involved. 

“The profit motive is our only 
reason for staying out of the 
used-car business. We haven't 
operated a used-car department 
since World War II. This system 
works for us.” 

Despite the fact that no used-car 
lot is maintained and there is no 
set used-car organization, Dew 
does retail about 20 percent of the 
better cars it takes in trade. These 
are sold direct to customers who 
have asked Dew salesmen to be on 
the lookout for a well kept tradein 
with low mileage, This amounts to 
“pre-selling’ a tradein and elimi- 
nates a used car on the premises 
for any length of time. 

Dew cleans up its tradeins on the 
inside and will even tune up engine 
or polish the outside if this will 
bring an additional $100. 

Cars not retailed are wholesaled 
to five or six local used-car dealers. 
Dew salesmen know what used-car 
dealers specialize in what type car. 
When a prospect comes in, the 
salesman makes his own appraisal, 
calls the used-car dealer he thinks 
will be most likely to buy the car, 
“shops” around, if necessary, to 
make the deal at a profit to Dew. 

Two full-time mechanics work 
in the make-ready department. 
These mechanics are perfection- 
ists. Dew insists that every car 
when delivered to its customers 
be in perfect condition, with 
every bolt tightened, with no 

squeaks or rattles and the finish 

polished to a high shine. 

Every part of the car is ex- 
amined, adjustments made where 
necessary, and the car is road 
tested before being delivered to the 
customer. The same care is given 
cars when brought in for service. 

Dew recently hung black metal 
plates with white letters over me- 
chanics’ stalls in the service de- 
partment, Each plate bears the me- 
chanic’s name, the number of years 
he has worked as a Cadillac me- 
chanic, and the number of years 
he has served Dew. 

Dew does not have the problem 
of employe turnover common to 
many dealerships. Harris says all 
employes are carefully screened be- 
fore hiring, and he believes this is 
the secret to getting the right per- 
son for the right job and eliminat- 
ing turnover. 

Salaries and salesmen’s compen- 
sations are better than average, 
working conditions are superior. As 
a consequence, the 37 employes do 
excellent work and hang on to 
their jobs. 








Renault’s Grob Sees Top of 500,000... 


AUTOMOTIVE NEWS, APRIL 10, 





Minimum Import Sales: 300,000? 


By Ed Brown 
Staff Correspondent 

NEW YORK. — A continuing 
market.for 300,000 to 500,000 small 
imported cars annually has been 
forecast by Vincent P. Grob, execu- 
tive vice-president and general 
manager of Renault, Inc. 

Speaking at a press conference 
at which the latest addition to 

Renault’s line, the Gordini, was 

introduced, Grob said the total 
would fluctuate between these 

two figures “according to the 
level of total passenger-car 
sales” 

Renault has experienced a sharp 
upturn in sales since late January, 
when prices on the Dauphine and 
4-CV were reduced by $200, he re- 
ported. 

“In January, Renault sales to- 
talled some 1,800 cars,” he said. 
“February sales were more than 
twice that amount, and March 
sales were even more promising.” 

Grob attributed the improvement 
not only to the price reductions but 
to other steps Renault has taken 
to “move ahead in the American 
market.” 

“We have broadened our line 
with the introduction of the Gor- 
dini, whose selling price is almost 
jdentical with the former Dauphine 
price. The Dauphine now is priced 
$211 below the Gordini. We have 
extended our new-car warranty to 
12 months or 12,000 miles; we have 
enlarged our field organization, 
helping dealers improve their sales 


Compact Owners 
Ripe for Repeat, 


Survey Shows 


NEW YORK.—Families who al- 
ready own a compact car are the 
best prospects for compact-car 
sales in the future, according to 
Holiday magazine’s third annual 
study of new-car buyers. 

Asked what type their next new 
American car would be, persons 
who bought a new car in 1960 spe- 
cified compacts 53.4 percent of the 
time. Compacts were the choice of 
33.9 percent of those who bought 
a new import; 24.7 percent of those 
who bought no car at all in 1960, 
and only 13.0 percent of those fam- 
ilies who bought a _ standard-size 
American car. 

Of the families questioned, 14.5 
percent said they would buy an- 
other new car in less than 12 
months. But 20.5 percent said it 
would be three years or more, Me- 
dian time of next proposed pur- 
chase was 20 months. 

Among families interviewed, 68.1 
percent of those who bought a 
compact in 1960 were buying a sec- 
ond car. Of those who bought an 
import, 81.5 percent were buying a 
second car. 

Car ownership per family was: 
One car, 48.0 percent; two cars, 
39.6 percent; three cars, 7.2 per- 
cent; four cars or more, 2.0 per- 
cent, and no cars, 3.2 percent. 


Missouri Assn. 
Fights Laminated 


Glass Legislation 


ST. LOUIS.—The Missouri Auto- 
mobile Dealers Assn., headed by 
St. Louisan C, A. Gilbert, has called 
for the defeat of legislation re- 
quiring laminated glass side win- 
dows in cars sold in this state. 

The bill, which has been reported 
out by a House committee, has been 
termed “special interest” legislation 
by the automotive organization. 

Missouri motorists would pay 
millions of dollars more, the dealer 
group declared, and said replace- 
ment-glass dealers would be the 
only ones to benefit. 

“The bill would increase the 
price of new cars only in Missouri 
through unique glass _ statutes. 
None of the other 49 states has 
such a law,” the dealers exclaimed 
in their statement. 

“It would drive purchasers out 
of Missouri into bordering states. 
In that Missouri is the world’s 
second largest producer of auto- 
mobiles, further restriction on this 
huge operation would 
tially affect Missouri’s economy.” 











and service; we now have 
fully owned subsidiaries, in addi- 
tion to four independent distribu- 
tors; we now operate numerous re- 


gional parts depots, in addition to} 


our huge depots in New York.” 

Renault anticipates a “cruising 
level” in this country of approxi- 
mately 20 percent of imported- 
car sales, Grob continued, with 
this year somewhere between 15 
and 17 percent, compared with 
12.5 percent in 1960. 

The company looks for a _ sus- 
tained sales level amounting to 1.5 
percent of total industry sales, he 
added. 

Imported-car sales of 300,000 to 
500,000 a year “can hardly be re- 
garded as constituting a danger to 
the domestic automobile industry,” 
Grob said. “But the ability of Re- 
nault and other overseas car mak- 
ers to find an outlet in this country 
does figure importantly in the 
broad field of international trade. 

“Last year America bought some 





eight | $14 billion in products from abroad, 


but it sold $19 billion worth in for- 
eign markets. Likewise, the United 
States bought $400 million of prod- 
ucts from France, but sold $575 
million to France. After all, foreign 
trade is a two-way street in which 
the traffic should be increased in 
both directions as much as pos- 
sible.” 

Renault is the sixth largest auto- 
motive manufacturer in the world, 
the third largest in Western Eu- 
rope and the second in the Euro- 
pean Common Market, he reported. 
Its total production in 1960 amount- 
ed to 559,000 units, an increase of 
8.7 percent over that of 1959, and 
its total exports amounted to 280,- 
000 vehicles, slightly less than in 
1959, when it was 291,000. 

Renault’s proportion of total 
French automotive exports, how- 
ever, increased to 55 percent of all 
automotive exports from France 
and 59 percent of those made out- 
side the franc zone, Grob said. 





But Quarter Is Off 24 Percent... 


Miami Sales Edge Up 


By Trescot Goode 
Staff Correspondent 

MIAMI.—Despite a slight pick- 
up in sales the final 10 days of 
March, the actual registrations in 
Dade County (Miami) for both new 
trucks and passenger cars, as re- 
ported by the Miami Auto Dealers 
Assn., show a substantial decrease 
compared with January and Feb- 
ruary of this year or with March 
of 1960. 

As for first-quarter totals, com- 
pared with the same quarter of 
1960, there is a loss of 3,695 units 
or about 24 percent. Percentage- 
wise, the greatest losses were in- 
curred in the import field (about 


Last Cooke Deal 


Closes Its Doors 


LOUISVILLE, — Girdler Motors 
(Ford), once termed the largest 
auto dealership in Kentucky, last 
week became the last of the Thurs- 
ton Cooke dealerships to close its 
doors. 

Theodore Bates, federal bank- 
ruptcy referee, signed the closing 
order. An attorney for Girdler said 
the company was not bankrupt. 
Creditors agreed to the closing to 
conserve assets of the company. 

Operating losses, a lack of work- 
ing capital and a soft used-car 
market were given as the immedi- 
ate reasons for the closing. The 
Girdler spokesman said that three 
creditors remain unpaid—Universal 
CIT Credit Corp., a local bank and 
the State of Kentucky. 

Two Cooke dealerships and a 
host of his other companies closed 
for liquidation last May. A third 
dealership was later sold and Gird- 
ler has been operated under the 
supervision of federal bankruptcy 
court since last June 9. 

Cooke and two associates are in 
prison on fraud charges resulting 
from the forged auto liens and 
leases turned up by an investiga- 
tion which followed the closings. 











50 percent). Domestic passenger 
cars dropped 2,546 units or 21 per- 
cent, while trucks remained about 
the same. 

As far as the Miami area is 
concerned, these figures do not 
reflect the rosy, optimistic future 
predicted recently by teams of 
factory “pep” meetings held here 
in March, especially with the fed- 
eral government designating Mi- 
ami as one of the critical labor 
centers in the United States. 


Looking for possible bright spots 
in this automobile market, the im- 
ports apparently are stabilizing at 
about 8 percent penetration, trucks 
are holding their own, while do- 
mestics are exceedingly spotty, 
some makes even showing gains. 

Lincoln jumped from 38 in the 
first quarter of 1960 to 108 this 
year; Rambler gained 102 units 

in this same period or almost 15 
percent. 

Among the compacts, Falcon led 
Corvair 1,085 to 643 for the quarter. 
Valiant dropped from 458 to 222, 
Lark from 263 to 78. On the others 
there are no comparable figures. 


Complete Dade County registra- 
tions for March follow, those in 
parenthesis being for the first quar- 
ter of 1961. 

Chrysler, 24 (87); 
(23); DeSoto, 1 (2); Dodge, 93 
(259); Plymouth, 123 (437); Ford, 
632 (2,246); Lincoln, 30 (108); Mer- 
cury, 38 (111); Comet, 76 (303); 
Buick, 114 (448); Cadillac, 130 
(468); Chevrolet, 765 (3,178); Olds- 
mobile, 153 (528); Pontiac, 163 
(640); Rambler, 261 (803), and Stu- 
debaker, 23 (78). Total domestic 
2,633 (9,719). Imports 328 (1,072). 
Trucks 282 (996). 

Breaking down the compacts (in- 
cluded in above totals) Lancer, 34 
(97); Falcon, 315 (1,085); Special, 
54 (177); Corvair, 211 (643); F-85, 
22 (99); Tempest, 48 (232), and 
Valiant, 58 (222). 


Imperial, 7 











Dodge Dealers Award Scholarships— 


Checks for $500 are presented to the four winners of Dodge Scholarships awarded 
-by the Dodge Retail Selling Assn. of Greater Boston. All winners are from the Boston 
area. From left are Richard King; Steven Aronson; Joyce Lindstrom; Geraldine Parent; 


substan-| James T. Bothen, Towne-Line Motors, Waltham, association chairman, and Carton 


Conway, Dodge New England regional .manager. 
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1961 ARTI C-KA CONDITIONING 


for 66 Models of 
FOREIGN CARS 
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: atl lie 
VOLKSWAGEN MERCEDES-BENZ 


ARTIC-KAR PRAISED WORLDWIDE AFTER 
12 YEARS' SUCCESS AIR CONDITIONING 
FOREIGN AUTOMOBILES 
your assurance of extra fine 
styling and superb performance! 
This year, more than ever, car dealer profits must come from acces- 
sories. Gold Medal Engineered ARTIC-KAR air conditioners present 
princely performance that effects quick sales and king-size profits. 
ARTIC-KAR — designed by engineers who love fine automotive 
equipment, built by craftsmen who take pride in their skills. 
ARTIC-KAR’s family of fine air conditioners include the LeMans 
(above left) for Volkswagen, M-G, Renault, etc. and the deluxe 
trunk unit (right) for Mercedes-Benz, Jaguar, Bentley, etc. — plus 
many custom units for sports cars. 
We also produce air conditioners for 
all American cars including compacts. 
Capitol Refrigeration, Inc., 
_ 3333 E. Kiest Blvd., Dallas 3, Texas 
Phone WHitehall 8-7126.., FAX FDK...Cable ARTIC-KAR, Dallas 
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Waiting for the 1500... 





Sidelights on N. Y. Show 


EW YORK.—The new Volks- 

wagen 1500 will be offered in 
Germany next fall, but it isn’t 
scheduled to reach the United 
States before the end of 1962, ac-| 
cording to Carl H. Hahn, Volks-} 
wagen of America general man-| 
ager. 

“The volume that would be 
available for this country would 
be too low to make it worth- 
while,” he said last week at the 
International Automobile Show, 
“And why should we add to our 
dealers’ overhead in parts and tools 
while our present car is selling so 
well?” he asked. Hahn hinted that 
more of the regular VWs might be 
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CADILLAC — 


Designed especially to glamorously 
floors of these cars; they are also 


silver mylar door-step plates. 


ACE RUBBER PRODUCTS, 


|} international show, and volume} 


SPECIAL FOR 1961 


CARS WITH WELL-TYPE FLOORS 
New Easy-Lift, Easy Clean Mat Protectors 


ACE GLAM-R-TWINS 


FOR 
OLDSMOBILE — BUICK — PONTIAC 


"60 models. Note the sweeping arc design, carpet textured “live” 
rubber, corner grips for lifting without spilling: and the sparkling 


At Better Jobbers Everywhere 


available for the U. S. market after! U. S. is due to get 5,000 of the 7,000 

the 1500 appears at home. |units to be produced in future 
a | years. 

| + * * 


7 
Volvo P-1800 Near | Dwarfing the cars in the Fiat 
7 sports-car market soon will| exhibit was an 11-ton van which 
get added competition from the| Fiat uses in its mobile training 
long-awaited Volvo P-1800. A pro-| program for mechanics. Three 
duction model was displayed at the! such vans, fitted out as work- 
shops and manned by experts 
from the plant in Italy, visit Fiat 
dealerships throughout the coun- 
try. 


| Peugeot Chief 


shipments are expected by June. 

The bucket-seat P-1800 is pow- 
ered by a four-cylinder, 100- 
horsepower engine which dis- 
places 108.5 cubic inches. It will 
be priced at $3,795, New York 
port of entry. 

Ake Hogman, president of Volvo 
Import, Inc., expects to receive} 
2,000 units this year. He said the 


* * 
Visits 


geot, 35, president of the com- 
pany which coor- 
dinates the activ- 
ities of all the 
firms in the Peu- 
geot group. He is 
a great-grandson 
of the founder of 
the 151-year-old 
empire. 

It wag the first 
trip to the U. S. 
since 1954 for 
Peugeot, who 
lived here while 


MOTORS 









Roland Peugeot 
attending Harvard Business School. 
He said about 240,000 Peugeot 


cars, station wagons and light 
trucks will be built this year, and 
about half of them will be the new 
404 sedan. A 404 convertible is 
planned, but no decision has been 
made on selling it in the U. S. 

About 45 percent of the Peu- 

geot vehicles are exported to 130 
countries, with the U. S. getting 

12,000 to 15,000. 

Peugeot mentioned a 2% percent 
price increase in France due to the 
end of government price control, 
but he said it is unlikely that prices 
will be raised here. He looks for 
350,000 imported-car sales in the 
U. S. this year. 

* * 

Roland Peugeot’s press confer- 

ence was conducted half in Eng- 
lish, half in French, ag Peugeot 
sometimes conferred with his 
lieutenants in their native tongue 
before answering a question. 
Only one newsman understood all 
that was said—Francois Pelou, 
U. S. representative of Agence 

French Presse. He’s bilingual. 

* * * 
Gordini on Hand 
MEDEE GORDINI, racing car 
designer-builder and onetime 
European driving champion, was 








Ba 


CHEVROLET 






“custom-fit” the 1961 sunken 
universal fitting for the 59 and 













INC,., 100 Beech St., Akron 8, Ohio 





on hand for the introduction of the 
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Consumer Credit Insurance 


Market Ever 
Coverages 
Autom 


Physical Dama 


(Comprehensive, Fire, 


Credit Life Insurance 


Renault Gordini, which is named 
for him. 

The Gordini has the Dauphine 
body with a Caravelle interior, a 
four-speed gearbox and a 40- 
horsepower engine. 

A Dauphine body also was found 
in the Henney Kilowatt exhibit. 
The electric car is powered by 12 
six-volt, heavy-duty batteries in 
two banks. It’s offered by Henney 
Motor Division, National Union 
Electric Corp. 

ok 


Most Profitable a 


PAT Tey Ta: 


VT RAL A AA 


obile 
ge Insurance 
Sam me edi D) 


¢ ~« 


The Amphicar, which operates 
on land or water, was credited 
in a press release with being 
equipped “with all the safety de- 
vices required of small craft by 
the United States Coast Guard.” 

“Not many cars can make that 


statement,’ an observer noted. 
* * * 


Overseas Delivery Plans 


ANY importers are promoting 
their overseas delivery pro- 


SHOW visitor was Roland Peu-| 


1961 


| were represented. Others declared 
that the spectators consider this 


ence of the American makes. 

Volvo’s Ake Hogman remarked: 
“A person can visit showrooms 
handling all the U. S. cars without 
ever leaving his own neighborhood, 
but where else can he see all the 
imported makes in one location?” 

* * * 

Hambro displayed the one-mil- 
lionth Morris Minor and said it 
is the first British model to 
reach the million mark 
duction. The car was to be pre- 
sented to the owner of the oldest 


Morris Minor in America. 
* x 


ad 


| Captives on Wane 


7. captive imports were dis- 
played at the show, but several 
importers felt that most of these 
makes are no longer a significant 
force in the American market. 

“The captives are out,” 
way one import executive phrased 
it. A Pontiac man told AUTOMOTIVE 
News that no 1961 Vauxhall units 
have been imported into the U. S. 

* * * 


‘Buy American’ Answered 


MPORTERS are answering the 
“Buy American” movement by 
pointing out that their countries 
buy much more from the U. S. than 
they sell to the U. S. 

Renault and Fiat noted that Air 
France and Alitalia are purchasing 
DC-8 planes from this country and 
said that a single DC-8 represents 
more than 5,000 Renault Dauphines 
or Fiat 600s. 

The British Automobile Manu- 
facturers Assn, urged: “If Britain 
can offer something Americans 
want, something which bears the 
stamp of traditional British skill 
and craftsmanship, do not turn it 
down because it was not made in 
America. 

“Remember that every dollar 
spent on imports will be spent 
again by Britain and other coun- 
tries overseas in buying the no-less 
distinctive products of American 
industry.” 

A British auto official put it even 
more simply: “Some Americans 
like imported goods — cutlery, 
china, glassware. Why not autos?” 

* * * 

An idea car occupied the main 
lobby of the Coliseum, It was 
McLouth Steel Corp.’s XV’61 
which was designed to operate in 
regular traffic or on a monorail 
system in the cities of the future. 

OK 


* * 


‘Concours’ Attractions 


—— of yesterday and tomorrow 
attracted showgoers to the 
“Concours d’Elegance,” sponsored 
by Car and Driver magazine. 

Sharing the Concours with clas- 
sic and antique racers and sedans 
were Chrysler’s turbine-powered 
Turboflite, the experimental Cor- 
vette Stingray and three aluminum 
Scimitars (with Edsel-like grilles), 
which Brooks Stevens designed for 
Olin Mathieson Chemical Corp. 

Stevens also showed his competi- 
tion sports car, the Excalibur, and 
the “Excalibur Jr.,” a stylish go- 
kart which he designed with two 
of his sons. 

—JoHN K. TEAHEN JR. 


New Jaguar XK-E 
Starts at $6,095 


NEW YORK. — Jaguar’s new 
XK-E models, which were intro- 
|; duced at last week’s International 
| Automobile Show, are priced at 
| $6,095 (roadster) and $6,320 (coupe). 





ed since al] U. S. manufacturers} 


an import show despite the pres-| 


in pro- | 


was the| 


gram, and the British Automobile} Other new-model prices include: 
Manufacturers Assn. has issued a| Lancia Flavia four-door sedan, 


booklet explaining the plan and) 


$3,685; Volvo P-1800 sport coupe, 


RESOLUTE 


RU 


listing prices of various models. 
The booklet noted that overseas 
prices of Rolls-Royce and Bentley 
| units start at $11,830. Lowest East 
Coast port-of-entry price is $15,355, 
* * * 
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A press preview the day before 
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the official opening of the show 
was limited to 3,000 persons, giv- 
ing reporters ample opportunity 
to view the cars and chat with 
import executives. Newsmen 
found it a welcome change from 
the logjam at Detroit’s Cobo Hall 
last October when 83,724 showed 
up for a preview of the National 


Automobile Show. 
* og 


International or Import? 
OME exhibitors felt the inter- 


* 











national motif should be stress- 


| others 
Prices start at $3,150 for the Giuli-| 


| $3,795 and Renault Gordini, $1,596. 
| All prices are East Coast port-of- 
| entry figures. 

| A poster in the Alfa-Romeo ex- 
| hibit told of huge price cuts on the 
|Italian-made sports cars. One 
| model was reduced only $5, but five 
were slashed $348 to $722. 


etta Spider. 


It?s Spring in Maine 

LEWISTON, Me.—The Lewiston- 
Auburn Auto Dealers Assn. is spon- 
soring a “Be Kind to Winter-Weary 
Automobiles Week.” Area motorists 
whose cars have taken a beating 
from salt, bumpy roads and cold 
weather are being offered a motor 
tuneup, body and frame tightening, 
lubrication and cleaning. 
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Inflates to 20-30 feet. Use vacuum cleaner 
or gas — fun at football rallies, all ath- 
letic events, parties. Visible for miles as 
adv. for car dealers, gas stations, new 
store openings. Cost U.S. Gov. $20. Gen- 
uine neoprene. While they last $2. plus 
50¢ post. and handling. 5 for $10. post- 
paid. Send check or M.O. to: 


PRESTON’S, 102-H Main St., Greenport, N. Y. 
EXTRA-HEAVY 
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A size for every job... 
rugged, low-cost...more 
safety features. Wide tripod 
base eliminates rocking, 
even on rough or sloping 
floors...prevents tipping. 
Positive-locking, self-engag- 
ing lug. 

WILL NOT RELEASE 

UNDER LOAD! 


Built like a surveyor’s tripod 
to eliminate rocking. Quick 
SELF-LEVELING delivery from your local 
TRIPOD DESIGN jobber. 


KEN-TOOL MFG. CO. 
AKRON 5, OHIO 








European Parts for Cardinal? 








Buying Abroad Aids U.S.—Ford 


BIRMINGHAM, Ala.— The eco- 
nomic and political fate of conti- 
nents and the condition of life for 
billions of people may be unalter- 
ably set during the 1960s, depend- 
ing upon how the United States 
meets foreign economic competi- 
tion, Henry Ford II said here. 


Speaking at a meeting of the 
Southern Research Institute, Ford 
Motor Co.’s chairman and presi- 
dent said the country faces not 
only stiffer friendly competition 
from free-world nations, but also 
an all-out hostile economic chal- 
lenge from world communism. 


“In our own case,” he said, “as 
we look at the competition in 
world markets, in swift-growing 
Europe today, and tomorrow’s bur- 
geoning markets in Latin America, 
Africa and Asia, we see increasing 
opportunity to expand the employ- 
ment, production and profits of all 
our components by viewing all op- 
erations of Ford Motor Co, in 
worldwide perspective. 

“We are convinced, for ex- 
ample, that if all our facilities 





Come In Or Else... 





Dealers Shun ‘Away’ Sales 


By Allen Sommers 
Staff Correspondent 

PHILADELPHIA.—Want to buy 
a car? 

If you do, what chance is there 
that a dealer will come out to your 
home or place of business to dem- 
onstrate the car you are interested 
in and work out details? I would 
say about 10 percent. 

I tried it. I have a 1959 Peu- 
geot and decided I wanted to 
trade it in for an American-made 
compact. It could be a Tempest, 
Lancer, Corvair, etc. 

So I started calling. First, I 
called a Lancer dealer with whom 
I am friendly. He gave me a top- 
of-the-head tradein estimate and 





Ken Brown Drops 
Mercedes, DKW 


DETROIT. — Ken Brown, Inc., 
longtime Detroit dealership, has re- 
linguished its franchises for Mer- 
cedes-Benz and DKW. 


Brown will continue as a Plym- 
outh-Dodge truck dealership at 3131 
E. Jefferson. The dealership had 
maintained its imported-car opera- 
tion for the past year at nearby 
3173 E. Jefferson. These facilities 
will now be used as a second show- 
room and used-car lot for new-car 
make ready and for the installation 
of diese] engines in Plymouth taxis. 

The move leaves four Mercedes 
dealerships in the Detroit area. 
Last year, there were 113 Mercedes 
registrations in the metropolitan 
area, 








shop the world for the best val- 

ues, we can materially increase 

the competitive efficiency of each 
component. | 

“From year to year, the automo- | 
bile industry has had a substantial 
export surplus. In 1960, it was half 
a billion dollars. And I believe that} 
expanded international] sourcing | 
will increase the U. S. automotive 
export surplus if we merchandise | 
parts and vehicles aggressively. It 
can mean added sales, added jobs 
and added profits for the American 
automotive industry and its sup- 
pliers.” 

Turning to the other side of the 
coin, Ford said that if what indus- 
try sells abroad is helpful to the 
American economy, what it buys 
may be equally helpful. 

“In many instances,” he said, 
“a low-cost imported part or 
component may make it econom- 
ically feasible to produce or as- 
semble in the U.S. a complete 
product that would otherwise be 
produced abroad, or not at all. 


suggested I come down with my 
car to complete arrangements. 

I waited four days. He didn’t 
call, so I called him. He appeared 
to have forgotten that I had spoken 
to him, so this was refreshed. 

“I do not have time to come 
down,” I said. “Send an estimator 
up to my garage and check the car 
there.” He agreed. No one ever 
showed up and the salesman never 
called again. 

I called a Tempest dealer. 

“You must come to our show- 
rooms,” said the head of the 
firm. “We cannot come out to 
your home. It is too far.” 

Then followed a Corvair dealer 
in my suburban neighborhood. The 





|/same discussion followed. When I 


discussed the possibility of a Sun- 
day sales visit by a Mercury dealer, 
he flatly refused and spent five 
minutes trying to convince me I 
could “get a better” deal by com- 
ing out to the showroom one free 
evening. 

After five weeks of trying to 
get a dealer to “sell” me, I called 
a Ford dealer in the northern part 
of the city. This man immediately 
volunteered to send a _ salesman 
around in a demonstrator. 

“You won’t have to leave your 
driveway if you don’t want to,” he 
said. This was a vast relief, and I 
may buy a Ford only because one 
dealer finally was willing to go out 
and sell. 

One large dealer I approached 
explained that they are not man- 
ned to sell “away.” 

“How are sales?” I asked. 

“Lousy,” came the reply. 

I hung up. 
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Dealers Review Contest Plans— 


The 1961 Plymouth Trouble Shooting Contests will get underway with the first of 
31 national events in Kalamazoo, Mich. A recent kickoff meeting for the Kalamazoo 
16 Plymouth dealers from Southern Michigan who will 
sponsor teams. Bus Jensen, left, Fellow Sales and Service, Jackson, Mich., and Harvey 
Koenig, center, Highland Plymouth Co., Grand Rapids, Mich., go over contest rules 
with E. T. Anderson, Plymouth service representative. 


contest brought together 








PLYMOUTH 
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Clearly such imported parts 
create jobs.” 

Observers said Ford’s statement 
was a further hint that the new 


subcompact Cardinal would carry} 


components built at Ford’s English 
and German plants. 

He called for an increase in pri- 
vate investment abroad and a pro- 
gram of worldwide sourcing of 
parts, tools and raw materials by 
industry. 

“There is only one workable way 
for us to meet the challenge of 
friendly competition,” he said. 
“That is to be more competitive. 
We must trade more, not less; ex- 
change more, not less of goods, 
capital and technology.” 

Ford said the country is at eco- 
nomic war with world communism. 

“There is no possible way to 
disengage our domestic economy 
from that war,” he said. “Every- 
thing we do or don’t do at home 
and abroad affects it. 

“During the 1950’s, we fought and 
won the struggle of economic re- 
covery for the industrialized na- 
tions of the West But the 
challenge of the 1960s is entirely 
different, a good deal more compli- 
cated and tougher to solve. That 
challenge is to mobilize the united 
resources of the free world—especi- 
ally the North Atlantic community 
of nations and Japan—in a vast 
cooperative effort to strengthen the 
economies of emergent nations in 
Asia, Africa and Latin America 
and guide them in the paths of 
freedom. 

“The U.S. cannot mobilize such 
cooperation by command. It must 
lead and persuade.” 

Ford acknowledged an 
rassing dilemma in our interna- 
tional balance of payments.” He 
said that meeting that problem is 
partly a matter of government pol- 
icy, but also a matter of increasing 
export surplus. 

“But the payments problem is 
not exclusively an export prob- 
blem,” he continued. “It is as 
much or more an investment 
problem. In many markets, the 
U.S. cannot materially increase 
its exports and must share—if at 
all—via the investment route. 
“Though I believe Europe should 

sharply reduce its trade barriers to 
automobiles, for purely economic 
reasons I see no basis for a large 
increase soon in U.S. automobile 
exports to Europe ... If we want 
to participate in Europe’s rich au- 
tomotive market, we must do so 
largely from the inside—through 
investment.” 

Ford said it is basic in friendly 
world economic relationships that 
manufacturers in all _ countries 
must find the most economic 
sources within their trading area 
for parts, tools and raw materials. 


“embar- 


Equipment Show 
Opens Thursday 
In Los Angeles 


LOS ANGELES. — New products 
and latest models of familiar equip- 
ment will highlight exhibits of the 


nation’s leading manufacturers in| 


the 43rd annual National Truck, 
Trailer and Equipment Show here 


Thursday through Saturday (April | 


13-15). 


Sponsored by the Automotive| 
Council of Los Angeles, the exposi- | 


tion will be held at the Great West- 
ern Exhibit Center. 

“Progress in Transportation” 
this 
scribes the record number of ex- 
hibits of trucks, trailers, parts, spe- 
cial accessories and “specific-job” 


is 


equipment, said R. L. Adrian, coun- | 


cil president. 


so many of our exhibitors have 
timed the introduction of their new 


year’s show theme and de-| f 
|to license its production by other 
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products and models to coincide | 


with this year’s show,” he said. 


One of the new show additions is | 
an “Engineering and Technical) 


Knowhow Shop-Talk,” to be 
sented April 14. 

The show is designed to give 
fleet operators and key personnel 
the opportunity to see and test the 
latest equipment at one time and 
place. At the same time, Adrian 
said, manufacturers can talk with 
fleet engineers who complete speci- 
fications for equipment purchases. 


pre- | 





“We are especially pleased that/| for the right to share in the devel- 





Vancouver Deal Covers Four Blocks— 
ations in suburban West Vancouver, B. C. 
The dealership covers about four city blocks. The firm was taken over by Roger 


This is a view of the Roger Motors oper 


ago. 


Gauthier eight years 
. «£2 


Bg * * 


Value Held Uppermost 


In Customers’ 


By Robert Frith 
Staff Correspondent 

VANCOUVER, B. C.— Value is 
the prime consideration with to- 
day’s car buyers; the day of the 
sales gimmick is 
fading, according 
to Roger Gau- 
thier, president 
of the Vancouver 
Automobile Deal- 
ers Assn. 

“They want a 
dollar’s worth of 
car for a dollar, 
and no smart 
ideas,” said Gau- 
thier, who also 
heads Rogers Mo- 
tors, Ltd. (Buick-Pontiac-Vaux- 
hall), West Vancouver. 

Gauthier, who acquired the sub- 
urban outlet eight years ago, be- 
lieves that such a dealership can 
make a stronger bid for business 


Roger Gauthier 








Firestone, General 
Sue Each Other 


On Patent Issue 


AKRON.—Firestone Tire & Rub- 
ber Co. and General Tire & Rubber 
Co. have sued each other over a 
patent on the use of oil-extended 
rubber composition for making tire 
treads. 

General] filed its suit in Federal 
Court in Cleveland, charging that 
Firestone had infringed on a pat- 
ent granted General on Dec. 13, 
1960. Earlier, General had sued 
Goodyear and U. S. Rubber, charg- 
ing infringement of the same pat- 
ent. 

Firestone sued General in Fed- 
eral Court in Baltimore, asking 
that the General patent be thrown 
out and that the right of Firestone 
and its customers to use the rubber 
freely be recognized. 

McCreary Tire & Rubber Co,, 
Indiana, Pa., joined in the Fire- 
stone suit, seeking court backing 
for its use of the rubber as a cus-| 
tomer of Firestone. 

The dispute over the rubber has 
been going on for more than 10 
years. General claims to have de- 
veloped the rubber and to hold a) 
valid patent on it, while offering 


companies. 

Firestone claims that the rubber 
was developed under a government 
contract, that it has already paid 


opment and that any further pay- 
ment is not right. 


Bankruptcy Pleas Filed 
Against 2 More Dealers 

DETROIT.—Involuntary bank- 
ruptcy proceedings have been filed 
by creditors against two more deal- 
erships. 

In their petition, six firms claim- 
ed Bill Kelly Ford Sales, Napoleon, 
O., owes them more than $1,000. 
Hodges Chevrolet, Inc., Mannington 
Township, N. J., was declared bank- 
rupt upon petition by its creditors. 





Minds 


than the retailer in downtown 
areas or older city districts. 

“A dealer in a constantly grow- 
ing suburb like ours has more per- 
sonal contacts, and he should be 
better set up to satisfy his custom- 
ers,” he added. 

Gauthier reported that all types 
of cars are moving in the Van- 
couver area, “with no special de- 
mand for compacts or any other 
size.” 

He said he feels that standard 
North American cars will con- 
tinue to be the most popular with 
buyers despite a “good run” by 
both compacts and small import- 
ed cars. 

“Big cars will continue their ap- 
peal, but usefulness and real worth 
are more important than the sta- 
tus symbol,” Gauthier said. 

The 12-month, 12,000-mile war- 
ranty has proved a big sales asset 
for both the dealer and factory, 
plus the growing trend to multicar 
families, he continued. 


“A lot of business and profes- 
sional people are buying compacts 
for use in their work,” he said, 
“leaving another car, often a stand- 
ard, at home for the family’s use.” 

Dealer mortality in British Co- 
lumbia is high only among used- 
car operators, he said. 


“There have been some trou- 
bles for some dealers, but less 
than a dozen of the province’s 
270 new-car dealers have closed,” 
Gauthier continued, “Casualties 
have been numerous among used- 
car people, however. 

“Many of these used-car dealer- 
ships folded because they were not 
well established,” he added. “A gas 
pump and a corner lot are just not 
enough for used-car business, The 
dealer who stays must provide 
service.” 

Gauthier said he took over a 
“sick” operation in 1952 and pro- 
ceeded to set up a service depart- 
ment. As the suburb grew addi- 
tional space was acquired and the 
operation was expanded to serve “a 
rich market,” he added. 

His plant now covers 10 times 
as much space as when it was ac- 
quired and employs six times more 
people, Gauthier said. 


— —— 


Inspection Law 


‘Offered in N.C. 


RALEIGH, N. C.—A bill calling 
for annual mechanical inspection 
of motor vehicles has been intro- 
duced in the North Carolina Legis- 
lature. It is backed by the State 


| Department of Motor Vehicles. 


The bill would require annual 


| checks of motor vehicles at com- 


mercial garages and service sta- 
tions licensed by the state. 

North Carolina had an inspection 
law several years ago, with the ve- 
hicles being inspected in state- 
operated lanes. Complaints of mo- 
torists over long waits in lines, led 
to repeal of the measure, and there 
have been unsuccessful attempts to 
revive the program at each session 
of the Legislature. 
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Nearly 115,000 Cars Roll This Week . . . 
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Highest Output of Year Due 


(Continued from Page 1) 


tion would resume at Tarrytown,| thinking was shown in the fact| 


but said all other plants will run| that output highs for the year were 


five days, with the exception of | established in various piaces last| previous week. 


Willow Run, which will work a| week. 
sixth day. 
Chrysler Corp. said Imperial will 


Ford Motor turned out an esti- 
mated 35,875 cars last week to 


be down this week, ag will lines in| mark a high for the year, while 


St. Louis and Los Angeles. 
ok * * 
VIDENCE that makers’ reports 


its Thunderbird unit rose to its 
highest level of 1961. 
| Chevrolet reached its highest 


of increased production in' level since the week ended Jan, 14, 








Car, Truck Output Estimates 
By Automotive News 


PASSENGER CARS 


(U. S. PRODUCTION ONLY) 

















Week Week 

Ended Same Ended Total 

April 8, Week, April 1, Output, 
1961 1960* 1961* March* 
CHRYSLER CORP.** .. 9,825 17,536 12,308 46,023 
Chrysler Division ...... 2,525 1,479 1,752 8,904 
CEE IMNOE a. snscststeiccecicte 2,200 1479 1,752 8,255 
PONT Boris seescsteoseess ee auc “hee 649 
Dodge Division. .......... 2,200 6,613 4,190 14,983 
Dart-Polara _............ 1,300 6,613 2,955 11,092 
WOE i scaviccsseseccsctsivres DOW hh icsssecis 1,235 3,891 
Plymouth Division .... 5,100 9,253 6,366 22,136 
Plymouth. .................. 3,100 3,359 3,641 13,070 
ED Shes chievssysasesseesos 2,000 5,894 2,725 9,066 
FORD MOTOR .............. 35,875 36,488 31,028 106,896 
Ford Division .............. 28,190 28,038 23,979 86,684 
Falcon 11,242 9,670 34,232 
ord (S00): :..¢....0. 15,420 14,727 12,359 46,878 
Thunderbird. ............ 2,220 2,069 1,950 5,574 
L-M Division .............. 7,685 8,450 7,049 20,212 
SIMNNIEL.SvoceSoacscidcovconsses 4,205 4,404 4,447 12,335 
MUU. <igecastnbecstvees 700 393 539 1,702 
PE bs. ivecestovenctageess 2,780 3,653 2,063 6,175 
GENERAL MOTORS .. 39,212 65,061 50,172 220,901 
Buick Division. ........... 652 5,307 5,519 19,853 
Buick (Std.) ............ 652 5,307 3,769 13,845 
BE Siacktaciiccdt aka sasroeen 1,750 «6,008 
IEE? is 256, <0 uddetens casbice 3,360 3,373 3,382 15,515 
Chevrolet Division .... 33,600 38,839 26,743 131,851 
MIME a5. soevisiconesesscee 8,300 3,853 5,464 29,580 
Chevrolet (Std.) . 25,300 34,986 21,279 102,271 
Oldsmobile Division .. 700 7,267 6,653 25,504 
ee ert, wale! ° -\anadeantt 1,380 5,186 
Oldsmobile (Std.) .. 700 7,267 5,273 20,318 
Pontiac Division ...... 900 =10,275 7,875 28,178 
Pontiac (Std.) ........ 900 =:10,275 5,328 19,169 
IN c<Clevevsseecveasier cansucrtaea.| © fagessyease 2,547 9,009 
BENT LED one. .e.ccccecseeeees 6,600 11,342 6,779 29,240 
STUDEBAKER .............. 1,232 2,673 1,284 4,899 
EME, acasccscccseccensiacs 150 199 127 580 
Total Cars, U. S.** .... 92,894 133,299 101,698 408,539 


Jan. 1 
To 
April 9, 
1960* 
341,540 

35,294 
29,351 

5,943 
120,242 
120,242 
173,054 
94,079 
78,975 


141,418 
328,552 
25,231 
90,659 
22,975 
8,015 
59,669 
1,056,439 
95,678 
95,678 


125,053 
140,223 
140,223 
147,348 
37,196 
2,024 


2,170,407 





**Totals for 1960 include DeSoto production. 


COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week 


Week 























Ended Same Ended Total 
April 8, Week, Aprill1, Output, 
196L 1960* 1961* March* 
CHEVROLET 8,787 5,619 28,632 
DIAMOND T 51 35 171 
DIVCO 115 54 277 
DODGE 1,598 1,211 6,009 
FORD ............ 7,483 7,059 28,620 
NT ois os ucceenies 1,990 1,064 6,024 
INTERNATIONAL ...... 3,150 2,667 3,062 13,335 
2 leravsasiaivecsti res reiviesieas 200 330 161 863 
STUDEBAKER .............. 180 584 130 917 
WHITE 403 365 1,651 
WILLYS 3,646 2,460 10,799 
MISCELLANEOUS ...... 100 86 96 419 
Total Trucks, U. S. .... 23,610 27,740 21,316 97,717 
Total Cars, Trucks, 
MEPL sccscs cis tissthebesstventacs 116,504 161,039 123,014 


Jan, 1 
To 
April 9, 
1960* 
146,540 

879 
1,268 
24,845 
113,220 
34,578 
40,076 
4,023 
3,549 
5,453 
36,262 
1,320 


412,013 


Jan. 1 
To 
April 8, 
1961 
130,059 
27,102 
24,678 
2,424 
37,788 
28,365 
9,423 
65,169 
39,416 
25,753 
368,263 
302,985 
106,407 
173,489 
23,089 
65,278 
32,937 
8,676 
23,665 
688,171 
61,870 
44,465 
17,405 
46,614 
411,903 
92,360 
319,543 
79,187 
17,820 
61,367 
88,597 
58,863 
29,734 
80,030 
14,488 
1,486 


1,282,497 





Jan. 1 
To 
April 8, 
1961 
84,998 
444 
573 
16,576 
88,728 
18,204 
37,414 
2,649 
2,063 
4,677 
29,505 
1,235 


287,066 
506,256 2,582,420 1,569,563 





CANADIAN PRODUCTION—CARS 















































Week Week Jan. 1 Jan. 1 
Ended Same Ended Total To To 
April 8, Week, April1, Output, April 9, April 8, 
1961 1960* 1961* March* 1960* 1961 
CHRYSLER CORP. .... 1,055 1,179 843 4,372 16,537 11,499 
FORD MOTOR. .............. 2,000 2,438 1,599 8,704 31,085 27,881 
GENERAL MOTORS .. 3,830 4,414 3,065 16,009 62,286 50,433 
RAMBLER ...................0. RN. « acteaenes 136 wae Gieececs 1,419 
STUDEBAKER .............. 160 BRO dic. 416 1,497 1,488 
Total Cars, Canada.... 7,225 8,151 5,643 30,240 111,405 92,720 
CANADIAN PRODUCTION—TRUCKS 
Week Week Jan. 1 Jan. 1 
Ended Same Ended Total To To 
April 8, Week, April 1, Output, April 9, April 8, 
1961 1960* 1961* March* 1960* 1961 
CHRYSLER CORP. ..... 155 158 122 678 2,228 2,091 
FORD MOTOR .............. 300 418 411 1,737 5,782 5,409 
GENERAL MOTORS .. 700 969 563 2,802 13,257 8,313 
INTERNATIONAL ...... 260 263 207 1,060 3,802 3,219 
Total Trucks, Canada _ 1,415 1,808 1,303 6,277 25,069 19,032 
Total Cars, Trucks, 
CEO sisiscrieats 8,640 9,959 6,946 36,517 136,474 111,752 
Grand Total, awe 
Cars and Trucks, 
U. S. and Canada....125,144 170,998 129,960 542,773 2,718,894 1,681,315 









*Revised. 











| April were more than wishful|and its Corvair assemblies rose to 


8,300 units for a 1961 high. Stude- 
baker hit its high for the year the 


Calendar -year_ production 
through last Saturday, however, 
was still running better than 40 
percent behind last year. 

It was announced last week that 
Chrysler Corp. has added 48,000 
cars to its production schedules for 
the second quarter. Total schedules 
for the three months is 168,000 cars, 
an increase of 40 percent over the 
120,234 units produced in the Jan- 
uary-March period for this year. 

Plymouth announced that its 
second-quarter schedule calls for 
87,901 units, an increase of 55.2 per- 
cent over the 56,652 assemblies in 
the first three months. 

* * CJ 


N A model-run basis, only five 

makes are running ahead of a 
year ago. 

The compacts, with Falcon and 
Comet the only makers running 
ahead of 1960, had produced 
1,150,977 current-model cars 
through the end of March for a 
32.9 percent increase over the 
same date in the 1960 run. The 
compacts’ share of total industry 
production through March was 
32.9 percent, 

The low-priced standards, with 
only Chevrolet running ahead of its 
year-ago pace, turned out 1,481,195 
ears for 43.5 percent of total in- 
dustry output. Group output, how- 
ever, is off 13.5 percent from the 
same date a year ago. 


The mediums were off 21.9 per- 





Low-Cost Auction 


Clears Dealer’s 
25-Car Iron Pile 


AMES, Ia.—When Norm Dunlap, 
owner of Motor Sales and Service 
(Dodge), and his sales manager, 
Joe Alfred, found their used-car 
stocks building up they resorted to 
a low-budget auction. 

They had 25 pre-1955 models that 
were too good to junk and not good 
enough to recondition. These units 
were on the books for $2,800. 

The auction was set for 6:30 p.m. 
on a Thursday—the regular shop- 
ping night in Ames, The cars were 
numbered and displayed outside 
the dealership. 

The first five cars were run 
through Without an acceptable bid. 
To break the ice, Alfred approved a 
too-low bid on a ’52 and the action 
began. By the end of the night, 16 
cars had been sold—all for cash. 

The next day, six more auction 
cars were sold from the lot, all for 
better prices than had been offered 
the night before. The auction con- 
tinued into the next week and 
brought a total of 28 sales. 

Dunlap said the auction was a fi- 
nancial success. 


Goodyear Chief 
Says 61 Sales 


To Continue Gains 


AKRON.—T he business outlook 
for 1961 seems to be somewhat the 
reverse of last year and there is 
every indication that business will 
improve as the year progresses, 
E. J. Thomas, chairman, Goodyear 
Tire & Rubber Co., told the an- 
nual meeting of shareholders. 

Thomas said Goodyear had no 
plans to match the tire price in- 
creases posted April 1 by United 
States Rubber Co. 

He pointed out that in 1960 busi- 
ness “started off fairly good and 
then tailed off as the year progres- 
sed.” 

Deliveries of products this year, 
particularly to original-equipment 
accounts, were lower than in the 
1960 first quarter, reflecting the re- 
duced rates of automotive produc- 
tion, and this has had its effect on 
the relative volume and profits of 
the first quarter, Thomas said. 

However, the business outlook as 
spring approaches is better, and 
there is substantial evidence of 
continued business improvement as 
the year goes on, the Goodyear 
chairman said. 








1961 





Ford Leasing Unit Helps 
Dealers Get Financing 

DEARBORN. — Progress has 
been reported by Ford Leasing 
Development Co. in assisting 
dealers and others in obtaining 
financing for new leasing opera- 
tions. 

The firm, a Delaware corpora- 
tion, was organized last October 
as a wholly owned subsidiary of 
Ford Motor Co. to promote leas- 
ing of Ford products by provid- 
ing financing at competitive 
rates. 





cent on the basis of 838,599 assem- 
blies a year ago to 655,008 of this 
year’s vintage built through March. 
Its share of total industry output 
this year is 19.2 percent. Chrysler 
was the only make ahead of a year 
ago. 

In the highest-price class, Cad- 
illac, Imperial and Lincoln have 
combined to turn out 117,987 cars 
this year compared with 116,442 
units a year ago. Their share of 
total industry output this year is 
3.5 percent. Cadillac was the only 
make of the three ahead of a year 
ago in model output, 

Makes that were running behind 
the same date a year ago in model 
run assemblies were Rambler, Cor- 
vair, Valiant and Lark among the 
compacts; Dart, Plymouth and 
Ford among the standards; Pon- 
tiac, Oldsmobile, Buick, Mercury, 
Thunderbird, Dodge Polara and 
DeSoto among the mediums, and 
Lincoln and Imperial in the high- 
est-priced group. 

* * 


* 

OMMERCIAL - CAR output last 

week totalled an estimated 
23,610 units, compared with 21,316 
trucks turned out a week earlier, 
and 27,740 commercial vehicles 
built during the week ended April 
9 last year. 

Only truck maker working six 
days last week was Ford at Lou- 
isville and Lorain, O. 

Canadian manufacturers return- 
ed to five-day scheduling last week 
and turned out an estimated 7,225 
cars and 1,415 trucks, That com- 
pared with the 5,643 cars and 1,303 
trucks produced the previous week, 
and 8,151 cars and 1,808 trucks 
built during the week ended April 


9 a year ago, 
* 3k * 





As of March 31... 


‘61-'60 Model 
Production by 
Price Group 











Compacts 
1961 1960 
Pos. Make Pos. 
1— 268,071 Falcon 226,889— 2 
2— 234,022 Rambler 266,347— 1 
3— 171,130 Corvair 173,290— 3 
4— 110,432 Comet 17,534— 6 
5— 87,445 Valiant 91,577— 4 
6— 61,786 Tempest ........... 
G— 57,729 F-85 oa 
8— 57,381 Lancer _.......... 
9— 54,138 Special ......... 
10— 48,843 Stude.* 90,116— 5 
1,150,977 Total 865,753 


*Studebaker total includes limited Hawk 
production. 











Standards 

1961 1960 
Pos. Make Pos. 
1— 743,461 Chev. 139,543— 1 
2— 491,904 Ford 637,906— 2 
38— 132,258 Plym., 175,857— 3 
4— 113,572 Dart 159,254— 4 

1,481,195 Total 1,712,560 

Mediums 

1961 1960 
Pos. Make Pos. 
1— 168,085 Pontiac 216,476— 1 
2— 167,296 Olds. 206,735— 2 
3— 132,388 Buick 160,621— 3 
4— 77,919 Mercury 105,275— 4 
5— 56,081 Chrysler 46,674— 5 
6— 39,178 T-Bird 46,665— 6 
I— 11,027 Polara 35,929— 7 
8— 3,034 DeSoto 20,224— 8 

655,008 Total 838,599 

Highest-Priced 

1961 1960 
Pos. Make Pos. 
1— 92,257 Cadillac 82,376— 1 
2— 15,465 Lincoln 19,160— 2 
38— 10,265 Imperial 14,906— 3 

117,987 Total 116,442 

Grand 
3,405,167 Total 3,533,354 








Cadillac Expands 
Sales Operation; 


Four Appointed 


DETROIT.—Several changes and 
an expansion of the Cadillac sales 
organization have been announced 





W. H. Niven Cc. Chynoweth 


by Fredric H. Murray, general 
sales manager. 

W. H. Niven has been named 
manager of the Detroit factory 
branch retail outlet. He moves to 
this assignment from the post of 
executive assistant to the general 
manager in charge of factory-deal- 
er relations. 

Charles Chynoweth has been 
transferred from New York zone 
manager to Detroit where he will 





W. V. Brewer 





W. G. Massey 


be responsible for planning for the 
establishment of future Cadillac 
zone operations. 

William G. Massey, former Pitts- 
burgh zone manager, replaces Chy- 
noweth in the New York zone. 

W. V. Brewer replaces Massey as 
manager of the Pittsburgh zone. 
He moves to this assignment from 
the Detroit factory retail branch. 


McQueen Sees 
I mprovement in 


Tire Business 


AKRON.—L. A. McQueen, execu- 
tive vice-president of General Tire 
& Rubber Co., told the firm’s an- 
nual meeting he believed the bot- 
tom had been reached in the tire 
decline. “Business took a favorable 
turn in March,” he said. 

“Our April bookings are fine. We 
now feel we’re out of the woods in 
tires, and we think Detroit is 
coming alive.” Discussing the new 
two-ply tires for compacts, Mc- 
Queen reported that tests are now 
being made for use of two-ply tires 
on larger cars. 

Thomas F. O’Neil was elected 
chairman of General Tire, it was 
announced following the annual 
meeting. 

In assuming the chairmanship, 
O’Neil succeeds his late father, 
William F. O’Neil, who founded the 
company in 1915 and served as its 
chairman until his death last 
Sept. 4. 

McQueen, executive vic e-presi- 
dent since April 5, 1960, was given 
the additional titles of honorary 
chairman and chairman of the ex- 
ecutive committee. 

The board elected Frank W. 
Knowlton, the company’s secretary 
and general counsel since 1951 and 
a director since 1953, as a vice- 
president. He will continue to serve 
as secretary and general counsel, 

President M. G. O’Neil told the 
annual meeting that all divisions 
of the company did better business 
in 1960 over the previous year, with 
the exception of the tire division 
where price competition and raw 
materials costs combined to cut into 
profits. 


Dealers Elect Minchoff 


EASTON, Pa.—The Northampton 
County Automobile Dealer’s Assoc- 
iation has elected Thomas B. Min- 
choff president. Arthur Berg, R. D. 
Gorham, Frank Reese, Frank Rich- 
etta, Shelly Young, H. W. Licten- 
walner and Minchoff were named 
directors. 
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Servicing Dealers Termed Vital 


(Continued from Page 1) 
tire, oil, insurance and publishing 
fields. 

The éxhibits covered three floors 
and seven acres of Coliseum floor 
space, A stout pair of legs was a 
prerequisite for the show visitors 
who wanted to see it all. 

And there was plenty to see. 
Every type of passenger car 
available in the U.S. was on dis- 
play, from midgets to limousines 
and from sports cars to station 
wagons. 

The price range was just as 
varied. There were King Midgets 
and Fiat 500s for less than $1,000, 
and there was a Rolls-Royce Phan- 
tom V with a James Young body 
that carried a sticker of $28,925. 


* * * 


ANY makers introduced new 
models at the show. Jaguar’s 
XK-E coupe and roadster, with a 
top speed of 150 miles per hour, 
attracted crowds, as did the Mer- 
cedes-Benz 220-SE two-door hard- 
top. Renault’s Gordini and Peu- 
geot’s 404 were shown for the first 
time in this country. 
Attention-getters among the 
domestic makes were the new 
compacts which Ford and Gen- 
eral Motors are introducing this 
spring—the Falcon Futura, Comet 
S-22, Buick Special Skylark, Olds- 
mobile F-85 Cutlass and Pontiac 
Tempest sport coupe. Pontiac 
also displayed its wire-wheeled 
supercharged Tempest LeMans, 
which is strictly a show car. 

Preliminary attendance figures 
were 22 percent ahead of last year. 
The show drew 287,000 persons in 
1960, highest in the history of the 
event. 

Discussing the sales outlook, sev- 
eral importers declared that March 
heralded the end of a long, hard 
winter. 

John T. Panks, Rootes Motors 
managing director, said the first 18 
days of March brought more Hill- 
man - Sunbeam - Singer - Humber 
sales than all of January and Feb- 
ruary combined, Citroen’s Charles 
Buchet also reported that March 





topped the first two months of the 


year. 
* * ® 


E. BIRT, president of Hambro 
¢ Automotive Corp., said he’s 
shooting for 50,000 sales of his 
British Motor Corp. products this 
year, with about 80 percent of them 
going to Austin-Healey and MG 
sports cars. He predicted 10,000 
sales for Austin and Morris sedans. 
Last year, sports cars captured 
65 percent of Hambro’s 45,000 U.S. 
sales, 

Peugeot is hoping for 12,000 to 
15,000 sales this year; Saab ex- 
pects 5,000 to 7,000, and Fiat 
hopes to climb back to the 30,000 
bracket. 

Carl H. Hahn, Volkswagen of 
America general manager, predict- 
ed that import sales will total at 
least 400,000 this year and will keep 
rising. 

He estimates VW sales at 200,000 
cars and trucks, Last year, VW 
registered 160,000 cars and 30,000 
trucks in the U.S. 

* x * 


—_— noted that Volkswagen al- 
ways has insisted on an excel- 
lent parts and service organization, 
and he declared that VW’s sales 
success in this country proves the 
value of a solid dealer network. 
“Imported-car sales have de- 
clined mostly among makes that 
failed to recognize the need for 
such an organization,” he said. 
“Much of the decrease was due to 
those dualling American-car 
dealers who lost interest in their 
imported lines as soon as they 
had domestic compacts to sell. 
“Those dealers went into the im- 
ported-car business with no inten- 
tion of setting up permanent sales 
and service facilities. The decline 
in sales of these imports by those 
dealers was due more to a drop in 
sales activity than to a change in 


public attitudes.” 
* * * 


STIMATES of 350,000 to 400,000 
sales came from Panks, of 
Rootes, and Vincent P. Grob, Re- 
nault executive vice-president. 
Panks declared that warnings that 
imports are about to vanish from 
the U.S. market are “nothing but 
bloody nonsense.” 
He added that the bulk of future 





Nunez Sees Import Dealers 


Tapping New Profit Lode 


DETROIT. — “Good dealers who 
are alert to improving market con- 
ditions are getting back into the 
import business because they know 
that real profits are available to 
them in the coming months,” says 
Peter Nunez, sales manager for 
Simca. 

“With over one-third of the 
market going to compacts and 
imports,” Nunez continued, “there 
is no doubt that the growing 
trend in automotive retailing is 
to cars of this size. 

“Facts prove that profits are 


Albany Unit Asks 
Extended Billing, 


Uniform Discount 


ALBANY.—The Albany Auto 
Dealers, Inc., has passed resolu- 
tions asking the manufacturers to 
adopt extended billing on cars and 
trucks and to give dealers a 25 per- 
cent discount on all cars. 

The Albany group asked the New 
York State Automobile Dealers 
Assn. and the National Automobile 
Dealers Assn, to take ‘vigorous ac- 
tion” to get the factories to adopt 
the proposals. 

The Albany dealers want 30-day 
billing on cars and 90-day billing 
on trucks. The association contend- 
ed this would act as an inventory 
control, would reduce floor-plan 
costs, would strengthen the fac- 
tories’ quality-dealer programs and 
would reduce distress and mislead- 
ing advertisements. 

In seeking a 25 percent discount 
on all cars, the dealers declared 
that the present system of lower 
discounts on compacts is “unrea- 


sonable and unrealistic.” 








available to the Simca dealer who 
defines his market, who merchan- 
dises competitively, who recognizes 
Simca’s proven superiority 

and who is willing to provide a 
Simca service operation comparable 
to other leading imports. 

“These are the basic facts of suc- 
cessful import retailing. They al- 
ways have been; they always will 
be.” 

Nunez said that import dealers 
face a challenge in playing an ever 
increasing part in the newly broad- 
ened concept of automotive mar- 
keting. He said there has been “a 
definite increase of interest” in 
Simca franchises in the last six 
months. 

Weeding out other imports not 
suitable for the United States mar- 
ket, he said, has emphasized Sim- 
ca’s position as one of the leaders 
in the import field. 

“We have had outstanding suc- 
cess in the last few months with 
large, single-line Simca dealers 
who are doing a very profitable 
volume business,” Nunez said. 
“Their success points out the real 
profit opportunity which exists 
today for Simca dealers who get 
into the business and carry on a 
volume operation. 

“Although we have been con- 
centrating on our single-line Simca 
dealer network only a few months, 
records show that last year single- 
line Simea dealers took almost half 

of the total Simca shipments made 
from U.S. ports to dealers. 

“However, there have been some 
Chrysler Motors Corp. dealers who 
also have done outstanding jobs 
with Simca and are included among 
our top 10 dealers in the country.” 


import sales will be low-to-medium- 
priced sports cars, hand-finished 
luxury models and ultra-economy 
units selling for $300 or more below 
similarly equipped U.S. compacts. 

Rootes will be ready with an 
auto to compete with a small- 
small Detroit car, he promised. 

Grob looks for a future import 
market of 300,000 to 500,000 units 
and explained that the domestic 
market has shown a similarly wide 
fluctuation in recent years, He pre- 
dicted 50,000 to 60,000 Renault sales 
this year, compared with about 
63,000 in 1960. 


Industry Leaders 
Will Address 


Carolina Conclave 


PINEHURST, N. C.—The North 
Carolina Automobile Dealers Assn. 
has announced that “six of the 
biggest names in the automotive 
industry” will speak at the May 2 
breakfast session of the group’s 
annual convention, 

The convention will be held here 
April 30-May 3. The speakers on 
the May 2 panel are: 

Roy Abernethy, executive vice- 
president of American Motors, 
speaking on the future of the com- 
pacts; J. B, Wagstaff, a Chrysler 
Corp. vice-president, who will talk 
on marketing; J. O. Wright, group 
vice-president in charge of the 
Ford Motor Co. car and truck di- 
visions, speaking on attitude, 

J. M. Roche, vice-president in 
charge of the General Motors dis- 
tribution staff, talking on the qual- 
ity dealer; Franklin D. Roosevelt 
jr., former congressman and cur- 
rently an imported-car distributor, 
who will speak on the future of 
franchised imports, and Lewis E. 
Minkel, Studebaker-Packard mar- 
keting vice-president, discussing 
dealer relations. 

The Industry Relations Commit- 
tee will meet on the opening day 
of the convention—April 30, J. Sax- 
ton Lloyd, Daytona Beach (Fla.) 
dealer and a former president of 
the National Automobile Dealers 
Assn., will give the keynote ad- 
dress on the following day. 

Gov. Terry Sanford of North 
Carolina will address the luncheon 
session on May 1. 











Dealer Citation— 


In a special ceremony which took place 
on Dealer Preview Day at the Internation- 
| al Automobile Show in New York, Tom 
Nemet, president, Nemet Imported Cars 
(Triumph - Rover - Volvo - Simca - Borgward- 
| Saab), Jamaica, N. Y., was honored by 
members of the British Automobile Manu- 
facturers Assn. ‘for his excellent analysis 
| of today's requirements for an import-car 
| dealer in the current market.'' Nemet's 
letter to Automotive News (March 27) was 
reprinted by BAMA and distributed at the 
| show. Among those on hand to honor 
| Nemet were H. Gordon Munro, president, 
Rover Motor Co. of North America, Ltd.; 
Reginald T, Newton, Rover regional man- 
ager; Alan F. Bethell, president, Standard- 
Triumph Motor Co., Inc., and L. Forman, 
| president, Genser-Forman, .Inc., Triumph 
distributor. 
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Imports, Domestics Draw Show Crowds— 


Visitors compared imported and domestic cars and viewed the latest offerings from 
all auto manufacturers at the International Automobile Show in New York. In the 
foreground is a $1,658 Etoile four-door sedan, a feature of the Simca exhibit. Simca 
also showed the Fulgur, its electronically controlled ‘‘idea car." 


New S-P Program Helps 
Dealers in Management 








(Continued from Page 2) 


manager of S-P’s Gravely Tractors 
Division, received $31,440 last year. 

All officers and directors as a 
group, including the four mention- 
ed by name, received $723,004 last 
year. 

Terms of S-P’s contract with 
Sherwood H. Egbert, the new 
president, were noted in the 
proxy statement, He will be paid 
$125,000 a year for five years 
under the pact, plus any other 
payments the company may 
award. 

If he leaves his post, he will, at 
the option of either party, receive 
$62,500 a year for the balance of 
the contract as a consultant. Dis- 
missal for cause will bring him six 
months’ salary ($62,500) and, if he 
dies or is disabled, there will be a 
payment of $62,500 a year for the 
balance of the contract. 


The proxy statement also re- 
quested shareholder approval to in- 
crease its authorized second pre- 
ferred stock by 250,000 shares and 
its authorized common stock by 
5,000,000 additional shares. 

If this increase is adopted, 
Studebaker will have 470,000 
shares of second preferred stock 
($47 million par value) and nearly 
10 million shares of common 
stock available for acquisition 
purposes. 

Studebaker indicated that the 
purpose of the proposed increases 
is to make available a much great- 
er number of shares for possible 
use in connection with one or more 
major business acquisitions for 
stock under the corporation’s diver- 
sification program approved by 
shareholders in 1958. 

Clarence Francis, Studebaker 
chairman, and Egbert acknowl- 
edged that Studebaker currently is 
engaged in preliminary talks with 
several companies regarding a 
possible major acquisition. 

They emphasized, however, that 
such talks have been “exploratory” 
and declined to disclose the identi- 
ty of the companies involved. “Pre- 
mature disclosure,” Egbert said, 
“might result in termination of ne- 
gotiations.” 

In a letter to shareholders, they 
said, “We want to stress that no 
such transaction is now immi- 
nent, nor can We assure you that 


World’s AMAs 
‘Meet in Detroit 


DETROIT.—The first United 
States meeting of the Permanent 
International Bureau of Automo- 


Detroit this week. 

Eleven countries are sending 
delegates to the meeting, which will 
be hosted by the Automobile Manu- 
facturers Assn. Attending countries 
will include Belgium, Czechoslo- 
vakia, France, Germany, Italy, 





| Netherlands, Sweden, Switzerland, 
United Kingdom, Yugoslavia and 
| Spain. 








bile Manufacturers will be held in| 





any such transaction will ever be 
consummated. 

“However, we are expending con- 
siderable effort in this regard, and 
we believe that the chances of ef- 
fecting a major acquisition will be 
enhanced if the proposed increases 
in authorized stock are approved 
by the shareholders,” 

Francis and Egbert further ex- 
plained that some of the companies 
with which Studebaker is negotiat- 
ing have expressed reservations on 
the grounds that, even if a trans- 
action were agreed upon, it would 
be subject to approval by Stude- 
baker shareholders. 

The Studebaker management 
believes that these reservations 
would to some extent be dispelled 
if its shareholders demonstrated 
interest in the consummation of 
a major acquisition for stock by 
approving the proposed increases 
in authorized shares. 

The proxy material pointed out 
that any major acquisition for 
stock would require specific share- 
holder approval, 


AMA Announces 
New Rate Formula 
For Truck Brakes 


DETROIT.—The Automobile 
Manufacturers Assn, has announc- 
ed a new method for rating the 
capacity of truck brakes as an aid 
to states seeking more precise pro- 
cedures in registering commercial 
vehicles. . 

The method was developed 
through a series of tests, carried 
out at the Curtiss-Wright Proving 
Ground in Utica, Mich. The tests 
were designed to find a reliable 
method of rating brake horsepower 
absorption and to establish a re- 
quirement on brake horsepower 
per unit of gross weight, the AMA 
said. 

Conducting the tests was a task 
force composed of representatives 
from the Joint AMA-TTMA Tech- 
nical Committee on Combination 
Vehicle Brakes. 

The task force was assisted by 
consultants from 12 companies 
which supply components of brak- 
ing systems. 

Results of the tests are contained 
in a report entitled “Horsepower 
Rating of Commercial Vehicle 
Brakes,” which has been approved 
by AMA’s Motor Truck Committee. 

AMA said the new brake-rating 
formula may be helpful in estab- 
lishing gross vehicle weight ratings 
for trucks for state governments 
seeking to provide a more scientific 
method of truck registration. 


Newman Buys Ford Deal 


WEST HARTFORD, Conn. 
Robert W. Newman has purchased 
Clayton Motors at 30 Raymond Rd. 
from E. Clayton Gengras and re- 
named it Williams Ford. Newman 
owns three other dealerships in this 
area, one of which he purchased 
from Gengras last April. 
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But Dann Wants Votes Impounded 





Chrysler Freed of Proxy Fight 


(Continued from Page 


situation before, during and after 
the April 18 meeting.” 

A petition renewing Dann’s re- 
quest that the Federal District 
Court impound all Chrysler proxies 
and proxy material was filed by 
Dann last week. A hearing is 
scheduled in Detroit today (April 
10). 

Another anti-management cru- 
sader, James M. Robbins, said he 
also has received a host of un- 
solicited proxies. Robbins, believed 
to possess in the neighborhood of 
1,000 shares of Chrysler stock, said 
he will argue at the meeting for 
a resolution reducing the number 
of company officers on the board 
of directors from seven to four. 


“Although it appears now that 
the meeting will be a comparatively 
calm affair,’ Robbins said, “I share 
the opinion of many stockholders 
that a change is needed in Chrysler 
management.” 

* * * 
EPORTEDLY concerned by 
lack of response from a large 

number of its 86,550 shareholders, 
Chrysler sent a second solicitation 
letter March 28 to those who had 
not replied to the first proxy ballot. 

“The time before the meeting is 
short and our outstanding stock is 
widely distributed,’ Chrysler Sec- 
retary G. T. Higgins wrote. ‘“There- 
fore, whether your holding is large 
or small, we will appreciate your 
signing and returning your proxy 
to us promptly so that we shall 
receive it in time for the annual 
meeting.” 

Shareholders who either dis- 
carded their first proxies or sent 
them to non-management rep- 
resentatives, such as Dann or 
Robbins, received the second bal- 


lot. The first cards were printed 
white and the second ones yellow. 


United Automobile Workers Pres- 
ident Walter P. Reuther excoriated 
Dann, meanwhile, for a conflict-of- 
interest charge against Norman 
Matthews, the union’s Chrysler af- 
fairs director. Matthews’ son Roger, 
34, is a Chrysler buyer. 


“No citizen in a free _ society 
should be permitted immunity in 
making such reckless allegations as 
have been made by Mr. Dann,” 
Reuther said. 

At the hearing before Judge 
Freeman, Dann took the witness 
stand to submit as evidence a letter 
from a shareholder reporting a call 
from the company asking for her 
proxy. She had sent Dann rights 
to vote her shares. 

* x * 

—" attorney and law part- 

ner, Frank Rosenbaum, said 
last week a possibility still existed 
of appealing to a higher court for 
a delay in the annual meeting. But 
Dann was dubious of the chances 
for obtaining such a delay from 
either the Sixth Circuit Court of 
Appeals or the United States Su- 
preme Court. 

In between the first and second 
hearings before Judge Freeman on 
proxy violations, Chief Judge Theo- 
dore Levin had closed the door on 
a postponement of the annual 
meeting. Dann was bluntly told by 
Judge Levin that he had not offered 
any valid reasons for a delay. 

Judge Freeman, himself a hold- 
er of Chrysler shares, declared in 
handing down the proxy injunc- 
tion against Dann that the critic’s 
anti-management fusillades “may 
have some appeal for sharehold- 
ers.” 

“IT don’t suppose any stockholder 
outside of management is particu- 


Obituaries 


Lewis Harmon Hall, 79; 


Wisconsin Auto Pioneer 
WAUSAU, Wis. — Lewis Harmon 
Hall, 79, a pioneer in the fields of 
automobiles and aviation, died here 
March 28. 
He opened a Ford dealership 


here in 1906 and in 1911 built his} 


own automobile, the Wausau Flyer. 
He was also an associate of Hugh 
Chalmers and sold Chalmers and 
Saxon before becoming one of the 
original distributors for Chrysler. 
Mr. Hall was active in aviation in 
Wausau prior to World War I and 
helped develop private flying in the 
Wausau area in the ’20s. He was 
president of L. H. Hall Motor Co. 
at the time of his death. 
cS * * 


George Harvey Martin Sr., 


Pioneer Baltimore Dealer 


BALTIMORE, — George Harvey 
Martin sr., 72, one of the first auto 
dealers in Baltimore, died at his 
home here March 27, He suffered 
a heart ailment for many years 
and stopped active work with Mar- 
tin Brothers Co. (Nash) in 1956, 
shortly before the company was 
dissolved. 

A native of Baltimore, Mr. Mar- 
tin joined with his brother, Ralph, 
in opening a Duryea dealership in 
1911. Later, the company handled 
Willys-Overland and Packard. In 
1932, the dealership began handling 
Ford Motor lines and changed to 
Nash after World War II. 


* ed * 
James L. Hinds 


BALTIMORE.—James L, Hinds, 62, an 
automobile dealer and executive for 41 
years, died in a local hospital March 27 
after a prolonged illness, For a time, he 
and his brother, William, operated Hinds 
Motor Co, (Ford) in suburban Catonsville. 

* * * 
Warren Richie 

MEMPHIS.—Warren Richie, with Uni- 
versal CIT Corp. for 26 years, died here 
March 22. He had spent the last two years 
managing Universal CIT operations in San 


Juan, Puerto Rico. 
* * * 


William Bradshaw 


SEATTLE.—William Bradshaw, 79, an 
auto dealer here for 10 years, died of a 
heart attack. He was a native of Harris- 
burg, Ky. 

* * ok 


George G. Walker 


GASTONIA, N, C.—George G. Walker, 


| General Motors, 





died 
of 


75, an auto dealer here for 28 years, 
March 27. He was principal owner 
G. G, Walker Motor Co. 

* * * 


Rex T. Pless 
KNOXVILLE, Tenn.—Rex T, Pless, 82, 
who opened a dealership with Kissel 45 
years ago and later handled Scripps-Booth 
and Chevrolet, died here March 27, 
* * * 


Harry L. Taylor 
COLDWATER, Mich.—Harry L, Taylor, 
80, a former auto dealer, died here March 
29. He was a former partner in Warner- 
Buick Co, and operated Taylor Chevrolet 
Co, until his retirement 10 years ago, 
* * 


Jack N. Blalock 
OXFORD, N. C.—Jack N. Blalock, 76, 


for many years associated with B. and N. 
Motor Co. here and with other automobile 
dealerships and garage enterprises, died 
March 29, 


* * * 


Joseph I, White 
LOGAN, O.—Joseph I, White, 65, a for- 
mer auto dealer here and in Lancaster, O., 
died of a heart attack March 21. 
Ht * * 


Arche E, Campbell 
INDIANAPOLIS. — Arche E, Campbell, 
a former factory representative for 
Chrysler Corp, and Nash, 
He also was a former 


75, 


died March 
Buick dealer. 
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* * * 


Frank Diebel 
PIGEON, Mich.—Frank Diebel, 74, who 
operated one of the first auto dealerships 
in Michigan’s Thumb area, died March 26. 
* + * 


Elvin H. Kalmbach 
TOLEDO.—Elvin H, Kalmbach, 67, op- 
erator of Kalmbach Motor Sales before re- 


tiring in 1957, died March 26, 
* * * 
Edgar E. Bias 
MIAMI, Edgar E, Bias, 40, general 
sales manager, J. D. Ball Ford, Inc., died 
March 27, He was general manager of 
Adamson Ford, Birmingham, Ala., before 


coming to Miami. 
* * * 


Lee L. Wilcox 

SACRAMENTO, Calif, Services were 
held Mareh 31 for Lee L, Wilcox, 59, 
owner of the Lee Wilcox Motors used-car 
firm here, He died in a locai hospital 
March 21. He had been in the automobile 
business since 1921 and had operated his 
present firm since 1946. Mr. Wilcox was a 
past vice-president of the National Used 
Car Dealers Assn. He also was a past 
secretary-treasurer of the California West- 


ern Used Car Dealers Assn. and past 
president of the Sacramento Used Car 
Dealers Assn. 
* Bd * 
Cyril C. Smith 

MILWAUKEE.—Cyril C, Smith, 62, a 
former auto dealer, died March 24, Mr. 
Smith and a son, Roger, formed Smith 
Motor Co. (now Bob Smith Motors) after 
the war. He left the dealership in 1951 and 
moved to Miami, where he resided until 
1958 when he returned to Milwaukee, 








larly happy with the progress at 
Chrysler the last few years,” the 
judge added. 

But the softspoken jurist reject- 
ed Dann’s contentions that the SEC 
injunction would deprive him of 
his constitutional rights, that the 
Commission intervened in the case 
with “unclean hands,” that the SEC 
complaint was no longer appropri- 
ate because Dann had ceased the 
questioned activities and that he 
had not violated the Securities and 
Exchange Act. 

* * # 
a” ONE point, when Dann inter- 
rupted to announce he was 
abandoning all efforts to contact 
shareholders, Judge Freeman lec- 
tured the attorney: 

“This court is weighing a set of 
facts already presented before it 
and can’t make a judgment if facts 
are going to be changed from min- 
ute to minute. 

“This court is not going to lend 
its aid to management or to you. 
I shall not be a party to any 

stockholder or group of stock- 
holders.” 

Rosenbaum had attempted to ob- 
tain Judge Freeman’s sanction for 
a letter from Dann simply thank- 
ing stockholders for their proxies 
and adding the following post- 
script: 

“P. S. The Securities and Ex- 
change Commission of America will 
not presently permit me to say 
more.” 

David Ferber, assistant general 
counsel of the SEC, contended that 
the postscript, mailed after issu- 
ance of the temporary restraining 
order, should have said that Dann’s 
infractions caused the SEC to ask 
for the writ against him. 

* * 


S A last-minute gesture, Rosen- 

baum appealed to Judge Free- 
man to spell out in any injunction 
against Dann the rights of Chrys- 
ler shareholders to transfer their 
proxies. 

In effect, Dann got this across to 
Chrysler stockholders by asking the 
same of Chrysler in the sixth res- 
olution on the Chrysler proxy state- 
ment. Chrysler opposed the resolu- 
tion as unnecessary, but inclusion 
of the resolution on the statement 
outlined a transfer procedure which 
ordinarily is omitted on manage- 
ment proxy statements. 

The main charge made by the 
Commission against Dann was 
that he mailed proxy soliciting 
material to shareholders with- 
out having cleared it with the 
SEC. He also failed to prepare 
a formal proxy statement show- 
ing nominees for directors, the 
amounts of Chrysler stock they 
owned and a description of the 





Dealers, Salesmen 
Offered Prizes 
In S-P Program 


DETROIT.—A Studebaker April- 
May incentive program offers mer- 
chandise prizes to dealers and 
salesmen for deliveries of new ’61 
ears and trucks. 

Dealers have been divided into 
three groups in each of Stude- 
baker’s 15 zones. The dealer in each 
group who exceeds his quota by the 
greatest percentage will receive 
150,000 prize points to be used for 
merchandise or applied on a vaca- 
tion trip. 

Dealerships also have been divid- 
ed into subgrcups of three dealer- 
ships each. The top overquota per- 
former in each subgroup will re- 
ceive 7,000 prize points for each 
new car and truck sold. The points 
are to be distributed to salesmen. 

A Ford truck program which 
ends May 10 offers cash incentives 
to dealers for sales of tilt-cab and 
tandem models. There also are 21 
cash awards for salesmen, totalling 
$20,000. 


F it Reales Balks 


SIOUX FALLS, S. D. — Frank A. 
Prather, president of Sioux Ford 
Co., announced his firm will not 
undertake the Lincoln-Mercury- 
Comet franchise released when Bob 
Egan, president of Bob Egan, Inc., 
decided to go out of business. 
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Utah Clamps Ban 
On Road-Huggers 


SALT LAKE CITY.—As a re- 
sult of a bill passed by the legis- 
lature and signed into law by 
Gov. George D. Clyde, “under- 
slung,” “raked” and “lowered” 
automobiles will soon be a thing 
of the past in Utah. Owners of 
the “road hugging” vehicles will 
have to raise their autos to their 
original height before May 9, 

The new law reads: “It shall 
be unlawful for any person to 
operate a motor vehicle on any 
highway or road within the State 
of Utah when such vehicle has 
been mechanically altered or 
changed to cause the lowest part 
of the body or chassis to be closer 
to the ground than it was at the 
time it was manufactured.” 








methods and financing to be em- 
ployed in soliciting stock. 

Under SEC rules, no more than 
10 shareholders in a company may 
be solicited without a formal filing. 
Dann stubbed his toe when he 
mailed a letter on the Chrysler 
situation to more than 100 share- 
holders. 

SEC investigators had called 
Dann three days before obtaining 
the temporary restraining order. 
They warned him of the regula- 
tions and asked him to cease his 
mailing. He refused to commit 
himself as to his plans, and SEC 
came to Detroit to obtain the writ. 

* * ok 

WUDGE FREEMAN asked Dann 

what he meant by the charge 
that SEC was coming into the case 
with “unclean hands.” Dann said 
a Washington source had told him 
that Thomas E. Dewey, whose law 
firm cleared Chrysler officials of 
wrongdoings last year, was influ- 
ential in triggering the SEC move. 
Dann declined to name his source. 

“This is the kind of allegation 





HELP WANTED 





GENERAL 
MANAGER 


“Buy-in”’ from bonus in future or would 
consider immediate cash purchase up to 
49%. Volume Midwest deal, ‘‘Big 2.” Lib- 
eral fringe benefits, excellent salary and 
bonus, liberal insurance program for family 
protection. Complete operating authority— 
owner will be inactive—excellent facilities. 
Background must meet factory approval. 
Suitable contract agreement. Supply full de- 
tails in confidence to Box 2384, c/o Auto- 
motive News, Detroit 7. 





FINANCE MANAGER — Large Southern 
California new car dealer, setting up to 
carry own contracts, needs experienced 
finance manager to set up system, buy 


paper and completely supervise finance 
department functions, Salary and profit 
incentive. Write full particulars and 
send picture, Box 2401, c/o Automotive 


News, Detroit 7. 


ACCOUNTANT - BOOKKEEPER, Replace 
retiring accountant in 350 car Chevrolet- 
Olds-Cadillac dealership, Modern office 
and equipment, current records, able 
staff, Small but live-wire town, recrea- 
tion excellent including skiing. $6,500 for 
qualified man, Write: Raymond S. Rob- 
erts, Inc., 230 Canal St., Brattleboro, 
Vermont. 


4 

ACCOUNTANT - BUSINESS MANAGER 
needed at once by rapidly growing deal- 
ership located in principal Lake Erie 
city in heart of Ohio’s vacation land. 
Selling one of the top lines, Salary and 
incentives open, unlimited potential if 
you qualify, Send résumé stating age, 
previous employment, marital status and 
availability for work to Box 2402, c/o 
Automotive News, Detroit 7. Include re- 
cent snapshot. 








Position Wanted 





Dann’s material is full of, your 
honor,” Ferber declared. 

Subsequently, Judge Freeman 

ruled that Dann had failed to 
substantiate the “unclean hands” 
charge. 

Chrysler did not participate in 
the case of SEC vs. Dann, but two 
public relations officials and a com- 
pany attorney observed the hearing 
in Detroit’s Federal Building. 

Among the matters on Chrysler's 
shelf during the annual-meeting 
feuding is a quest for a president. 
Dealers have been informed that 
the search is continuing for a chief 
operating officer to assume the cor- 
porate reins from L. L. Colbert, 
who would remain chairman of the 
board. 

* * K 
ORPORATE reorganization is 
another pressing subject. Two 

veteran vice-presidents are due to 
retire this spring—C, L. Jacobson 
and J. B. Wagstaff. Their departure 
is expected to bring about a fur- 
ther streamlining of Chrysler’s 
chain of command at corporate 


and divisional levels. 


In other legal developments af- 
fecting Chrysler, company direc- 
tors are scheduled to reply April 
28 to mismanagement charges 
made by a stockholder, Robert 
Markewich, in a suit in New 
York State Supreme Court. 


Chrysler also has filed an answer- 
ing brief in Oakland County (Pon- 
tiac) Circuit Court in defense of a 
suit against Jack W. Minor, ousted 
marketing executive. Minor has 
asked dismissal of this suit, which 
seeks recovery of profits allegedly 
made by him in outside advertising 
ventures handling Chrysler busi- 
ness. 

In Wayne County (Detroit) Cir- 
cuit Court, attorneys for former 
President W. C. Newberg asked for 
a rehearing on a recent decision 
preventing Newberg from proceed- 
ing with a $5% million suit against 
Colbert in Oakland County. 








POSITION 


WANTED 
AND BUSINESS MANAGE- 
MENT SPECIALIST, MBA—marketing, 


LEASING 


five years’ field and home office experi- 
ence, three years’ related industry over- 
seas. Will travel and relocate, Box 2406, 
c/o Automotive News, Detroit 7. 


GENERAL MANAGER or general sales 
Manager, young, aggressive family man 
seeks association with dealer who wants 
to increase volume and profit. Proven 
ability with GM, Ford and import line, 
six years’ experience with one of na- 
tion’s largest volume dealers. Capable 
of handling all facets of sales manage- 
ment such as, promotional ideas, train- 
ing, used-car merchandising and _ strict 
expense control. Complete résumé and 
recent photo upon request. Prefer South- 
west or Florida. Reply Box 2388, c/o 
Automotive News, Detroit 7. 


CONTROLLER, accountant-business man- 
ager with general sales management ex- 
perience, Experience with volume opera- 
tions and factory, doing business man- 
agement audits. Box 2389, c/o Automo- 
tive News, Detroit 7. 


MANAGER AVAILABLE—Money maker. 
Good used car A to Z specialist, well 
experienced all phases cars and trucks— 
sales, finance, advertising, buying. Cap- 
able full control large used operation— 
location no problem. Clean living, mid- 
dle-aged man, good overall condition, re- 
liable, thrifty, fair, worth having, Inter- 
view on request. Frank McKeon, Box 
2397, c/o Automotive News, Detroit 7. 








SALES MANAGER Aggressive young 
man, excellent record, seeks permanent 
association with a reputable dealership. 
Stability and character of the highest 
standard, College graduate and family 
man, willing to relocate, Correspond in 
strict confidence to Box 2395, c/o Auto- 
motive News, Detroit 7. 





OR USED CAR MANAGER—31 
married, eight years’ experi- 
ence, enthusiastic, excellent closer, prof- 
it minded. Will relocate, Box 2396, c/o 
Automotive News, Detroit 7. 


MBA-MARKETING-CPA eight years’ 
field and staff sales experience, business 
management, personnel and dealer devel- 
opment, Sales promotion, fleet leasing 
background, Must travel, Will relocate. 
Résumé on request, Box 2403, c/o Auto- 
motive News, Detroit 7. 


NEW 
years old, 








Teo snes this classification for the 
benefit of those seeking eoeierernt. 
Position Wanted Ads are accepted at 


half regulor rates, namely: Vic por 
word for each insertion, $1.00 per in- 
Se ee Cash 

in advance. (Half-rate does not apply 
to display ads in this section.) 





GENERAL MANAGER — SALES MAN- 
AGER, capable of taking complete 
charge. ‘‘Big Three’’ experience, Box 
2374, c/o Automotive News, Detroit 7. 


BUSINESS MANAGER—eight years’ ad- 
ministrative-office experience, Chrysler, 
GM dealerships. Accounting major, fam- 
ily man, 32 years old. Not afraid of 
work hours. Location subordinate, op- 
portunity to produce and advance upper- 
most, Résumé on request, Box 2407, 
c/o Automotive News, Detroit 7. 





Buying, selling, trading miscellaneous auto- 
motive items? Get quick results through 
Automotive News’ Want Ads. 
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POSITION WANTED 


AUTOMOTIVE NEWS, APRIL 10, 1961 


DEALERSHIPS AVAILABLE 


DISTRIBUTORSHIPS AVAILABLE 











HAVING BUSINESS MANAGEMENT 


PROBLEMS? I’m a top-notch account- 
ant wanting to relocate with an aggres- 
sive organization, presently employed by 
a volume dealership, Must offer good 
salary and future, Write to Box 2408, 
c/o Automotive News, Detroit 7. 





GENERAL MANAGER or 


service man- 
preferably Chrysler products, 23 
experience all phases automotive 
Complete résumé on request. 
c/o Automotive News, De- 


ager, 
years’ 
business. 
Box 2409, 
troit 7. 





OFFICE 


MANAGER-ACCOUNTANT-—Age 
GM experience, Fast, ac- 
South or West preferred. 
De- 


35, 13 years’ 
curate, sober. 
Box 2410, c/o Automotive News, 
toit 7. 


DEALERSHIPS AVAILABLE 








HANDLING CHEVROLET in 


DEALERSHIP HANDLING BUICK AND 


RAMBLER in progressive Southwest 
Colorado area, population 20,000. Close 
to Mesa Verde National Park, good tour- 
ist town, mining, hunting and fishing. 
125 new cars and up, Present location 
available on reasonable lease basis, 
parts, service, body shop and used-car 
lot in same location. No used cars or ac- 
counts receivable to purchase. $20,000 
will handle. With additional finance, 
Pontiac, Cadillac, GMC trucks could be 
dualled in same location. Write, phone 
or wire Clive Peterson Real Estate, 121 
E. 10th, Durango, Colorado. 


VERY EXCELLENT DEAL handling GM 


in major New England market—will sell 
part or whole. Box 2399, c/o Automotive 
News, Detroit 7. 





DEALERSHIP HANDLING RAMBLER in 


Northcentral Tennessee, town of 25,000, 
trade area 75,000. Business established 
13 years, service absorption over 100 
percent, six miles from Army fort with 
five million per month payroll. Largest 
dark tobacco market in the world, sev- 
eral industrial plants and one of the 
best agricultural areas in the South. 
100 to 150 new car potential and a 
money-maker. Reason for selling, have 
other business interest. Box 2381, c/o 
Automotive News, Detroit 7. 





FOR SALE IN MAINE—Popular car fran- 


125 car potential. Well equipped 
garage, well stocked parts department, 
buildings in good condition. Inventory 
and real estate $60,000. Box 2380, c/o 
Automotive News, Detroit 7. 


chise, 





Central 
Florida—Have been selling 300 to 350 
new units and equal number used. Excel- 
lent facilities, will lease or sell building, 
assets on inventory and appraisal basis. 
Located in center of Florida’s citrus, 
mining and cattle area, surrounded by 
many fresh water, sand bottom lakes and 
rivers, year round city. Excellent oppor- 
tunity in a predominantly Chevrolet ter- 
ritory, Box 2411, c/o Automotive News, 
Detroit 7. 





BE A FORD DEALER! 


DEALERSHIP HANDLING COMET-Mer- 


cury-Lincoln Continental, established 14 
years, Southern city over 60,000 popula- 
tion, excellent facilities with low over- 
head, $35,000 will handle, Box 2412, c/o 
Automotive News, Detroit 7. 





DEALERSHIP HANDLING CHRYSLER, 


Plymouth, Valiant, International trucks, 
rapidly growing city 6,000, 50,000 trade 
territory, South Central Florida, doing 
% million sales, high profit margin, high- 
est market penetration in South, 21,000 
sq. ft. modern buildings with used car 
lot adjoining, largest service business in 
area, 15 employes, Owner retiring, 
ranches and citrus groves, This is blue 


chip deal. Lease or sell property, Write 
Box 2413, c/o Automotive News, De- 
troit 7. 


For sale or lease, 


a beautiful, modern, white brick auto- 
mobile building. Weaver twin post lift, 
Ford signs already installed, front end 


machine, used car lot. Lease only $295 
per month—nothing to buy, Factory ap- 
proval necessary, New lake area, farm- 
ing and cattle area, West Central Texas 
town. Twelve room home available for 
sale or lease, home lease $85 per month. 
Write Box 2414, c/o Automotive News, 
Detroit 7. 








PROSPEROUS TRUCK and appliance deal- 
ership, established 18 years, Fast grow- 
ing Midwest city, Parts and service vol- 
ume alone over $300,000 annually, Will 
sell or lease. Reply Box 2415, c/o Auto- 
motive News, Detroit 7, 

DEALERSHIP AVAILABLE — Mayaguez, 
Puerto Rico—Handling Dodge Dart and 
truck. Exceptional opportunity, 300 cars 
per year and large gross. Work in a 
tropical paradise and make money. R, A. 
Baker, P, O, Box 2566, Rio Piedras, 
Puerto Rico. 





FOR SALE—agency handling Rambler, lo- 
cated in Southeast section of Iowa, 130 
car potential, no blue sky, Will sell 
building or lease, 400 ft. frontage, large 
used car lot. Illness forces me to sell. 
Box 2404, c/o Automotive News, De- 
troit 7. 


DEALER SERVICES 





1961 Auto Costs! 


Discover how much your Deal's cars really 
cost. The book, "AUTO COSTS," gives you 
the factory invoice prices of all 1961 American 
cars, 25 foreign cars, 4 American trucks, and 
all their equipment. Used by dealers and 
banks nationwide. Order your ‘61 edition 
today for only $10—three year subscription $18 
(including all supplements). 


AUTO COSTS, spencer Publishing Company, 
Liberty, N 








TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


Furniture—Equipment—Machiner y—Tools 
For Buy/Sell Agreements, Annual Fiscal 
Reports, Tax, Banking and Insurance 


Write for free 
“Hidden Earning Power" booklet. 


AUTOMOTIVE INVENTORY & APPRAISAL CO. 
10040 Freeland Ave. Detroit 27, Michigan 
WeEbster 3-6445 





$500 Paid For 5 Best Ads! 


Dealer clients happily paid an average of 
$100 each for these hard-hitting, solid-sell- 
ing new car ads. They really sold cars, 


will probably work for you, too. Easily 
adapted, everything you need. 

YOU GET THE SAME FOR $5 
All five ads for $5. Satisfaction guaranteed. 
Tarrant Adv. Agency, 251 Whalley Ave., 
New Haven, Conn. (No Conn. dealers.) 


DISTRIBUTORS WANTED 





Distributors Wanted 


to handle the world famed METZELER GER- 
MAN QUALITY TIRE LINE. Complete range 
European touring, sport, economy, mini and 
racing car tires. Write us on your stationery. 
Visit us at stand No. 214, International Auto 
Show. Columbia Motor Corp., 419 E. 110 St., 
New York 29, N. Y. 








DISTRIBUTORS WANTED FOR 
CORDLESS ELECTRIC SHAVER 
German. High quality. Runs on 2 baby flash- 
light batteries. $12.95 retail. Attractive deal. 

Sample $7 prepaid. 
Sole distributor for U. S. 
TRANSWORLD TRADING CO. 
565 5th Ave., New York I7, N. Y. OX 7-8770 











CARS FOR SALE 


clean used cars! 
you need ’em— 


HERTZ 


has ’em! 





All in top shape, clean and sharp —real bell ringers! 
Chevys, Fords, Plymouths, Buicks, Cadillacs, Pontiacs. 
Sedans, hardtops, wagons and converts! 


You name it, we’ve got it—in fast-selling colors — 
equipped with power steering, R & H, automatic trans- 
mission, many with power brakes — the works! 


1959 and ’60 models are now available at Hertz offices 


across the country. 


CALL THE HERTZ MANAGER IN YOUR CITY TODAY 


or 
write: 


Mr. I. E. Spatig, The Hertz Corporation, 


660 Madison Avenue, N. Y., Tel. PL 2-2000 








TRUCK DISTRIBUTOR FRANCHISE — 


Gas—White—Autocar Diesel, located in 
heavily industrialized Eastern city over 
3,000,000 population, Have franchise en- 
tire city, Sales—service—parts-volume of 
sales over $1,500,000 per year. Profitable 
operation. Box 2355, c/o Automotive 
News, Detroit 7. 





BUSINESS OPPORTUNITIES 





CADILLAC 





CADILLAC LIMOUSINES and hearses — 


’59-’60 RAMBLERS wanted, sedans and 


LONG ESTABLISHED IMPORTED CAR 


and parts business in upper New York 
state. Selling parts to dealers and dis- 
tributors. Wonderful opportunity for ag- 
gressive man with automotive parts ex- 


Glen Ave., Berlin, New Hampshire. 





PHOENIX, ARIZONA—Import service and 


parts. Excellent business year ‘round. 
$13,000 will handle all, Box 2405, c/o 
Automotive News, Detroit 7. 





CARS FOR SALE 


IMPORTANT NOTICE 


Dealers are cautioned that before 


purchasing any import automobiles 


or trucks, they should be sure to 
check the seller as to what, if any, 
excise taxes and duties have not 
been paid on the vehicles. 





1957 limousines, two avail- 
able, one with air, 2,500 each; 1956 
Cadillac S8-passenger ‘imousine, $1,850; 
1955 Cadillac 8-passenger sedan, $1,250; 
1955 Cadillac ambulance; 1955 and 1956 
Cadillac Superior flower cars, Box 2417, 


c/o Automotive News, Detroit 7, 











Ample Supply of 


CLEAN 
USED 


CARS 
1960 - 1959 - 1958 


MOST MAKES 


CURRY 


CHEVROLET 


B'way & 133rd St., N. Y. C. 
Ed Hogan AD 4-6000 


61 Volkswagens 


Fully Americanized 


e 
IN STOCK 
Immediate Delivery 


e 
Excise Taxes Paid 
MINIATURE VEHICLES 


277 Clinton Ave., Newark, N. J. 
N. J. phone: Bigelow 2-6161 
N. Y. phone: WHitehall 3-7390 


WILL WHOLESALE 


700 1960 & 1961 MODELS 


Rambler Americans—All Type Compacts 
Fords—Chevrolets—T-Birds—Buicks 
Pontiacs—Cadillacs 


SEDANS—HARDTOPS—CONVERTIBLES 
Low mileage—Clean cars 
Delivery Arranged 


MORSE NATIONAL 
CAR RENTALS 


Miami International Airport 
Miami, Florida 
Phone: NE 3-8655 





CARS WANTED 


WANTED—Late model wrecks and police 


cars. Ed Matt, 55 Madison Ave., Pater- 
son, N. J. Sherwood 2-4488. 








sharp, late models only, Franz Ridgway, 
BE 4-6611, 2836 N. E, Sandy, Portland 
12, Oregon, 








wagons, Universal Motors, 14315 Bothell 
Way, Seattle, Wash. EM 4-1500. 


BUSES FOR SALE 





GMC 1959 SCHOOL BUSES, 60-passengers, 


15 available. Also ten older models; two 
Greyhound Silverside 39-passenger diesel 
buses with lavatory; four Aerocoaches, 
one with air conditioning, 37-passenger; 
two 1948 GMC 36-passenger Suburbans, 
$1,800 each, Box 2416, c/o Automotive 
News, Detroit 7, 








TRUCKS FOR SALE 





FORD TRUCK CABS 
FOR SALE 


1948 to 1960 F100 to F1100 standard 
conventional skeleton cabs. We are 


equipped to trim 1953 to 1960 models. 


WE BUY OLD MODEL FORD PARTS 











perience, $20,000 cash needed. Selling Send us your list. 

reason—ill health. Write for particulars, 

Box 2356, c/o Automotive News, De- 

troit 7. JACK BOWKER FORD CO. 
AUTO AUCTION AVAILABLE—Auto auc- A GC Sen GO Penn chy, Cue 

tion, buildings and land near Montreal, 

Quebec, Canada. All new in 1958. Auc- 

tion crew available, excellent volume and ie ine sina 

potential. This is the only auto auction PARTS FOR SALE 

in the Province of Quebec. Must sell due = : 

to illness. coe” A. Patenaude, 416 LLOYD PARTS for all modeis. Complete 


stock, Fast service. Foreign Cars Corpo- 
ration, 1812 South Andrews Ave., Fort 
Lauderdale, Florida, JA 2-7491. 


LLOYD PARTS—complete stock, Prompt 


shipment, Greene County Motors, Cats- 


kill, New York, Phone: 2000. 


PARTS WANTED 








will 
down). 


ATTENTION 
BUICK DEALERS! 


buy full lot of obsolete parts (1950 


Have your parts man contact me. 


Sidney Aberman, 1210 Beechwood Bivd., 
Pittsburgh, Pa. 








ANTIQUE, CLASSIC CARS FOR SALE 





GENUINE ANTIQUE 1923 CADILLAC 
(61), 4-dr. sedan, black, Completely re- 
stored, original title. Only one owner. 


Robinson Motor Sales, Mason, Mich. 





ACCESSORIES FOR SALE 








PORTABLE DUAL CONTROLS 


Recommended for Driver-Education Cars by 
the Auto-Industry Highway Safety Committee 
and by Chevrolet, Ford, Plymouth and Ram- 
bler for all their models, including compacts. 


Automatic 
Money back guarantee. 
CONTROLS, INC., 


transmission $25; standard $30. 
PORTABLE DUAL 


1701 Balmoral, Detroit 3, 


Mich. 





MISCELLANEOUS _ 





NEW ROADKING 


mentee ten fect ecw SAGO 
52° 


Universal Wrist Action Bar 
” $3750 


COMPLETE WITH ADJUST- 


ABLE LONG 36” DRAW 
"$3730 


BEAM BAR AND STEERING 
GUIDE CABLES 


TRAIL KING 
BALL BAR 


Compac-Tow Intra- 
State Tri-Bar 
* SPECIAL, 3 FOR $100.00 


Automatic BraKinG 


WITH THE UNIVERSAL ¢ 51" 





“WRIST ACTION" 


Incldg. BRAKE HOOK-UP 
QUANTITY USERS—GET OUR 
DIRECT FACTORY DEAL 


Tow Bar Sales Co. 


Exclusive Factory Distributors 
DE 2-0700 AN 3-8888 Nites: BA 1-8717 


Call Collect .0$ foc.oo orters 
40 So. Clinton St., Chicago 6, Ill. 





SEE PAGE 38 
for the nation's 
TOP AUTO AUCTIONS 












Dealers’ List F.O.B. Factory 
Dealers’ 25°% Discount 
Dealers’ Net with 4 
Standard plus 2 Large 
Adapter Clamps 





MISCELLANEOUS 


WHY SETTLE FOR LESS... 


No Other Tow Bar 
Can Give You These 
Outstanding Engineering Features 


*CADALLOY STEEL CAST 
COUPLING HEADS LINED 


TO PROTECT CAR BUMPERS. 


e 
*CADALLOY STEEL CAST 
YOKES WITH HEAVY DUTY 
TUBULAR STEEL "Vv" 
SECTIONS TO RESIST 
STRAIN & STRESS. 


*Cadalloy Steel Castings 


Minimum Yield Point: 
46,000 Lbs. Per Square Inch 


® 
UNIVERSAL SWIVEL ACTION 
ON COUPLERS FUNCTIONS 


IN UNISON WITH SPRING 
SUSPENSION ON ALL CARS 
FOR SMOOTH & SAFE 
TOWING. 
® 


BOLTS, NUTS & WASHERS 
ARE USED TO MAINTAIN 


SNUG FIT OF ALL CONNECTIONS 


NO RIVETS TO LOOSEN AND 
CAUSE PREMATURE WEAR 


* 
THE SUPERIOR 
BLUE CHIP 


TOW PILOT 


With Lubricated Automatic Brake 
and Brake Cable 


Dealers’ List Price, F.O.B. Factory. . .$69.80 
Dealers’ 25% Discount 


Dealers’ Net with 4 
Standard plus 2 Large 
Adapter Clamps 


fhe Ove ORION 17.45 


$52.35 


Fed. Tax. Inc. 


THE FAMOUS 
MOTO-MATIC 


TOW GUIDE 


With Universal Swivel Action! 
Four Clamp Hook-Up 





$44.85 


Fed. Tax. Inc. 


“ON THE BALL" 


TOW PILOT 


with *Cadalloy Steel Safety Coupler 
Dealers’ List F.O.B. Factory ................ $51.00 
Dealers’ 25°% Discount 
Dealers’ Net with 2 
Standard plus 2 Large 
Adapter Clamps 


$38.25 


Fed. Tax. Inc. 


Substantial Discounts 


To Distributors 
Write for Illustrated Catalog 
PILOT DISTRIBUTING CO. 
Factory Sales Division 
BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Depts. 


“Leaders in the Industry 
since 1939" 








Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [] or Two Years $22 (] 





AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 
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Newton Transportation specifies Spicer transmissions, clutches, universal joints and 
propeller shafts on all new over-the-road trucks it purchases.. Why? Because Spicer 
components have proved to be cost-cutters in both operation and maintenance. And 
replacement parts are available everywhere. 


FOR TRUCK DEALERS THIS MEANS... 


that you can help your customers save dollars— 
and plenty of them—by recommending Spicer 
components when they buy new trucks. 

Tear this page out—and show it to your cus- 
tomers. Let the facts and the experience of 
Newton Transportation Company speak for 
themselves. Here’s proof—and only one example 


ETC en 


ye 2 
Masa aL 


LENOIR, N.C 


Ed Newton, owner and president, hears from driver 
Charles Whisnant that Spicer Model 8125 12-speed 
transmission in this Kenworth shows no wear after 


80,000 miles. 


among thousands—that Spicer components cut 
operating costs as no others can. 

Want names of other fleets that specify Spicer 
and save? We'll be glad to send them to you. 
And, if you want to know what Spicer compo- 
nents are available, write the truck manufacturer 
or Dana Corporation, Toledo 1, Ohio. 


Neil Pennell, maintenance chief, tells mechanic that 
some Spicer joints have logged over 300,000 miles 


for Newton, with no signs of wear. 





“SPICER 


COMPONENTS 


REDUCED 
OUR COSTS 18%!” 


Neil Pennell, maintenance chief at Newton Transportation 
Company, Lenoir, North Carolina, tells why his firm speci- 
fies Spicer equipment on all over-the-highway trucks in its 
fleet. Says Mr. Pennell... 

“Spicer components saved us 18% in labor and parts 
costs due to fewer road failures and fewer maintenance trips. 
We found that Spicer components last longer than other 
makes, are simpler in construction, are easier to install, and 
are easily and quickly available in all the states we cover. 

“Our preventive maintenance program,” says Neil 
Pennell, “is based on driver education, lubrication and in- 
spection at regular intervals, and parts replacements. At 
4,500 miles crankcase oil is changed. At 10,000 miles 
clutches get a full inspection. We see that shanks of pins fit 
securely in flywheel rims, that heads are square with friction 
faces, that release and pilot bearings are in good condition, 





that friction faces are clean and smooth. 

“Based on our experience, our recommendation to any- 
one in the over-the-road hauling business is: Specify Spicer! 
You'll save!” 

Newton Transportation, founded in 1945 by Ed Newton, 
owner and president, hauls furniture to points in Ohio, 
Indiana, Illinois, Kentucky, New Jersey, New York, Penn- 
sylvania, West Virginia, Maryland and Washington, D. C. 
Newton trucks take in stride the 8 to 10% grades in the 
Smokies and the Blue Ridge range. Makes of trucks that are 
Spicer-equipped are International, Kenworth and White. 


SPECIFY 
SPICER! 





Spicer 
CORPORATION 
Toledo 1, Ohio 





The Newton fleet has standardized on Spicer 14” 2- 
plate clutches because of their exceptional durability. 





